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THESE TWO SALESMEN WANT 
10 G0 TO WORK FOR YOU! 








s YOU want to stock a carbon paper that is 
unique, with extra sales features protect- 
ed by patents, the fastest selling carbon paper 
on the market, then MultiKopy Micrometric 
is your choice. If you seeka typewriter ribbon 
with wide acceptance throughout the busi- 
ness world, high in quality, then Star Brand is 
the answer. Both products are backed by the 


F. S. Webster Company. Thus you receive 








the extra service and experience of a concern 
specializing in the manufacture of typewriter 
ribbons and carbon papers, a company with 
a reputation for square dealing, a company 
which has always sought to protect your 
profits. This combination of good products 
and unexcelled service is hard to beat. Web- 
ster dealers will tell you from experience, 


“It pays to carry the Webster line.” 





13 AMHERST STREET 
CAMBRIDGE, MASS. 


F. S. WEBSTER COMPAN 





OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire in 
dustry of office equipment 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Its compre- 
hensive news reports of the 
industry and its valuable spe- 
cial articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a Clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States. 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment. 


{No person, firm or corpo- 
ration, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it asks 
its readers in all parts of the 
world to aid it with inquiries 
and suggestions to which it 
will give prompt and earnest 
consideration. 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50. 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office or Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 

CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth of 
the month will permit de- 
livery of next issue at new 
address. Both old and new 
addresses must be given. 

{CONTRIBUTIONS are in- 
vited upon any topic of in- 
terest to this trade. All ac- 
cepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 

{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment or 


directly related products 
eligible. 
Entered as Second-Class 


Matter, July 8, 1905, at the 
Postoffice at Chicago, IIl., 
under Act of March 3, 1879. 
{|“Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D. C. 


COPYRIGHT. Contents 
covered by Copyright, 1938, 
by the Office Appliance 


Company. 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 











customers. They do, however, offer their services in resolving any disagreements which result from relations established 
through the journal. 
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‘ THE SERVICE BUREAU Triner Scale & Mfg. Co......183 
Darnell Corp. 142 ’ , ‘ A > Trussell Mfg. Co. 145 
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Domore Chair Co., Inc. 78 the field, it furnishes special reports upon articles of United Business Machines, Inc.116 
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Esterbrook Steel Pen Co. 121 
Evansville Desk Co. 142 
Exline, William, Inc. 156 
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Faber, A. W., Inc. 139 
Fastener Corporation 130 
Faultiess Caster Corp. 159 
F. B, Mfg. Co. 161 


Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
field have evidence of its proved value. 
requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 
turers, 


tion of the 
Subscribers’ 
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Wagemaker Co. 122 
Warshaw Mfg. Co 156 
Wetster, F. S., Co 2 
Weis Mfg. Co. Ths Bae. 40s 7% 
Wolber Mfg. Co. 123 
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Yawman and Erbe Mfg. Co. 99 








For the benefit of the subscribers the lines advertised are here classified. 


Many of the requirements of the modern business office 


are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, withoui 


Adding Machine Parts 
Ames Supply Co. 135 
Cloyes Gear Works 161 
Shipman-Ward Mfg. Co 126 


Adding Machine Rolls & Paper 


Rockwell-Barnes Co 76 
Adding Machines 

Allen-Wales Add. Mach. Corp 163 

Monroe Cale. Machine Co 61 

Sundstrand Back Cover 
Adding Machines (Stylus) 

Reliable Typewr. & A. M. Corp... ..156 


Adding Machines, Rebuilt & Used 
Morse, J. S., Typewriter Co 159 
Pruitt Co., The 160 
Reliable Typewr. & A. M. Corp....156 


Adding Typewriters 


Underwood Elliott Fisher 
Co Back Cover 
Addressing Machines 
Elliott Address. Mach. Co 135 
Adhesives 
(See Inks, Adhesives, etc.) 
Arch and Clip Board Files 
Armstrong & White 158 
Cushman & Denison Mfg. Co 160 
Globe-Wernicke Co. 77, 8 
Rockwell-Barnes Co. 76 
Shaw-Walker Co 86 
Yawman and Erbe Mfg. Co 99 
Ash Trays, Office 
Oakville Co. 159 
Bank Books 
Exline, William, Ine 156 
Banker’s Note Cases 
Art Steel Co 153 
General Fireproofing Co 62 
Globe-Wernicke Co 77, 81 
Victor Safe & Equipt. Co 163 
Billing Machines 
Underwood Elliott Fisher 
Co. . Back Cover 
Binders, Catalog and Periodical 
Acco Products, Inc 102 
Mitchell Binder Co 151 
Binders, Permanent Storage 
Bankers Box Co 64 
Binders, String 
Bankers Box Co 64 
Blank Books 
National Blank Book Co 111 
Rockwell-Barnes Co 76 
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Shaw-Walker Co. 86 
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Art Steel Co. 153 
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Globe-Wernicke Co 77, 81 
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Shaw-Walker Co. 86 
Weis Mfg. Co. 2, &. 3.4 
Yawman and Erbe Mfg. Co 99 
Book Rings 
Adams, Henry T., Mfg. Co 159 
Oakville Co. as 159 
Bookkeeping Machines 
Underwood Elliott Fisher 
Co. Back Cover 


Box Letter Files 
Art Steel Co. 153 
Globe-Wernicke Co 77, 81 
Rockwell-Barnes Co. 76 
Weis Mfg. Co. 3 


obligation. 
Brief and Zipper Cases Copyholders 
Doppelt, Charles, & Co 113 Acco Products, Inc 
National Brief Case Mfg. Co. 150 Dawn Mfg. Corp., The 
Business Shows Costumers 
Nat'l Business Show Co 120 Peerless Steel Equipment (¢ 
Royal Metal Mfg. Co 
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Meilicke Systems, Inc 159 Tell City Desk Co 
Reliable Tw. & A. M. Corp. 156 
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Pruitt Co., The 160 Cuspidor Mats. 
Reliable Tw. & A. M. Corp 156 Polar Mfg. Co 


Carbon Papers 
(See Ribbons and Carbons) 


Card Index Boxes and Trays 
All-Steel-Equip Co. 96, 97 
Art Metal Construction Co. 91 
Art Steel Co. 153 
Bentson Mfg. Co. . 163 
Columbia Steel Equip. Co g9 
Corry-Jamestown Mfg. Corp 127 
Globe-Wernicke Co. 77, 81 
Guide System & Supply Co sssenns Ge 
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Invincible Metal Furn. Co. i 112 
Metal Office Furn. Co .... 1038 
Peerless Steel Equipment Co.... 139 
Shaw-Walker Co. “ “a 86 
Wagemaker Co. rite Sakewee: | 
Warshaw Mfg. Co. : os 156 
Weis Mfg. Co 71, 2, 3, 4 
Yawman and Erbe Mfg. Co 99 

Cash Boxes 
Art Steel Co 153 
General Fireproofing Co ; 62 

Casters, Caster Bearings, Slides 
Bassick Co 115 
Darnell Corp 142 
Faultless Caster Corp 159 
Kilian Mfg. Corp 155 

Celluloid Envelopes 
Markilo Co 160 

Chair trons 
Bassick Co 115 
Collier-Keyworth Co 13% 

Chair Mats 
Bickett, L. M., Co. 156 
Globe-Wernicke Co 77, 81 
Polar Mfg. Co ....146 
Shipman-Ward Mfg. Co 126 

Chairs 
Cramer Air-Flow Chairs 151 
Domore Chair Co., Ine 78 
Fritz-Cross Company, The 137 
Gaylo Mfg. Co. 155 
General Fireproofing Co. 62 
Harter Corp. .. 108 
High Point Bd. & Chair Co. 128 
Jasper Chair Co. = 2 
Jasper Seating Co ae | 
Lyon Metal Products, Ine. wae 
Murphy Chair Co. ee! | 
New Indiana Chair Co ee 
Royal Metal Mfg. Co. 119 
Sturgis Posture Chair Co. 7 113 
Toledo Metal Furn. Co. = 143 

Chairs, Folding 
Gaylo Mfg. Co. : 155 
Lyon Metal Products, Ine. 145 

Chairs (Posture) 

Cramer Air-Flow Chairs 151 
Domore Chair Co., Ime. .......-.-..cccss- 78 
Gaylo Mfg. Co. . ’ 155 
General Fireproofing Co. ‘ 62 
Harter Corp. 1“ re 108 
High Point Bd. & Chair Co. 128 
Jasper Chair Co. . — 
Jasper Seating Co : 141 
Murphy Chair Co. « 131 
Royal Metal Mfg. Co. tant 119 
Sturgis Posture Chair Co..... 113 
Toledo Metal Furniture Co 143 

Check Cases, Pocket 
Exline, William, Ine. 156 

Check Protectors & Writers 
Hall-Welter Co. 155 

Check Protectors & Writers, Used 
Pruitt Co., The 160 
Reliable Tw. & A. M. Corp 156 

Checks, Stamped Metal 
Meyer & Wenthe 161 

Coin Bags, Trays and Wrappers 
Art Steel Co 3 
Downey, C. L., Co ten ae 


Shipman-Ward Mfg. Co 


Cuspidors 
Art Steel Co 


Dating Stamps 
Amer. Number. Machine Co. 
Fulton Specialty Co 


Meyer & Wenthe 
Rivet-O-Mfg. Co 
Superior Type Co 


Desk Bumpers 
Polar Mfg. Co 


Desk Lamps 


Polaroid Lighting, Inc 


Desk Pads & Tops 
Polar Mfg. Co 
Wagemaker Co 

Desk Pending-Letters Holcers 

Acco Products, Inc 


Desk Pen & Ink Sets 
Gregory Ink Co 


The 


Sengbusch Self-Closing Inkstand 


Co. 

Sheaffer, W. A., Pen Co 

Desk Trays 
Art Metal Construction Co 
Art Steel Co., Inc 
Autmate. File & Index Co 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co. 
Globe-Wernicke Co. 
Imperial Methods Co 
Peerless Steel 
Shaw-Walker Co 
Weis Mfg. Co 
Yawman and Erbe Mfg. Co 


Desk Work Distributors 
Art Steel Co., Ine 
Bristow, Stanley R. 
Globe-Wernicke Co. 

Lyon Metal Products, Inc 
Polar Mfg. Co. 
Victor Safe & 
Weis Mfg. Co 


Equipt. Co 


Desks 
Alma Desk Co 
Art Metal Construction Co. 
Autmtc. File & Index Co. 
Bentson Mfg. Co sind 
Browne-Morse Co a 
Columbia Steel Equip. Co. 
Corry-Jamestown Mfg. Corp 
Evansville Desk Co. 
General Fireproofing Co. 
Globe-Wernicke Co 
Imperial Desk Co 
Indiana Desk Co 
Invincible Metal Furn. Co 
Jasper Desk Co 


Jasper Office Furn. Co 
Leopold Co., The 

Metal Office Furniture Co. 
Myrtle Desk Co dian 
North Star Furniture Corp...... 


Peerless Steel 
Royal Metal Mfg. Co 
Shaw-Walker Co. 

Tell City Desk Co 

Vietor Safe & Equipt. Co. 
Wagemaker Co 

Weis Mfg. Co 


Dictation Machines 
Dictaphone Sales Corp 

Duplicating ink Remover 
Kletam Mfg. Co. 


Duplicating Machines 
Dick, A. B Co 
Elliott Address. Machine Co 
Graphic Duplicator Co 
Harding, Milo, Co., Ltd. 
Heyer Corporation, The 
Keen Manufacturing Co 
Mimeograph, The 


Equipment Co 


Equipment Co. 
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145 
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Niagara Duplicator Co. 107 
Rivet-O-Mfg. Co 180 
Shipman-Ward Mfg. Co. Se 
Smith, L. C., & Corona Type 59 
Speed-O-Print Corp 147, 8 
United Business Machines, Ine. 116 
Wolber Mfg. Co. 123 


Duplicating Machines, Used 
Pruitt Co., The 160 


Duplicating Machine Supplies 


Columbia Rib. & Carb. Co 92 
Dick, A. B., & Co. . 57 
Graphic Duplicator Co. 152 
Harding, Milo, Co., Ltd 125 
Heyer Corp., The 165 
Ink Specialties Co. . npeecciotel 
Manifold Supplies Co. 63 
Mimeograph, The eapepiiind on 
Mittag & Volger, Inc. . 67 
Niagara Duplicator Co. 107 
Quinlan, Ine. 150 
Shipman-Ward Mfg. Co 126 
Smith, L. C., & Corona Type 59 
Speed-O-Print Corp. 147, 8 
Technygraph, The 159 
United Business Machines. Ine 116 
Victor Safe & Equipt. Co 163 
Envelope Openers 
Oakville Co. ... 159 


Envelope Sealers 


Elliott Addressing Machine Co 135 

Postage Meter Co., The 85 
Envelopes 

Bushnell, Alvah, Co. 163 
Globe-Wernicke (Co. 77, 81 

Quality Park Envelope Co 95 
Envelopes, Celluloid 

Markilo Co. ......... 160 
Eradicators, Ink 

Carter’s Ink Co., The 83 

H. A. Ink Eradicator Co. 160 

Heyer Corp., The 165 
Erasers, Rubber 

Faber, A. W., Ince. 139 

Koh-I-Noor Pencil Co., Ine. 9x 

Oakville Co. ........ i59 

Roberts, Weldon, Rubber Co. 118 
Exhibitions, Office 

National Business Show Co. 120 


Eyelets & Eyelet Fasteners 


Markwell Mfg. Co. Pt 122 
Rivet-O-Mfg. CO. ..............smsorse 160 
File Boxes, Collapsible Corrugated 
Bankers Box Co. Giendacsenadon ae 
Barkley, C. L., Co. oom = 125 
Globe-Wernicke Co. seenieubiienatter we 
Guide System & Supply Co....... 143 
Oxford Filing Supply Co.... 66 
Pronto File Corp. ue 94 
Weis Mfg. Co. 171, 2, 3, 4 
File Boxes, Metal 
Art Metal Construction Co... 91 
Art Steel Co. ace ....153 
Corry-Jamestown Mfg. Corp..... 127 
Peerless Steel Equipment Co.... 139 
Pronto File Corp. ......... sebiieaiicnaien, 
Rockwell-Barnes Co. ... citieieaeean ae 
Victor Safe & Equipt. Co....... 163 
Filing Cab. Ball & Roller Bearings 
Kilian Mfg. Corp. ....... PROT EAS . 


Filing Cabinets, Insulated 


Shaw-Walker Co. , 86 


Victor Safe & Equipt. Co. .163 
Filing Cabinets, Meta! 
All-Steel Equip Co. ...... " 96, 97 
Art Metal Construction Co. 91 
Art Steel Co. 153 
Autmte. File & Index Co..... 121 
Bentson Mfg. Co. .. wt 163 
Browne-Morse Co. F nepali 161 
Columbia Steel Equip. Co.... 89 
Corry-Jamestown Mfg. Corp. ..........127 
General Fireproofing Co. .. 62 
Globe-Wernicke Co. : 77, 81 
Invincible Metal Furn. Co... ...112 
Metal Office Furn. Co................. 103 
Peerless Steel Equip. Co..................139 
Pronto File Corp. . . eevee 94 
Shaw-Walker Co. ........ 86 
Victor Safe & Equipt. Co. 163 
Yawman and Erbe Mfg. Co............ 99 
Filing Cabinets, Wood 
Globe-Wernicke Co. ; 77, 81 
Imperial Methods Co. ......................106 
WOUND | GON. ecisivitnststetntalncinsininai 122 
Weis Mfg. Co. : , 2,3, 4 
Yawman and Erbe Mfg. Co. -- Of 


THE CLASSIFICATIONS 
(Continued on page 6) 





THE CLASSIFICATIONS 


Inkstand 


Continued from pa 
Filing Supplies 
Acco Products ne 
Art Metal Constru ( 
Barkley. ©. I & Co 
Browne - Morse Co 
Bushnell Alval (* 
Corry-Jamestown Mfg. Cory 
General Fireproofing Co 
Globe-Wernicke Co 
Guide System & Supp ( 
Imperial Methods Co 
Metal Office Furniture (< 
Oxford Filing Supply (C« 
Pronto File Corp 
Quality Park Envelope Co 
Rockwell-Barnes Co 
Shaw-Walker Co 
Victor Safe & Equipt. Ce 
Warshaw Mfg. Co 
Weis Mfg. Co 
Yawman and Erbe Mfg. ( 
Finger Pads 
Parrot Speed Fastener (¢ 
Folders (See Filing Sup 
Forms, Special Prtd 
Stationers Ifg. Co 
Fountain Pens 
Carter's Ink (< rhe 
Esterbrook Steel Pen Co 
Kahn, David, Ine 
Sheaffer, W. A Pen Co 
Spencerian Pen Co 
Gummed Cloth Rings 
Dennison Mfg. Ce 
Graft, Geo. B or 
Warshaw Mfg. ( 
Hand Cleanser 
Kletam Mfg. Co 
Index Card Signals 
Cook, H. ¢ Co., In 
Graff, Geo. B Co 
Victor Safe & Equipt. (¢ 
index Tabs 
Barkley, ¢ L., & Ca 
Cel-U-Dex Corp 
Globe-Wernicke Co 
Guide System & Supply C¢ 
Markilo Co 
Parrot Speed Fastener Corp 
Shaw-Walker Co 
Victor Safe & Equipt. 
Inks, Adhesives, Ete. 
Carter’s Ink Co The 
Dennison Mfg. Co 
Harriman-Welts Prod. Co 
Ink Specialties Co 
Rivet-O-Mfg. Co 
Superior Type. Co 
Sheaffer, W A Pen Co 
Inkstands 
Cushman & Denison Mfg. ¢ 
Sengbusch Self-Closing 
Co 
Labels, Gummed 
Dennison Mfg. Co 


Leads for Mechanical 
Faber, A. W Inc 
Kahn, David, Ine 
Sheaffer, W. A Per 

Leather Goods 
Doppeilt, Charles, & 
National Brief Case 





Pencils 


Mfg 
Leather Upholstered Furniture 


Corp 


Bright Chair Co 
Jasper Chair Co 

New Indiana Chair Co 
Leathers, Upholstering 
Kagle-Ottawa Leather 
Letter Trays (See Desk 
Letterheads 

Stationers Mfg. (¢ 
Library Equipment 
All-Steel Equip. (« 
Art Metal Constructior 
Art el Co 
Corry-Jamestown Mfg 
General Fireproofing ¢ 
Globe-Wernicke Co 
Peerless Steel Equipment 
Shaw-Walker Co 
Lighting 

Polareid Lighting, Inc 


Lockers and Storage Cabinets 


All-Steel Equip C« 
Art Metal Constructior 
Art Steel Co 


Morse Co 
Corry-Jamestown Mfg 
Fireproofing 


Browne 


General 








Globe-Wernicke ¢ 
Invincible urn 
Lyon Metal $ 
Metal Office niture 
Par-Brook Mfg. C¢ 
Shaw-Walker Co 
Yawman and Erbe Mf 


Corp 


Loose Leaf Books & Systems 


Adams, Henry 7 Mfg 
F. B. Mfg. (« 
National Blank Book ( 
Sheppard, The C. |} 
Stationers Loose Leaf 


rrussell ) 


Mfg ( 


or 
{ 


( 


( 


tt) 


lt 
1 











Loose Leaf Envelopes, Celluloid 


Markilo C« 
Loose Leaf Metals and Devices 
Adams, Henr T Mfy. ¢ 
Loose Leaf Meta ( 
Stationers Loose Le ‘ 
Mail Distributors 
Bristow Stanley Kh 
Globe-Wernicke Co x 
Victor Safe & Equip 
Map Tacks 
Graff, George B., ¢ 62 
Moore Push-Pin C«¢ 


Matched Office Suites 
Art Metal Construction ¢ 
General 


Globe-Wernicke Co 77. 81 
Leopold Co The 132 
Royal Metal Mfg. ¢ 119 
Memorandum Books 
National Blank Book ¢ 
Rockwell-Barnes Co 7 
Trussell Mfg. Co 
Memorandum Devices 
Bristow, Stanley R lf 
Mending Tape 
Dennison Mfg. Co 8 
Warshaw Mfg. Co 
Moisteners 
Better Packages, Inc 2 
Kellogg A.W Sales Ce 24 
Rivet-O-Mfg. Co 160 
Sengbusch Self-Closing Inkstar 
Co 10 


Numbering Machines 


Amer. Numbering Mach. Co 
Office Partitions and Railings 
Globe-Wernicke Co 77, 2 
Pads, Figuring 
National Blank Book C« 111 


Rockwell-Barnes Co 


Paper 


Rockwell-Barnes Cc 


Paper Clamps 











Acco Products, Inc 2 
Cushman & Denison Mfg. ¢ 60 
Ksterbrook Steel Pen Mfg. Co 2 
Paper Clips 
Acco Products, Inc 102 
Clip-On Corp LSS 
Cook, H. C., Co 157 
Cushman & Denison Mf ( 0 
Fulton Specialty ¢ (0 
Graff, George B., Co 
Oakville Co 
Vail Manufacturing (C« 10 
Paper Fastening Machines 
Ace Fastener Corp 7 
Acme Staple Co 162 
Fastener Corp ( 
Hotchkiss Sales Co 14 
Markwell Mfg. Co 122 
Neva-Clog Products, Ine XN 
Parrot Speed Fastener Cory & 
Victor Safe & Equipt. ¢ 
Paste (See Inks, Adhesives, Et 
Pen & Pencil Clips 
Oakville Co 15% 
Pencil Sharpeners 
Graff, George B Co 162 
Koh-l-Noor Pencil (< Ir yx 
Pencils, Wood Cased Lead 
Faber, W In 
Koh-Il-Noor Penc ( Ir 
Pencils, Mechanical 
Carter’s Ink Co The s 
Esterbrook Steel Pe ( 
Kahn, David, Inc 
Sheaffer, W \ Pen ( 
Pens 
Esterbrook Pen ( 
Sengbusch Closir Ink j 
Co 
Spencerian Pen (<¢ 
Picture Hooks 
Moore Push-Pin Co 
Pins and Pin Containers 
Oakville Co 
Vail Manufacturing Co ) 
Platens, Typewriter 
American Writing Mach. Ce 70 
Ames Supply Co 
Shipman-Ward Mf ( ? 
Postage Affixing & Metering Machines 
*ostage Meter ¢ I s 
Postal Scales 
Hanson Scale ¢ 
Marvel Seale ¢ 
Shipman-Ward Mf ( 
Triner Seale & Mf ( 
Price & Sign Markers 
Superior Type (« 
Publishers 
Britist st 
Punches 
Acco Products, I 
Globe-Wernicke ( Q 


Fireproofing Co H2 


Bo 


Push Pins 
Moore Pusl 

Ribbons and 
Allen & 
Ames Supply 

Ink 
Corp 


Pir ( 
Carbons 


(arter s 
Mfg 
Columbia R. & ¢ 
Ribbon & ¢ 
Imperial Mfg. Co 
Little 1. P Inc 
Manifold Supplies 
Mittag & Volger 
Old Town 
Pacific 
Phillips 
Royal Typewriter ¢ 
Shipman-Ward Mfg 
Smith, L. ¢ 
sSpencerian 
H 
Underwood 
to 


todo 


Crown 


Carbon & 


Process 


Pen Co 
M.,. Co 
Elliott 


Storms 


I S. Typewriter R 


Webster, I S., Co 


Rubber Bands 
Faber, A. W Ir 
Roberts 


Shipman-Ward Mfg 
Rubber Stamps 
tankers & Merchar 
Works 
Meyer & Wenthe 


Rubber Type Outfits 
Fulton Specialty 
Superior Type Co 


Safes 
Acme Safe 
Art Metal 
General Fireproofing 
Globe-Wernicke Co 
Meilink Steel Safe 
Shaw-Walker Co 
Victor Safe & Equir 
Yawman and Erbe 


Co 
Construct 


Salesbooks 


Stationers 


Mfg. Co 


Scrapbooks 
Globe-Wernicke Co 


Secretary Desks 


Art Metal Construct 
General Fireproofing 
Globe-Wernicke Co 
Peerless Steel Equi; 
Shelving 

All-Steel-Equip (« 
Art Metal Construct 
Art Steel Co 
Browne-Morse Co 
Corry-Jamestown Mf 


General Fireproofing 


Globe-Wernicke Co 


mk 


Ribbon & 


Weldon, Rt 


Co 


Co., The 


Mr 
arbor 


Co 
Ine 


( Inc 


(¢ 


Corona T 


Carb 
Ribbor 
Co 


il Mfg 


its S 


ion (¢ 


Co 


yt Co. 


Mfg 


lo { 
Cc 


yment 


ion 


Co 


Lyon Metal Products, I 
Smoking Stands, Office 

Royal Metal Mfg. 
Stamp Pads 

Carter’s Ink Co., The 

Fulton Specialty Co 

Meyer & Wenthe 

Rivet-O-Mfg. Co 

Rockwell-Barnes Co 

Superior Type Co 

Victor Safe & Equipt. Ce 
Stands for Office Machines 


All-Steel Equip Co 
Ames Supply Co 
Art Steel Co 
Corry-Jamestown Mfg 
General Fireproofing 
Globe-Wernicke Co 
Harter Corp 
Peerless Steel 
Pruitt Co The 
Sherman-Manson Mf 
Shipman-Ward Mfg 
Sturgis Posture Cha 
Toledo Metal 
Tubular Specialty M 
Staple Extractors 
Ace Fastener Corp 
Markwell Mfg. Co 


Staples and Stapling Machines 


Fastener Corp 
Staple Co 
Corp 
Sales Co 
Mfg. 
Products 
Co 


Ace 
Acme 
Fastener 
Hotchkiss 
Markwell 
Neva-Clog 
Oakville 
Parrot Fasten 
il Manufacturing 


Speed 


Engraved, 
Kn 


Stationery, 
National raving 
Stenographers’ 
National Blank 
Rockwell- Barnes 
Trussell Mfg. Ce 


tr 


Storage and Transfer 
All-Steel-Equip Co 
Art Metal 
Art Steel Cx 


Constructi 


Equipment 


Co 
a 4 


Furniture ¢ 


tf ( 


er Co 


Co 


Corp 


Lithogr 


Note Books 


ce 


Cases 

















OFFICE APPLIANCES 
Sankers Box Co 64 
Barkley, ¢ L., & CC 12 
Bentson Mfg. Co 16 
Browne-Morse Co 161 
Columbia Steel Equip. Co gu 
Corry-Jamestown Mfg. Corp 127 
General Fireproofing Co a2 
Globe-Wernicke Co 77. gl 
Guide System & Supply Co 14 
Imperial Methods Co 108 
Invineible Metal Furn. Co 112 
Metal Office Furniture Co 1: 
Oxford Filing Supply Co 66 
Peerless Steel Equip. Co 130 
Pronto File Corp 94 
Rockwell-Barnes Co ran 
Shaw-Walker Co gu 
Wagemaker Co 122 
Weis Mfg. Co. 71, 2, 3, 4 
Yawman and Erbe Mfg. Co oy 
Strong Boxes 
Meilink Steel Safe Co 109 
Swinging Typewriter Stands 
Globe-Wernicke Co 77, 81 
Weis Mfg. Co {oe i 
Tables 
Art Metal Construction Co 91 
Art Steel Co 153 
Browne-Morse Co 161 
Corry-Jamestown Mfg. Co 127 
General Fireproofing Co 62 
Globe-Wernicke Co 77, 81 
Lyon Metal Products, Inc 145 
Peerless Steel Equipment Co 139 
Shaw-Walker Co 86 
St. Johns Table Co 137 
Victor Safe & Equipt. Co 163 
Tags 
Dennison Mfg. Co 118 
Telephone Accessories 
Neverknot Co 158 
Victor Safe & Equipt. Co L163 
Telephone Stands 
Art Metal Construction Co 91 
Art Steel Co 53 
General Fireproofing Co 62 
Globe-Wernicke Co 77, 81 
Peerless Steel Equipment Co 139 
Shaw-Walker Co. 86 
Yawman and Erbe Mfg. Co 99 
Thumb Tacks . 
Graff, George B., Co 162 
Moore Push-Pin Co lf] 
Oakville Co 159 
Vail Manufacturing Co 105 
Type, Typewriter 
American Writing Mach. Co 70 
Ames Supply Co 135 
Shipman-Ward Mfg. Co 126 
Typewriter Cleaning Material 
American Writing Mach. Co 70 
Ames Supply Co 135 
Clarotype Co 155 
Mittag & Volger, Inc 67 
Rivet-O-Mfg. Co 160 
Dr. Seat Chemical Co 159 
Shipman-Ward Mfg. Co 126 
Webster, F. S., Co 2 
Typewriter Cushion Keys 
Ames Supply Co 135 
Munson Supply Co 152 
Peerless Key-Imperial Mfg. Co 101 
Shipman-Ward Mfg. Co 126 
Speed Key Mfg. Co 160 
Typewriter Cushion Knobs and Bases 
American Writing Mach. Co 70 
Ames Supply Co 135 
Bickett, L. M. Co 156 
Peerless Key-Imperial Mfg. Co. 101 
Shipman-Ward Mfg. Co 126 
Sponge Rubber Products Co., The. 90 
Typewriter Parts and Tools 
American Writing Mach. Co 70 
Ames Supply Co 135 
Shipman-Ward Mfg. Co 12 
Typewriters, Mfrs. of 
Corona Typewriter ” 
Royal Typewriter Co 164 
Smith, L. €., & Corona Tws oY 
Underwood Elliott Fisher 
Co Sack Cover 
Typewriters, Rebuilt and Used 
American Writing Mach. Co 70 
Morse, J. S., Typewriter Co 150 
Pruitt Co., The 160 
Reliable Tw. & A. M. Corp 1a 
Shipman-Ward Mfg. Co 121 
Visible Systems Equipment 
Art Metal Construction Co 91 
Automatic File & Index Co. 121 
Globe-Wernicke Co 77, 81 
National Blank Book Co 111 
Shaw-Walker Co xf 
Sheppard, C. E. Co 114 
Victor Safe & Equipt. Co 163 
Yawman and Erhe Mfg. Co ay 
Waste Baskets 
Art Steel Co 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co 
Globe-Wernicke Co 77 
Metal Office Furniture Co 103 
National Vulcanized Fibre Co 117 
Peerless Steel Equipment Co 134 
Shaw-Walker Co R65 





NJ 


WANTS AND LOR SALE 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


SITUATIONS WANTED 


fifteen years’ experience selling loose leaf equip- 
connection. Qualified to manage and supervise 
Will be glad to furnish references and 
Chicago. 


SALESMAN with 
ment is open for new 
sales of loose leaf department. 
full information. Address E-298, care Office Appliances, 


OFFICE FURNITURE SALESMAN who sold own business some years 
avo is available for connection as manager of office furniture depart- 
ment for retail! office equipment dealer. Has specialized on contract 
work in addition to regular stock lines. Qualified to design and follow 
through on any installations however large or small. A good sales 
producer and a good manager, Will locate in any section which offers 
suitable opportunity. Address E-303, care Office Appliances, Chicago. 

experience in sales and 
500,000 


TYPEWRITER MAN with eighteen years’ i 
service seeks connection in city with 100,000 to population. 
Now in charge of service department for an outstanding d valer in 
one of the largest cities. Also experienced on adding and calculating 
machines. Will consider any section of country. Address E-302, care 
Office Appliances, Chicago. 


producer desires 
salesmen and 


sales 
training 


equipment 
store, 


steel 
managing 


EXPERIENCED OFFICE and 


new connection. Capable of 


preducing sales. Services available May first. Address E-306, care 
Office Appliances, Chicago. 
FORMER STEEL FURNITURE MANUFACTURER with excellent 


record in special contract work desires to return to the industry after 
an absence of eight years in other fields. Has developed and executed 
large installations, Is open for connection on staff of manufacturer, 
preferably in special or contract sales department. Free to locate in 
any part cf the country. Wonderful record, excellent health and un- 
usual ability. Address E-299, care Office Appliances, Chicago. 


CAPABLE STATIONERY MAN with twenty years’ experience desires 
connection with retailer. Fully experienced in selling, buying and 
store management. Have handled contract business. Address E-300, 
care Office Appliances, Chicago. 


EXPERIENCED STEEL EQUIPMENT sales producer and agency con- 


tact man open for position. Splendid contact in New England and 
New York states territory. Address E-304, care Office Appliances, 
Chicago. 

MECHANIC--Sixteen years’ experience on all makes, buying, selling, 


servicing. An all around man capable of opening and managing 
Typewriter Department, willing to be located anywhere with a reliable 
firm. Address E-305, care Office Appliances, Chicago, 


SALESMEN WANTED 


IF YOU SELL DIRECT to offices, you can sell our high grade Type- 
writer Specialty profitably. Liberal profit on each sale. Protection 
given. Quickly becomes a major line. Write for details, giving terri- 
tory you cover. Address S-198, care Office Appliances, Chicago. 
SALESMAN WANTED--Splendid opportunity for salesman experienced 
in selling office equipment in Connecticut of nationally known lines. 
A worth while proposition to the right man. Send full particulars 
about yourself. All replies will be treated strictly confidentially. Ad- 
dress S-192, care Office Appliances, Chicago. 


REPUTABLE EASTERN CORPORATION specializing in Loose Leaf 
Equipment, including a full line cf Visible Record Books, has opening 
for experienced Office Appliance men, selling direct to the consumer. 


Either full or part time basis. Liberal commission. Address S-187, 
care Office Appliances, Chicago. 
SALESMAN WANTED: To sell most complete line filing supplies, 


equipment and loose leaf binders direct or to dealer. South and South- 
west. We offer a marvelous opportunity. Address S-195, care Office 
Appliances, Chicago. 


JOHN UNDERWOOD & 
and Ribbon Salesmen. 
ence, which will be held strictly confidential. 
New York City. 


COMPANY would like to engage Carbon 
Please apply by letter, giving complete experi- 
Sales Office, 30 Vesey St., 


SALESMEN covering central, western, northern and southern states 
to handle complete line of stencil duplicating supplies. Liberal financial 
arrangement to those who qualify. Address S-199, care Office Ap- 
pliances, Chicago. 


SALESMEN WANTED 
cator wants men who are now 
ment trade. Likeral commission. 
territory, references confidential 
pliances, Chicago. 


Manufacturer of new, low priced liquid dupli- 
contacting stationers and office equip- 
Write today, stating present lines, 

Address S-193, care Office Ap- 


SALESMEN WANTED, side line to sell 
direct to banks, lawyers, accountants, 
clusive territory arranyvement Liberal commission 
Send full particulars Ames 
Boston, Mass. 


filing and mailing supplies 
insurance companies, etc. Ex- 
paid. Write today. 
Safety Envelope Co., 


about yourself 


Sell only RUBBER COVERED device that 
and actually 
to dealers or users. 

Ave., Chicago. 


abolishes kinks and snarls 
coils telephone cord out of the way. Advise if you sell 
Large profit. Neverknot. Dept. KW-5, 4525 Ravens- 


wood 


WANTED: EXPERIENCED OFFICE APPLIANCE SALESMEN selling 


direct to consumer, either full or part time basis, to sell Exclusive, 
-atented Steel Calculating Machine Desks. Liberal Commissions. 
Comptodesk—-Tribune Tower—Chicago. 


DISTRIBUTORS: Amazing patented envelope sealer! Seals 3,000 


hourly. Retails $3. Defies competition! Big profits, exclusive terri- 
tory. Offices buy quantities. Red-E, 1027-A Journal Bldg., Boston, 
Mass. 


REPRESENTATIVES AVAILABLE 


SALESMAN now carrying outstanding line of filing supplies and steel 
safes and selling best trade in the New England territory is open for 
additional lines. Address E-301, care Office Appliances, Chicago. 


CENTRALLY LOCATED STATIONER, occupying a four-story building, 
six outside salesmen, looking for an agency or a New York City 
Representation. Replies to Box 80-21 East 33rd Street. 


REPRESENTATIVES WANTED 


NEW INVENTION for use on typewriters, adding machines, etc. 
Liberal profits to salesmen. Every office needs “‘Platen Pep.” Retails 
$1.00. No competition. Big repeater. Get details and sales plan at 
once. Economy Products Co., P. O. Box 381, Dept. A-6, Rochester, N. Y. 


SALESMEN who sell Hotels, Banks, Schools, Colleges, Publishers, etc., 


etc., to handle side line of inks, eradicators, and adhesives. Liberal 
commission. The Vacoo Company, Drop-N, Winston-Salem, North 


Carolina. 

AGENTS WANTED for fast selling line of steel storage cabinets. Give 
full information as to experiences and territory covered in first letter. 
Box S-191, care Office Appliances, Chicago. 





MANUFACTURER’S EXCLUSIVE REPRESENTATIVES—We desire 
contacts with sales people calling on Multigraph users. Give full de- 
tails. Our employees know of this advertisement. Address S-186, care 
Office Appliances, Chicago. 


WANTED DISTRIBUTORS for various sections of the United States 
to sell a new, proven stapling and tacking machine. Fine opportunity 
for hustling, aggressive salesmen. Protected territory. Men who can 
finance themselves are invited to write S-190, care Office Appliances, 
Chicago. 


BUSINESS OPPORTUNITIES 

PROFITABLE OFFICE SUPPLY & EQUIPMENT business located in 
the south’s fastest growing and most promising town of 25,000. About 
six thousand needed to handle. Good reason for selling. Address S-196, 
care Office Appliances, Chicago. 

STATIONERY STORE for sale, long established, excellent location _in 
Western New York. Moderate cash investment required. Address 
S-188, care Office Appliances, Chicago. 


WELL ESTABLISHED TYPEWRITER and Adding Machine agency 
with kindred lines in Southwest. Reason for selling owner has other 
interests. S-189, care Office Appliances, Chicago. 

town 18,000. Stock and 
Old established store. Ad- 


STATIONERY 
cther 
dress S-194, care 


STORE. 


$14.000,. 


Pacific Northwest, 
Steck all clean. 
Office Appliances, Chicago. 


resse’s tota’ 


SELL GEM Post Card Stencil Duplicators, every store and office a 
vrospect. Retails &7.50. big discount, write for trial offer. Bond 
Equipment Co., St. Louis. 


BUSINESS OPPORTUNITIES WANTED 


Wanted: Small stationery or book store in midwest city of fifteen to 
thirty thousand. Give details. Box S-197, care Office Appliances, Ch’‘- 
cago. 


RUBBER STAMPS 
DEALERS desiring a fast and reliable source of supply for made-to- 
order cushion mounted rubber stamps write for catalogue. Liberal dis- 
count. Hastings Rubber Stamp Works, Hastings, Nebr. : 


MECHANICS WANTED 
MECHANICS WANTED—typewriter mechanic, also adding machine 
mechanic. Pruitt Corporation, 172 North LaSalle Street, Chicago. 


ADDING MACHINE PARTS, TYPE, ETC. 
NEW PRICE LIST of adding machine parts, ribbons and type now 
ready. Send for yours. The Pioneer Adding Machine Parts Man—TI. A. 
Dehn, Jr.—1450 102d Avenue, Oakland, Calif. 


SALES LETTERS 


LETTERS WILL BUILD SALES: For years I have built letters that 
pull sales You need them more than ever now. Send me your data 
for new letters, or unsuccessful letters for reshaping. Particulars on 
request. Address H. M. Goldthwait, 123 Washington Ave., Santa Fe, 
N. Mex 


WANTS AND FOR SALE—Continued on page 8. 





WANTS AND FOR SALE—Continued from page 7. 


FOUNTAIN PEN REPAIRING 


WELTY’S REPAIR ALL MAKES Fountain Pens, Desk Pens, ““Vakuum” 
Pens, Pencils, ete. Repaired at standard prices. Mail all makes to ONE 
place for better service. (Established 1904.) We feature Gold Pen 
Points and Repairing. Welty Pen and Repair Co., 38 S. State St., 
Chicago. 


FOR SALE AND WANTED TO BUY 


ELLIOTT-FISHER MACHINES—Burroughs—Moon Hopkins—Adding 
Machines—Calculating Machines—bought and sold. Chicago Office Ap- 
pliance Co., 533 S. Dearborn, Chicago. 


ELLIOTT-FISHER Machines, 
roughs and Monroe Calculators, 
bought and sold. Teeter-Warsh Co., 


Adding Machines, Comptometers, Bur- 
Typewriters and all office machines 
849 N. 3rd St., Milwaukee, Wis. 


BURROUGHS—Duplexes, Moon Hopkins, Bookkeeping Machines, Kar- 
dex. All types office machines bought and sold. Fort Pitt Typewriter 
Co., 644 Liberty Avenue, Pittsburgh, Pa. 


ELLIOTT-FISHER MACHINES. Remington, Moon Hopkins and other 
bookkeeping machines and adding machines bought and sold. The Acm« 
Office Appliance Company, 705 Main Street, Houston, Texas. 


BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Account- 
ing Machines, and everything in the office machinery line. State model, 
serial number and we will quote highest cash prices International 
Office Appliances, Inc., 326 Broadway, New York City 





OFFICE 


APPLIANCES 


ELLIOTT-FISHER machines, typewriters, adding machines—all office 
equipment, bought and sold. W. J. Crowley Company, 434 Caswell 
Bldg., Milwaukee, Wisconsin. 

DICTAPHONES, EDIPHONES—all models, select machines, prompt 
deliveries, profit-making prices. Sole distributor rights to our Cleartone 
cylinders being granted to dealers. American D.ctating Machine Co., 
1141 Broadway, New York City. 

DICTAPHONES, EDIPHONES, SUPPLIES—headquarters—machines 
bought, sold—Wholesale, Retail—Write us. Chicago Dictating Machine 
Co., 19 S. Wells St., Chicago. 


DICTATING MACHINE RECORDS and parts. Write for list. Dictat- 
ing Machine & Record Company, 527 S. Seventh St., Minneapolis, Minn. 


ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, Sealers, 
Folders, Typewriters, Adding Machines. Write for FREE Money Mak- 
ing Cireular. Pruitt, 527 Pruitt Bldg., Chicago. 


KARDEX, ACME, POSTINDEX, etc., visible filing equipment of all 
types bought and sold. We specialize in this field and offer full co- 
operation to dealers. Commercial Card System, 401 Broadway, New 
York City. 


FOR SALE—Red Neon Window Sign, complete with transformer— 
5-inch letters, reading “THE TYPEWRITER SHOP.” Like New. 
Underwood-Sundstrand Agency, 104 Madison Street, Ottawa, Illinois. 
MULTIGRAPH RIBBONS remanufactured. Duplicator inks and type- 
writer ribbons. Established over ten years. Write us, save money. 
Lewis Co., 953 N. 4th St., Milwaukee, Wis. 


Export Statistics by United States Department of Commerce 


The statistics here presented are preliminary and subject to revision in the annual published reports. 


Advance official data for Marth 1938. 
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British Malaya 2 380 -— aoe aes soak 
Ceylon 8 1,132 -— _—s ae sp 
Netherlands 
Indies --- — a 3 25 
Japan -<-- — ] »7el Ss a 
Philippi w Islands 21 4,052 — 5 255 
Australia 43 13,172 --- 524 
New Zealand 4 428 - ~ — onset 
Union of South 
Africa 23 3,395 6 8 
Egypt 1 225 - - 
Algeria —_ sae ee 2 ats 
Morocco 1 129 - — 1 4 
Total 956 164,182 13. 158,077 427. 34,083 
7761 
Parts for 709. 23 780,86 
account- Calculating alculating Machines 
ing & cal- achines having ot having an electric 
culoting an electric tor as motor as an essential 
machines an_ essential fe-ture_ feature 
Countries $ Xo. a 10. : 
Austria 139 --- ~ ne oan 
Belgium 1,903 --- - ene = 
Bulgaria 39 --- - a oie 
Czechoslovakia 1,897 — ne aa 
Tennark 109 --- --- - 
Fonland 25 --- -- ewes — 
France 43,507 --- - mae = 
Germany 844 2 07 ds cade 
Greece 50 —- - welp aS 
Hungary 57 --- - — 
Italy 2, 659 --~ nes owin 
Latvia 35 --- - - on 
Netherlands 2,228 — . nave ibe 
Norway 464 --- - — m 
Poland and Danzig 53 --- _ --= 
Sweden 964 35 , 773 -- 
Switzerland 2,965 --- --- — -- 
United Kingdom 36,635 --- - — foi 
Yugoslavia 58 a ~~ abd saci 
Canada 67,638 -—— . a 
Guatemala 73 -—— oun — saneting 
Panama € --= - ae tii 
Panama Canal Zone 305 --- --- -- --- 
Salvador 119 - _ — = 
Mexico 1,711 — os ie bocce 
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Cuba 357 i ab om 
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Rritish Iadia 1,123 we - --- - 
Netherlands 
Indies 228 atin = _ ce 
Japan 176 . ee 
Philippine 
Islands 3a¢ wile mat an 
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New Zealand 709 * - =, 
Union of South 
Africa 1,905 ean a ets 
Egyot 124 - - -—— 
Mozambique 22 sist ‘i ‘i 
Total 181,494 ? 4, 680 aan sale 
7763 
Duplicating 7770 7772 
Machines, Standard Portable 
Parts, 'ypewriters, Typewriters. 
ate New New 
Countries Value No No Value 
Austria ‘ 149 $ 45 $ 1,195 
Azores & Madeira Is 2 7 211 
Belgium ; 2,525 294 90 2,788 
Czechoslovakia. . 113 514 207 5,594 
Denmark... . 126 15 2 60 
Estonia... S 2 60 
Finland... 125 68 116 3,231 
France. . “ae 9,046 596 498 11,640 
Germany.. ; 81 21 1 41 
Gibraltar... . 3 141 
Greece..... 7 3 128 
Hungary. . 12 ae 
Ireland... 140 
CO ee 112 1 
Lithuania. . . 20 14 
Malta, Gozo, & Cyprus l 26 
Netherlands 2,267 134 58 
Norway 1,973 183 141 
Poland & Danzig 115 302 
Portugal. . . 120 $2 39 
Rumania. 12 1 
J. 8. 8. R. (Russia 10 6 
Sweden. $88 295 156 
Switzerland 502 262 115 
Albania I : 
United Kingdom 14,568 1,025 1.458 30,816 
Yugoslavia 19 50 1,405 
Canada. 11,391 >t 7 262 
British Honduras I 
Costa Rica 107 I 2 81 
Guatemala 108 18 20 669 
Honduras. . 11 
Nicaragua ; 1 oe 
Panama . 99 28 7 176 
Panama Canal Zone 771 25 2 66 
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7774 
Used and Rebuilt 
Typewri.ers 


Countries 

Austria 

Belgium 
Czechoslovakia 
Denmark 

Estonia 

Finland 

France 

Greece 

Italy 

Malta, Gozo & Cyprus 
Netherlands 
Norway... 

Poland & Danzig 
Portugal 

Rumania 

Sweden 

Switzerland 

United Kingdom 
Yugoslavia 

Canada 

Costa Rica 
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Honduras 

Nicaragua 
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Panama Canal Zone 
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27 942 
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10 213 
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i2 367 
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Ss 223 
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Countries 


Austria 
Belgium 


Czechoslovakia 
Denmark 


Finland 
France 
Germany 
Greece 
Hungary 
Iceland 
Ireland 
Italy 


Netherlands 


Norway 


Poland and Danzig 


Portugal 


U.8.8.R 


Sweden 


Switzerland 
United Kingdom 
Yugoslavia 


Canada 


Costa Rica 
Guatemala 
Honduras 


Panama 


Panama Canal Zon 


Mexico 


Newfoundland and I 
Bermuda 


Jamaica 


Trinidad and Tobago 


Cuba 


Dominican Republic 
Netherland West Indies 


Haiti 


Argentina 


Bolivia 
Brazil 
Chile 


Colombia 


Ecuador 


French Gulana 


Paraguay 
Peru 
Uruguay 


Venezuela 
British Indla 


Burma 


British Malaya 


China 


Netherlands Indies 
Hong Kong 


Japan 
Palestine 


Philippine Islands 


Turkey 
Australia 


New Zealand 
British East Africa 
Union of South 


Egypt 
Algeria 


Mozambique 
Total 
Shipments to 


awali 
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COMING INDUSTRY ACTIVITIES 





Chronological Arrangement of Major Activities 
For Easy Reference 


May 10 to 12. 
The Homestead, 


Madison 


May 20 and 21. 
ernor) K, 


May 23 to 26. 
Hotel Jeffers 
place, N. Y. 


May 26 and 27. 
(Governors eastern 
West Palm Beach, Fla., 


N. ( 


June 24 and 25. 
Governor) 


July 25 to 27. 
convention, 
MeWilliams 


September 
Palmer House, 


building 


October 3 to 8 
York City 


Hot Springs, Va 


Boyer, Newell B. Newton Company, Toledo, O 


Griffith, Halsey & Griffith 


and western divisions) . 


National Typewriter & Office 


(Secretary) Charte 
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BUSINESS OPPORTUNITIES 





Important to Manufacturers 


The following detailed inquiries, received direct from readers of OFVICE 
APPLIANCES, are tangible business opportunities. 
Where inquirers submit references mention is made in the item. 


Wants Abroad—New Zealand Stationer Broadening Field 


W. G. Allen & Company, Ltd., 30, Shortland street, Auckland, C. I., 
New Zealand, is planning to expand its commercial stationery business 
to include office devices and machines. The organization was founded 
thirty-eight vears ago, and in that period has built up an_ extensive 
direct-to-consumer connectio1 The company wishes to secure, on an 
igency basis, the best offerings in the way of office appliances and 
machines 

In the development of its new department the company has secured 
the services of Mr. Bryan W Allen (son of the founder), who has 
completed eight years on the sales staff of the Burroughs Adding 
Machine Company in New Zealand. His experience in the office machine 
ind systems field and the company’s wide and long established con 
nection with its clientele should place W. G. Allen & Company, Ltd., 
in a very favorable ] tion to develop the possibilities of the New 
Zealand market 


Wants Abroad 


Argentine House Seeks Office Equipment—Edualvar, Rioja 1476, Rosario, 
Argentina, South America, wishes to receive from American manufac- 
turers catalogues, prices and discounts on independent suppliers of office 
machines and supplies —-principally cash registers, typewriters, adding, 
calculating and addressing machines, time recorders and office systems. 
The company is in a position to handle any new machine proposition 
for office or retail stores 


= ——~<———— — 


Corporation Financial Statements 


Reporting record earnings for 1937, the Addressograph Corporation. 
Euclid, Ohio, shows net of $1,950,802, equal to $2.85 a common share. 
which compares with $1,319,885, or $1.75 in 1936. Current assets of 
$8,356,129 and current liabilities of $1,513,995 indicated an increase in net 
current assets of $765,161 over the year before. Of this amount $628.295 
was cash. This was after retirement of $150,000 of debentures April 1, 
1937, and total dividends paid of 979,742. Current liabilities include 
$150,000 due on debentures April 1, this year. Debentures outstanding 
at the year-end totaled $1,550,000.—AK 
a + * 


Art Metal Construction Company.--For the first quarter net income 
equal to $0.61 a share; for the same period last year, net income equal 
to $1.65 a share (New York Herald Tribune, May 3, 1938.) 


Horder’s, Incorporated.._The report of this company submitted here- 
with covers its thirty-seventh year of operation, ended January 31, 1938. 
rhe financial statements which are made a part of this report include in 
consolidated form the balance sheet, earned surplus and income account, 
is prepared and certified by Messrs. Lybrand, Ross Bros. and Mont- 
gomery. Net income for the year, after all charges including Federal 
income and undistributed profit taxes, amounted to $225,812, or $1.81 
per share, as compared to $201,705, or $1.61 per share, for the previous 
vear Thus, the net income inereased $11.950; net sales increased 
LSSO for the same period 

After the payment of dividends of $181,250, or $1.45 per share, during 
the year, $47,633 was added to earned surplus. Net working capital was 
increased by $64,399 during the year. 

December sales, which were about 2% below those of the preceding 
vear, marked the first time in fifty-six consecutive months that sales did 
not exceed those of the same month of the previous year. Since then 
there has been a moderate decline in sales each month as compared with 
the preceding year, but insofar as feasible, compensating adjustments 


in operating expenses are made from time to time to meet changing 
conditions. The company is favored to some extent by the fact that it 
has a broad market and deals largely in consumable necessities. 
* * * 
International Business Machines Corporation for the quarter ended 


March 31, 1938, reported net profit of $2,080,170, equal after all charges 
including deduction for blocked foreign profits, to $2.55 a share of common 
stock outstanding. This compared with $1,958,467, or $2.40 a share, in the 
1937 quarter. (Chicago Daily News, April 29, 1938.) 


* K * 

National Cash Register Company March gross domestic orders totaled 
$1,909,025, as compared with $2,657,500 in March, 1937, and $1,737,850 in 
March, 1936. March total this year increased 9.8 per cent over March 
1986, but was off 28.2 per cent from the corresponding month of last year 
when, the statement said. an exceptional volume of business was secured 
following announcement of price increases effective April 1, 1937.—AK 





* * * 


Parker Pen.—Dividend of 37% cents, payable June 1 to stock of record 
May 14, against 50 cents paid previously (New York Herald Tribune, 
April 28, 1938.) 

Net profits of the W \ Sheaffer Pen Company, Fort Madison, Towa, 
fter providing for taxes and other reserves amounted to $678,106.27, 
weording to the annual statement mailed to stockholders today. The 
tatement cover the fiscal vear ending February 28, 1938. 


This shows gain over the net profit of $651,048.58 for the previous 
ear. Earnings were 34.19 per share against $3.97 per share the previous 
year 

Dividend payment t common stockholders during the fiscal year 
mounted to $2.00 per share The $1.00 dividend normally payable on 


April 15 was paid on February 26 for the purpose of avoiding a portion 
f the indistributed earning tax 

Asset increased $169,180.00 to 83,644,524.39 Current assets, after all 
reserves and charge ire given at S82,686.263.01. Cash is shown at 


S705.982. 65 
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PATERTS 





Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checka not accepted. 


2,112,907. Desk Set. Carey G. Gregory, Los 
Angeles, Calif. Application December 6, 1935, Serial 
No. 53,240. Granted April 5, 1938. 

2,112,926. Anvil for Stapling Devices. William G. 


Original application June 21, 


Pankonin, Chicago, III. 
Divided and this applica- 


1934, Serial No. 731,609. 


tion October 5, 1936, Serial No. 103,981. Granted 
April 5, 1938. 

2,112,941. Stapling Machine. William F. Weber, 
George C. Boa, and William G. Pankonin, Chicago, 
ill., assignors to Ace Fastener Corporation, Chicago, 
lil., a corporation of Illinois. Application October 20, 
1930, Serial No. 489,832. Granted April 5, 1938. 


2,113,006. Typewriting Machine. Jesse A. B. Smith, 
Stanford, Conn., assignor to Underwood Elliott Fisher 


Company, New York, N. Y., a corporation of Dela- 
ware. Application October 8, 1936, Serial No. 104,566. 
Granted April 5, 1938. 

2,113,095. Holder for Drawing Ink Bottles. Carlos 


Rene Cruz Pomar, Habana, Cuba. Application May 3, 
1937, Serial No. 140,514. Granted April 5, (938. 

2,113,320. Selective Multiple Lead Pencil. Kurt 
Fend, Pforzheim, Germany. Application February 24, 
1937, Serial No. 127,514. In Germany February 28, 
1936. Granted April 5, 1938. 

2,113,352. Sterling Calculating Machine. Ernest 
Charles McClure, Wahroonga, New South Wales, Aus- 
tralia, assignor to Powers Accounting Machines 
Limited. Application January 31, 1934, Serial No. 
709,219. In Australia December 15, 1933. Granted 
April 5, 1938. 

2,113,437. Erasing 
Louis Wilner, New York, 
25, 1936, Serial No. 70,735. 


Attachment for Typewriters. 
N. Y. Application March 
Granted April 5, 1938. 


2,113,455. Pin Type Feeding Means for Manitold- 
ing Material. John Q@. Sherman, Dayton, Ohio. Ap- 
plication May 28, 1936, Serial No. 82,288. Granted 
April 5, 1938. 

2,113,633. Fountain Pen Desk Stand. Herman K. 
Stempel and Samuel L. Daugherty, Fort Madison, 
lowa, assignors to W. A. Sheaffer Pen Company, Fort 
Madison, lowa, a corporation of Delaware. Applica- 
tion May 24, 1937, Serial No. 144,394. Granted April 
12, 1938. 

2,113,634. Tabulating Machine. Gustav Tauschek, 
New York, N. Y., assignor to International Business 


Machines Corporation, New York, N. Y., a corporation 
of New York. Application April 30, 1935, Serial No. 
19,032. Granted April 12, 1938. 

2,113,738. Envelope Sealing Machine. Fitzalen How- 
ard Morrison, Berryville, Va. Application June 20, 
1935, Serial No. 27,549. Granted April 12, 1938. 

2,113,840. Binder for Loose Leaf Books. Thomas E. 
Heeter, St. Louis, Mo. Application February 12, 1936, 
Serial No. 63,485. Granted April 12, 1938. 


2,113,921. Leather Carrying Case. Frank Mashek, 
Chicago, Ill. Application Ausust 12, 1937, Serial No. 
158,631. Granted April 12, 1938. 


2,114,203. Pencil Protector and Penholder. Donato 
F. Agbayani, Lingayen, P. |. Application March 14, 
1936, Serial No. 68,942. Granted April 12, 1938. 

2,114,270. Typewriter. David Y. Read, New York, 
N. Y., assianor of one-fourth to Jessie P. Grandy and 
one-fourth to Henry H. Snelling, both of Washing- 
ton, D. C. Original application April 27, 1996, Serial 
No. 104,968. Divided and this application November 
7, 1932, Serial No. 641,630. Granted April 12, 1938. 

2,114,296. Typewriter. Buford L. Green, Charlotte, 
N. C. Application July 20, 1935, Serial No. 32,421 
Granted April 19, 1938. 

2,114,372. Penholder. Pearson Chapman, Washire- 
ton, D. ; American Security and Trust Company, 
executor of said Pearson Chapman, deceased. Anplica- 
tion Februarv 25, 1937, Serial No. 127,785. Granted 
April 19, 1938. 

2,114.380. Dry-Sealing Envelope. Vincent F. Hev- 
wood. Worcester, Mass., assigrer to United States 
Frvelope Company, Sprinafield, Mass., a corporation of 
Maine. Apoplication October 2, 1936, Serial No. 103,- 
737. Granted April 19, (938. 

2,114,604. Computing and Listing Machine. Thomas 
0. Mehan, Norwood, Ohio. assignor to Remington 
Rand Inc., New York, N. Y.. 4 corroration of Petr. 
ware. Aoplication May 15, 1935, Serlal No. 21,609. 
Grarted April 19, 1938. 

2,114,815. Notebook. Thomas J. Salsman, 
Nll., assignor to Rockwell-Barnes Company, 
Wl. a cornoration of Illinois. Anolication 
1935. Serial No. 29,189. Granted April 19, 

2,114,816. Fountain Pen. Ignatz Salz, 
N. Y. Anplication January 27, 1937, 
122,545. Granted April 19, 1938 

2,114,850. Duplicating Machine. 
Cleveland, Ohio. Application Auqust 8, 
No. 35,336. Granted April 19, 1938. 


Chicaoe, 
Chicago, 
July ft, 
1938. 

New York, 
Serial No. 


Manz 
Serial 


Otto H. 
1935, 


2,114,874. Envelope Sealing Device. Robert G. Dut- 
field, Jr., Boston, Mass. Application July 9, 1937, 
Serial No. (52,776. Granted April 19, 1938. 

2,114,944. Loose Leaf Binder. Robert W. Thomas 
Meadville, Pa. Application March 15, 1937, Serial 
No. 131,055. Granted April 19, 1938. 

2,115,331. Typist’s Copying Gauge. Samuel Ford, 
Denver, Colo. Application May 25, 1936, Serial No 
81,626. Granted April 26, 1938. 


2,115,386. Web Feed Control for Autographic Reg- 
isters. Victor William Garwood, London, England. 
assignor, by mesne assignments, to American Sales 
Book Company, Inc., a corporation of Deiaware. Appli- 
cation February 6, 1935. Serial No. 5,173. In Great 
Britain February 20, 1934. Granted April 26, 1938. 

2,115,389. Filing Device. James R. Jones and Vic- 
tor A. Gronberg, Jamestown, N. Y., assignors to Art 
Metal Construction Company, Jamestown, N. Y. Appli- 
cation May 19, 1936, Serial No. 80,542. Granted April 
26, 1938. 

2,115,467. Record Sheet Holder. John H. Noyes, 
Chicago, I1l., and Charles B. Moore, Cincinnati, Ohio, 
assignors to Felt and Tarrant Mfg. Co., Chicago, IHll., 
a corporation of Illinois. Application July 22, 1930, 
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109,238 
DESIGN PATENTS Brooklyn, N. Y., assignor to Eberhard Faber Pencil 
> ; . Co., Brooklyn, N. Y., a corporation of New York. 
Serial No. 91,857. Granted April 26, 1938. : 
109,140. Design for a Combined Eraser and Pencil a Ba OY 1937, Serial No. 72,039. 
Tip. David Juelss, Brooklyn, N. Y., assignor to Amer- arante pri ’ 
ican Lead Pencil Company, Hoboken, N. J., a corpora- 109,238. Design for a Combined Watch and Pencil, 
tion of New York. Application February 3, 1938, or the Like. William M. Welling, New York, N. Y. 
Serial No. 74,816. Granted April 5, (938. Application January 17, 1938, Serial No. 74,346. 
109,231. Design for a _ Pencil Henry J Roth, Granted April 12, 1938. 











NEW YORK—HOST CITY TO TYPEWRITER DEALERS 


Views of New York City, the host city to the National Typewriter & Office 
Machine Dealers Association thirteenth annual convention to be held 
there on July 25, 26, and 27. Officers of the association and members 
of the convention committee anticipate an attendance surpassing the 
fine convention held in Cincinnati last year. The top picture shows the 
fascinating view to the north from the matchless Empire State Tower, 
which has two levels of observatories—on the 86th and 102nd floors, the 
latter being 1250 feet above the city streets. The photo below draws 
the eye to the south, looking over lower Manhattan and New York Harbor 
from the Empire State Building. (See page 25) 
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Zones in a Sales Territory Facilitate 
Reasonable Quota Setting 


| = RECORD system we now 
have in force proves conclusively 
the inadequacy of the information 
available for territory and quota 
assignment of past years. I have 
always believed that there was 
something wrong with the quota 
setting business, but I had no facts 
to support my contention. Of 
course, records were used by sales 
managers and branch managers, 
but none actually knew if the 
salesman was more sinned against 
by the quota setter than sinning 
when he failed to reach the figure 
assigned to him. 

In my search for a method of 
record break-down that would 
provide information of a character 
that would permit intelligent as- 
signment of sales territories and 
quotas, a number of systems were 
tried. Finally, the method of di- 
viding each territory into smaller 
units called zones, the sizes of 
which are determined primarily on 
the basis of machine population, 
was chosen. The ideal zone is one 
in which no more than fifty of 
our machines are in use. However, 
many individual accounts, because 
of their size or importance, are 
separate zones. Our records indi- 
cate thac such an area has suffi- 
cient sales potential to warrant 
comprehensive sales records. 

The zoning system, which inci- 
dentally was recently nationalized 
and put into operation throughout 
the entire Monroe organization, 
accomplishes a number of things. 
Primarily, it gives the sales man- 





Comprehensive in Its Cov- 
erage Yet Simple in Its 
Functioning, the System is 
Approved by Both Sales- 


men and Managers. 


By R. F. WHITE 


Chicago District Manager Monroe 
Calculating Machine Company, Inc. 


ager a much more exact picture of 
what his men are doing. He can 
tell just what parts of a territory 
are producing and what parts are 
being neglected. He can estimate 
with fair accuracy what the sales 
potential of each territory is and 
establish quotas that can be made. 
He can prove to the salesman’s 
satisfaction that it can be done. 
He assigns a quota to each zone, 
giving the salesman an oppor- 
tunity to organize his efforts to 
achieve a greater result. He can 
keep sales volume and territory 
potential in balance. 

It has been a distinct help in 
making up sales territories because 
so many units of sales potential 
are assigned, not just so much 
geographical area. It eliminates 
the discussion with salesmen that 


usually arises when all accounts in 
a certain area are not included in 
his territory. For instance, the 
stock yards section in Chicago is 
divided into five zones, yet three 
different salesmen work there. 

Assignment of a quota is only a 
start. It is based primarily on 
sales possibilities as revealed by 
the record. Secondarily it is de- 
termined by the personality of the 
salesman. Some salesmen do far 
better work when they are making 
more than their quota, than when 
they are short. One hundred and 
fifty per cent of quota is better 
than a thousand dollar check to 
them. Others, as soon as they have 
made their quota, stop. They fig- 
ure, “well that’s done. That’s all 
the sales manager expects because 
that’s all he asked for.” With 
other men, a high quota is a defi- 
nite help because they need the 
incentive of striving for a distant 
goal. 

It becomes obvious that quota 
assigning is largely a selling job 
for the manager. Not only must 
he convince the salesman that the 
quota is fair and reasonable, but 
he must show him how it can be 
made. The biggest problem is to 
give the salesman a valid reason 
for the size of a quota. In the con- 
versation it is wiser to talk in 
terms of commissions rather than 
business volume. The salesman’s 
interest naturally centers in his 
commission check. 

To translate sales possibilities 
into actualities, the manager must 
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conduct a continuous campaign of — 
selling his salesmen, or leading 
them to sell themselves, on the tebe 
idea that the quotas set can be Mch. Pop. 
reached. With the zoning system Mch.Tr. Net Mch Tr. Net Mch Tr. Net 
in force the informal conference Sold Ins. Pts. Sold Ins. Pts. Sold Ins. Pts. 
with a salesman can be conducted No. z= 1935 
on a basis of thorough under- I 1924 oes 1-6 
standing because this territory 1935 
1925 1931 
break-down prevents the salesman eee apes) Ret SEES Sees 
from a conscious or unconscious 1926 1932 1936 , 
attempt to hide behind excuses. : ‘aris. 1936 + ne gee 
A sales manager will have a com- ae ee 





paratively simple job showing a 
salesman where he can get his 
business by taking individual parts 
of the territory and working them 
up to a whole than by talking CALC LIST CALC LIST 
about the entire territory. 
Consider, for example, the sales- Mech. Tr. Net Mch Tr. Not Mch Tr. Net Mch Tr. Net 
man whose territory has become No pat ins Pts.Sold Ins Pts. Sold Ins Pts, Sold Ins Pts. 
too large for him to handle, and Il r 
consequently, should be reduced. 
This will almost always cause Feb 
trouble unless the salesman can be nse 3 
shown that he is not going to lose Mar 
by the reduction in his territory. a 
In almost every instance if the 
salesman is a good one, the rec- 
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ords will show that he gets his MONROE CALCULATING MACHINE COMPANY, INc. 20 N. WACKER DRIVE 
business from the accounts or area _— BUSINESS 
in which he is working. Frequent ADDRESS : : 
checking of the prospect file, ac- a 
companied by periodic questioning aEIIROAL lSNTN “GG Tee 
of the salesman as to what he is 
doing with certain accounts that N = ae} 
are not producing, builds up in the ~ Be: Pea 
salesman’s mind the belief that his Il mee 
territory is too large. While in EE See ee ec oe on 
that mental state, the following 
little drama is likely to occur. Let er ——. 
us say that Sales Manager Brown ae soe vane hares 
calls Salesman Bill Smith into his 7 ae ics SALESMAN 
office and says: 
“Bill, you’re doing a swell job. MODEL SERIAL NO. | DATE aa RENTAL ‘catia | TRIAL 
Your volume is increasing right we 
along. But one thing has me wor- 
ried. In looking over the zone chine population in the zone. Most listed is a prospect or an owner, 
cards, I find that you haven’t done of the card space is open for en- or both. On the back of the slip 
much in No. 65. How come?” tries of numbers of machines sold, is space for recording the sales- 
“Mr. Brown, I just can’t find number of machines installed on man’s calls and the kind of com- 
time to get into that zone. The trial and numbers of net points puting work the prospect does that 
rest of my territory just about earned. Points are calculated on could be profitably mechanized. 
takes all that I’ve got.” the basis of one for each $10.00 By constant consultation of the 
“T suspected something like that. worth of business. From 1924 records, when the zone system is 
As long as you can’t give it atten- through 1933, the record is avail- used, the manager of salesmen can 
tion, it remains on your list as a able by years only. Subsequently, tell readily, before a condition be- 
drag and a worry. You’re not mak- it is broken down into semi-annual comes really bad, just where a 
ing any money out of No. 65, so figures. territory needs cutting, dividing or 
if I assign it to some one else Supplementing the basic zone expanding; where a_ salesman 
you'll be relieved of an unproduc- card is a monthly record (Illustra- needs a little diplomatic jogging; 
tive responsibility and can concen- tion No. 2) which permits separate where the weak spots are; what 
trate on the zones you’ve made listing of calculating machines the potential is, and what the 
profitable and build your commis- and listing machines. From this facts are that will help the sales- 
sions to a higher figure.” record exact information as to man to a better understanding 
Getting down to details, for each current activity in the zone can and to better work. Of the several 
zone within a territory, we have a be obtained at a glance. systems I have tried or observed 
three by five card carrying the Behind each basic zone card in in operation, the zoning method 
form shown in Illustration No. 1. the file are individual amount as outlined is the only one, in my 
It will be observed that space is Slips (Illustration No. 3) on which opinion, that has functioned with 


allowed for zone number and ma- is indicated whether the firm any real degree of efficiency. 
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Aids Typewriter and Adding Machine 
Sales With Blotters and a Census 


T ACKED on the walls of the 
mayor’s office in a small Canadian 
city is a large assortment of blot- 
ters, varying in colors, size and 
messages —an interesting array 
that for some time has been grow- 
ing at the rate of one or two 
a month. It’s the mayor’s private 
collection, which he prizes for the 
words of wisdom, philosophy and 
humor printed on these blotters. 

They came from D. W. McDerby, 
“The Typewriter Man,’ who for 
the past twenty-seven years has 
covered a wide range of territory 
in working out of Calgary, Alberta. 
Mr. McDerby uses blotters instead 
of business cards when contacting 
customers and prospects, and he 
has made a remarkable success of 
this form of advertising. He has 
found that a blotter with a mes- 
sage that appeals will be kept. “In 
fact,” he says, “I know that a 
great majority of those I call on 
keep the blotters, when they would 
just throw away a business card.” 

D. W. McDerby is a typewriter 
and adding machine salesman of 
no mean ability, an indefatiguable 
worker, and he has a dynamic 
personality which radiates friend- 
liness in all his methods of con- 
tacting the trade — through per- 
sonal calls, his correspondence and 
his impelling blotters. It is little 
wonder that he knows a great 
number of people in the many 
communities he serves, for he has 
covered a lot of his territory for 
over twenty-five years. And both 
his blotter advertising and selling 
methods—plus hard work—have 
enabled him to cash in on his 
friendly contacts. 

Single handedly, he has built his 
sales to the fine record of an aver- 
age of better than forty-two ma- 
chines per month, for the past 
twenty months. These sales in- 
clude new and rebuilt machines. 

The appellation under Mr. Mc- 
Derby’s name on his blotters, “The 
Typewriter Man,” is no idle phrase. 
Nor is ours that he is a hard 
worker. If anyone ever qualified 
for the title, “The Typewriter 
Man,” or the compliment, “hard 
worker,” our Canadian friend cer- 
tainly has. Does he know type- 
writers, adding machines and cash 
registers? He does. Does he know 


D. W. McDerby, of Cal- 
gary, Alberta, Tells About 
His Blotter Advertising. 
Also How for Years He 
Has Taken a Census of 
Machines in Every Town of 


His Territory 


his market and cultivate his terri- 
tory? Aye, he not only knows it 
and cultivates it—he fine-combs 
it. This man personally takes a 
periodic census of every machine 
in use in every town and city in 
his sales domain—the make, the 
serial number and the owner. We 
have before us at this writing 
sample pages from his fifty record 
books containing this information 
dating back to 1922! More of this 
later. First, the story about Mr. 
McDerby’s blotters. 

We have asked this fifty-two- 
year-old knight of the road (he 
says 99 per cent of his business 
is in the country) and philosopher 
to tell it in his own words. Here 
it is. 


Originates Many of the Messages 


“T always get 2,000 blotters 
printed at a time. I try to get 
out one or two each month, as I 
wish to keep the people interested. 
When working a territory, I gen- 
erally leave anywhere up to six 
with everyone I call upon. While 
I know a great many people, I 
do not know everyone. So, I try 
to use good judgment as to giv- 
ing the blotter with a message 
that will appeal. This is impor- 
tant. 

“Also in business letters, I en- 
close two or three, and here, too, 
I always try to put in the right 
blotter. Of course, this is not al- 
ways possible if you are writing to 
a stranger. But I do try to use a 
little judgment as regards this. 


Just to make myself clear, I will 
say that I never publish a vulgar 
or smutty blotter, although I do 
get out the odd one that might 
not set just right with some peo- 
ple. Then, I always enclose a blot- 
ter or two with every invoice 
mailed. 

“I write some of these blotters 
myself; a great many I copy. In 
the latter case, if I know who 
originally wrote it, I give him 
credit. I keep a book for my 
blotter ideas, and when I think 
of something original or see any- 
thing that happens to hit me, I 
type it in the book. For instance, 
here is one I thought of one day 
last week: 

If some men are as loyal to their 
country as they are to their wives, 
“God Help Our Country”! 

“TI try to get blotters that will 
appeal to everyone. While one 
blotter might appeal to one party, 
still another might think it to the 
weeds. So I go from the sublime 
to the ridiculous.” 

Below are a few messages taken 
from Mr. McDerby’s blotters: 
YOU’LL NEVER REGRET— 

Showing kindness to an aged person. 

Destroying the letter writen in anger. 

Offering the apology that saves a 

friendship. 

Stopping the scandal that was wreck- 

ing a reputation. 

Taking time to show others con- 

sideration. 

Accepting the judgment of God on 

any question. 
D. W. McDERBY, 
“The Typewriter Man.” 
(Over 25 years in Calgary) 
* * * 
Most People who Claim 
that they want 
JUSTICE 
are darned lucky 
if they don’t get it. 
D. W. McDERBY, 


“The Typewriter Man.” 


x *k * 
SEZ I: 
There has been times, I must con- 
fess; 
\When things have been in a mell 
of a hess. 
But just the same I say with a 
grin, 
It's a Durned Good Year for the 
shape it’s in. 


D. W:. McDERBY, 
“The Typewriter Man.” 
Continuing his comments upon 
his use of this form of remem- 
(turn to page 32, please) 








Dealer Merchandising Policies 
And Their Effect on Sales 


A RETAILER’S merchandising 
policies tell what kind of a mer- 
chant he is, and obviously they 
have a definite effect upon his 
sales and profits. In fact, his mer- 
chandising policies are the funda- 
mentals upon which virtually his 
entire business is based. They are 
related to the practices of all de- 
partments of the enterprise in one 
manner or another. 

They influence the grades and 
quality of merchandise purchased 
by the store buyers. They govern 
the merchandising and sales prac- 
tices followed both in the store and 
by the outside salesmen, and they 
are reflected in the company’s vol- 
ume of profitable sales. The firm’s 
merchandising policies extend also 
to the service department, affect- 
ing the kind of service rendered 
and, correspondingly, the volume 
of business it handles. Even the 
delivery department is affected— 
for instance, by the company pol- 
icy on customer service and satis- 
faction. And the credit department 
reflects the company policies in its 
dealings with customers on credits 
and collections. 

Principles and policies are in- 
tangible factors by their very na- 
ture. Hence, often they are un- 
defined, resulting in a situation 
where various policies are followed 
by the executives and employes 
of the different departments. 
These are apt to be changed from 
time to time, depending upon the 
views and attitudes of the indi- 
viduals. Conflicting policies, and 
in many instances unwise policies, 
are thus introduced and followed, 
to the detriment of the business. 

A searching study of the subject 
by OFFICE APPLIANCES reveals that 
successful stationery and office 
equipment dealers are operating 
under constructive, clearly defined 
policies. And their experience 
points to the wisdom of having 
the policies of the house under- 
stood by the whole organization. 
A firm’s constructive policies serve 
as a guide to the employes, and, 
when clearly in the minds of those 
who contact customers and pros- 
pects, they provide a sound ground 
upon which to stand. A policy that 
is fair to the customer and con- 
structive within the trade is some- 


Methods Are But the Pro- 
jection of Policies. A Study 
of Fundamentals. The First 
in a Series of Four Articles 
on Modern Merchandising 


Practices 


thing of which the employe may 
be proud—and he may well use it 
as a means of establishing and re- 
taining customer confidence and 
good will. 

Admittedly, other factors are of 
great importance in the operation 
of a successful business, particu- 
larly with reference to operating 
capital, the calibre and ability of 
the personnel, the leadership and 
training of the sales organization, 
and the methods employed in sell- 
ing and merchandising. As _ to 
methods, modern merchandising 
methods and practices are essen- 
tial today, but they should not be 
confused with merchandising pol- 
icies, for the methods are but the 
projection of the policies. 


Study Reveals Successful Policies 
of Dealer Operations 


Specifically, then, what policies 
should the dealer have in order to 
carry on a constructive, modern 
business—building customer pref- 
erence and profitable sales? The 
individual retailer must decide 
these for himself. The following, 
however, are some of the policies 
adopted by successful stationery, 
office equipment, and office ma- 
chines dealers: 

Policies related to merchandis- 
ing and profits— 

1. Modern, progressive business 
principles followed. Keeping 
abreast of the times in stock car- 
ried and in sales and merchandis- 
ing practices. 

2. A selective policy of handling: 
(a) quality merchandise that will 
sell at a profit—essentially lines 
backed by reputable manufactur- 


ers, and (b) merchandise which 
the company is confident will sell 
in its territory, and that its or- 
ganization is prepared to sell. 

3. All merchandise is sold at an 
adequate mark-up. 

4. Modern merchandising and 
sales promotion methods are em- 
ployed: a planned sales program; 
specialized selling, office planning 
service available to customers; 
modern store layout; good display, 
including open displays; effective 
windows; market surveys; adver- 
tising promotion, etc. 

5. Maximum turnover insured by 
adequate stock control system. 

6. Constructive policy estab- 
lished on methods of disposing of 
slow sellers. 

7. Rigid policy on installment 
sales. 

8. Conservative policy on credits 
and aggressive on collections. 

Policies related to customers— 

1. In the selection of all utilities, 
the company makes itself in effect 
a purchasing agent for its custom- 
ers and prospects—drawing upon 
its knowledge of the business and 
best judgment of values to offer 
the things which will afford the 
greatest economy and give the 
maximum measure of satisfaction. 

2.In the performance of all 
services, the requirements, con- 
venience, and good will of the cus- 
tomers are given prime considera- 
tion. 

3. In matters involving replace- 
ments, adjustments, returned 
goods, exchanges, etc., the policy 
is one of courtesy and fair dealing. 

Among firms conducting their 
business on these principles, there 
is agreement in the opinion that 
sound merchandising policies are 
the answer to price competition, as 
well as progress of the business. 
And in times when business is 
harder to get, all the more impor- 
tance attaches to sound policies, 
methods, and other operating fac- 
tors with which management is 
concerned. 

Two of the many outstanding 
concerns in the trade—The Smith 
Printing Company, of Williams- 
port, Pa., and F. F. Hansell & Bro., 
Ltd., of New Orleans, La.—have, 
in the spirit of codperation and 
exchange of ideas and experiences, 
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expressed for publication the high- 
lights of their policies. 


Smith Printing Company Policies 


Dan Smith, Jr., president of The 
Smith Printing Company and re- 
gional governor of N.S. A. district 
No. 3, declared: 

“We have adopted a rigid policy 
of handling only grades and quali- 
ties of merchandise which are na- 
tionally advertised and made by 
manufacturers whose names stand 
for the best in their particular 
line. We do not handle off-brand, 
imitation, cheap or shoddy items.” 

Referring to their policy on effi- 
cient merchandising practices, in 
the store and in outside selling, Mr. 
Smith said, “We do not like to 
boast very much on this. We try 
to maintain an efficient force of 
travelers, posted on the things 
they have to sell, and the same is 
true inside the store. We use the 
open display method of showing 
goods. We use manufacturers’ 
sales helps. We have large and at- 
tractive windows in both of our 
stores, and change the window 
displays at least once a _ week, 
sometimes oftener. We see that 
immediate attention is given to 
customers’ inquiries, either by 
mail, in person, or by picking them 
up quickly when they come into 
the store. 

“Our policy on building cus- 
tomer confidence and _ satisfac- 
tion,” continued Mr. Smith, “is 
based on a number of years in the 
business, during which time we 
have always sold quality merchan- 
dise at fair prices; and have made 
replacements or adjustments im- 
mediately whenever called upon to 
do so. Maintaining quality at rea- 
sonable prices has built a customer 
confidence which we think is our 
greatest asset. 

“Our policy on return goods, ad- 
justments, exchanges, et cetera, is 
entirely too liberal. We take back 
anything we send out almost with- 
out question, often-times leaning 
over backward in our endeavor to 
take care of the customer. We al- 
ways credit parcel post charges or 
carrying charges on goods re- 
turned, so that little petty bal- 
ances do not appear on the cus- 
tomer’s account and cause any 
feeling of ill will. 

“We even go so far as sometimes 
to take back from a customer mer- 
chandise which was bought from 
some other party. This may not 
be considered good policy, but we 
find that it does us no harm so 
long as it is saleable merchandise. 
We do this in cases where we can 


TABLES FOR CUSTOMERS REPLACE COUNTERS.—In the new store of Ivan Allen- 
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Marshall Company, Atlanta, Ga., tables have been placed in front of the shelving 
so that customers can be seated while inspecting the merchandise. The new 
idea is indicative of the company’s policy of giving the utmost consideration to 
the customers in convenience and service when they come in search of special 
assistance in solving some personal or office operation problem. There are no 
counters along the shelving. The lower shelf is ten inches above the floor. “These 
comfortable tables and chairs are spotted where customers can sit down and 
examine the merchandise at their leisure. We think this is a better idea than the 
old type heavy counters,” says Ivan Allen, president of the company. 


supply them with better merchan- 
dise than they have received else- 
where, and so long as we can get 
out without a loss.” 

Relative to their policy on in- 
stallment selling, Mr. Smith said, 
“We do very little installment sell- 
ing, but in cases where we Sell 
office equipment on the install- 
ment basis, we get 25 per cent to 
33 1/3 per cent of the price paid 
cown when the merchandise is de- 
livered. We make out a lease call- 
ing for stipulated monthly pay- 
ments, and we follow through on 
these closely to see that monthly 
payments are made without delay. 

“Our policy on credit and collec- 
tions is a little too easy. Bills are 
made out immediately when ship- 
ment is made. Monthly statements 
follow. No requests for payment 
are made during any one month 
for any item purchased during 
the previous month, but when the 
second month comes around, we 
send them mild requests for pay- 
ment. When the third month ar- 
rives, the request is a little stronz- 
er, and after that we begin to bear 
down pretty heavily for payment.” 

The head of The Smith Printing 
Company concluded his statement 
on the point of meeting cut prices 
by smaller merchants in the com- 
munity. The Smith policy on this 
problem is, indeed, commendable 
and worthy of emulation. 

Said Mr. Smith, “We have fol- 
lowed the policy of ignoring what 


the other people do, and carrying 
into effect our own merchandising 
practices, watching our own busi- 
ness, and doing the best we can. 
No one can get all the business 
there is to be had, and we there- 
fore have determined that what 
business we do take shall carry a 
legitimate margin of profit. When 
the time comes that we can no 
longer do this, we feel that it 
would be best to lock the door and 
liquidate.” 


F. F. Hansell & Bro. Ltd. Policies 
Outlined 


Morris E. Hansell, II, secretary 
of F. F. Hanseli & Bro. Ltd., and 
N. S. A. vice-chairman of the Dis- 
tributors Division, outlined briefly 
some of the policies of his com- 
pany, as follows: 

“Our policy as to quality and 
grades of merchandise has always 
been an earnest effort to secure 
the best obtainable lines of mer- 
chandise; we being of the opinion 
that price is not always the essen- 
tial factor, and that it is most 
frequently forgotten when the 
goods give satisfactory service. 

“We hold regular sales meetings 
of our organization in an effort to 
educate the staff in sales methods, 
and also to give them a complete 
knowledge of the goods they are 
selling, as we believe this is essen- 
tial. 

“Of course, it is most necessary 

(turn to page 32, please) 
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Dealer Methods That Have Built 


Loose Leaf Sales 


df 

o™ loose leaf department 
is one of our salesmen’s main 
interest,” reports A. A. Hopkins, 
manager of Clarke & Courts, Dal- 
las, Texas. 

“It is through the service ap- 
proach that we sell loose leaf 
equipment,” says Raymond B. 
Lewis, president, The R. P. Lewis 
Company, Flint, Mich. 

“A good systems man has very 
valuable information to offer his 
prospects,” is a profitable reminder 
by L. S. Moon of Business Systems, 
Inc., South Bend, Ind. 

The statements take on added 
significance when it is realized 
that the two retailers quoted are 
successful purveyors of loose leaf 
equipment and supplies in their 
respective business communities. 
Likewise, the comments that fol- 
low have a ring of authenticity, 
because they are based upon ex- 
perience. 


A Workable Sales Plan That 
Gets Results 


Mr. Moon believes that the first 
step in a program of loose leaf 
merchandising is, logically, the de- 
veloping of a customer-prospect 
list. “First,” he asserts, “build a 
list of 100 to 200 customers. It 
should include the 100 firms in the 
territory which offer the greatest 
potential volume of business for 
loose leaf equipment. Plan to sell 
each account a minimum per year 
of, let us say, $200. This would 
mean a steady volume of $20,000 
annually, plus average from occa- 
sional large orders. The number 
of accounts on the minimum may 
be varied to fit the territory condi- 
tions and possibilities. The suc- 
cess of the plan depends upon 
guarding against permitting the 
actual figure falling below the es- 
tablished minimum. It may take a 
year or two to get this plan in 
smooth working order, but it is 
worth all the time and effort it 
takes. 

“Call on every firm in your list 
at least once every thirty days. In 
some large organizations there 
may be several different men who 
should be seen. Remember, sys- 
tems ideas are sold to the man in 
charge of the department or rec- 
ord. The purchasing agent is sel- 


Three Retailers Discuss 
Such Fundamentals as 
Finding Prospects, Analyz- 
ing Needs, Conducting 
Contests, Acquiring Tech- 
nical Knowledge, "Expos- 
ing the Merchandise For 
Sale" and Stock vs. Special 
Equipment. 


dom the proper man. Normally, he 
is not interested in systems details 
and cannot take the time to make 
an extensive study of the system 
you have to offer. 

“Frequently it is necessary to 
make regular calls on a prospect 
for six months or more before an 
opportunity for a sale develops. 
Generally the time is well invested 
because it permits getting ac- 
quainted with the buyer, gaining 
his confidence and accumulating 
information about his require- 
ments which is valuable for fu- 
ture reference. 

“Of course a basic requirement 
is knowledge of the line offered for 
sale and a thorough understand- 
ing of its applications. Further, a 
salesman must know his custom- 
ers’ problems and how they may 
be solved by use of equipment in 
his line, providing better records, 
additional data, greater efficiency, 
lower cost, etc. 

Developing a Starting List 

“The starting point in the prep- 
aration of an account list is the 
names of all firms that have made 
purchases from your company. 
Make initial calls to determine the 
sales potential of each concern, 
putting on the regular list only 
those your investigation indicates 
as worth cultivating. Secure from 
your Chamber of Commerce a list 
of the larger firms in your city 
and make similar calls of investi- 


gation. Check all businesses listed 
in Dun & Bradstreet at $100,000 
or more, including all banks and 
financial institutions. If your 
name list is still insufficient, drop 
down to firms rated at $50,000 or 
over. 


“A convenient method of keep- 
ing track of accounts is to enter 
each name on a three by five card 
carrying a form with spaces for 
noting the date of each call, the 
individuals to see, their positions 
or titles, subjects discussed, equip- 
ment demonstrated, items used 
and probable date of next pur- 
chase, and items already sold to 
them. A glance at this card gives 
a complete picture of the account, 
preventing duplication in demon- 
stration of equipment and eventu- 
ating in a showing of all items in 
the line over a period of time. 


Uncovering the Prospect’s 
Requirements 


“To get exact information con- 
cerning a prospect’s particular re- 
quirements it is essential to con- 
tact the man in charge of the 
record or the department in which 
the record is maintained. That 
man may be the office manager, 
the treasurer, the comptroller, or 
the auditor. Only rarely is the 
purchasing agent interested in 
systems, but it is wise to work 
through him to reach the other 
men. He is a busy man, so that a 
request to talk to the sales man- 
ager about salesmen’s catalogues, 
or the office manager about a new 
accounting idea, or the man in 
charge of stock records about an 
idea for stock control, usually 
elicits an affirmative. 

“Do not try to sell equipment 
when on an information seeking 
eall. If possible mention an in- 
Stallation made for the Blank 
Company, pointing out how it re- 
duced costs, or provided other ad- 
vantages and how it might do 
likewise for the prospect being in- 
terviewed. An offer to get sam- 
ples and explain the system in 
detail to see if it could be used to 
advantage, usually results in per- 
mission to make a survey of the 
record in question. Few men will 
refuse if you have something defi- 
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nite to offer and you prove that 
you know what you are talking 
about. 

“Occasionally, a prospect is an- 
tagonistic, assuming that he is be- 
ing high pressured into buying. 
Such a man usually can be con- 
vinced to the contrary by courte- 
ous comment something like this: 
‘I don’t believe there is a single 
firm which could not benefit in 
some way from the many systems 
ideas we have developed and in- 
stalled. Our job is to bring these 
money saving ideas to you. If this 
system will pay you dividends, you 
will want to give it careful con- 
sideration. If it is not applicable 
to your business, I certainly do not 
want to sell it to you.’ 

“In his daily round of work, a 
good systems man frequently has 
an opportunity to provide a pros- 
pect with useful information. He 
can present sample forms or rec- 
ommendations that are actually 
doing a job for some other firm, 
not just an idea that it is hoped 
will work. And the information is 
offered free. For example, in my 
territory is a firm which operates 
its own print shop. They are 
known as cheap buyers. When a 
job involving duplication of blue 
prints, they ordered printing 
plates costing $300 instead of ask- 
ing for prices on the outside. We 
could have reproduced all the 
form on our lithographic presses 
by the planographic process for 
less than $150. As the forms 
change frequently the plates were 
used only once. We could have 
saved them $150 plus the cost of 
printing and paper. 


Training the Saiesman 


“A careful, selective process and 
several years of experience are re- 
quired to make a good loose leaf 
salesman. Even the exercise of the 
utmost care in selecting prospec- 
tive salesmen, the percentage of 
those who make good is unfor- 
tunately low. 

“A knowledge of bookkeeping is 
certainly desirable. With it as a 
foundation, various types of loose 
leaf equipment and devices can be 
demonstrated for various applica- 
tions with genuine understanding. 
A short demonstration, accom- 
panied by brief, concise, memo- 
rized verbal explanation, is invalu- 
able. 

“Many sales managers object to 
a memorized demonstration. It is 
my contention that any salesman 
who cannot memorize and then 
use the information in his own 


way will never be a good producer. 
After all, what is the first essen- 
tial for a salesman? Know your 
line! That means ‘memorize.’ Why 
should a new man fumble round 
with general literature, catalogues 
or lengthy instructions to dig out 
the essential points when he can 
be given those facts in a con- 
densed write-up that is easily 
memorized? 

“My procedure is to ask the 
manufacturer’s sales manager how 
he sells his products. He has made 
a success of selling the line by the 
trial and error method and has 
discovered the best system to fol- 
low. Why should I waste time in 
trial and error, when I can get the 
answer from somebody else? I 
may work out my own plan of 
action, but I want all the informa- 
tion the sales manager can give 
me, and I follow his plan as nearly 
as possible. 


The Question of Sales Contests 

“Contests can be conducted so 
as to stimulate the salesmen, cre- 
ate good will in the organization 
and produce results in the form 
of increased sales. Too often they 
create dissatisfaction among the 
men who may feel that the rules 
are inequitable. 


“It is difficult to establish rules 
that will apply equally to all the 
salesmen. A big order may put one 
of the men in the winning position 
at the very beginning of the con- 
test. Perhaps the majority of the 
men may feel that the few large 
producers are the only ones who 
have chances to win. If these un- 
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desirable factors can be elimi- 
nated, a sales contest can be of 
inestimable value. 


“The systems salesman who 
keeps his eyes and ears open will 
find plenty of places where pred- 
ucts in his line may be applied. 
Recently I had occasion to walk 
through the offices of a large com- 
pany to talk with the factory cost 
accountant. On the way I made 
a mental note of the following 
three sales opportunities: 1. Four 
clerks posting to about twenty 12 x 
14 loose leaf books containing 1,000 
sheets or more. An accounting 
machine might save them money. 
2. Another department with three 
or four employes posting to sheets 
approximately 14 x 30, two sides 
different. That means a book five 
feet across, which is always a diffi- 
cult, cumbersome, slow posting 
set-up. A survey may show that it 
can be redesigned or changed to 
good advantage. 3. A large in- 
stallation of 3 x 5 and 4 x 6 cards 
which apparently were quite ac- 
tive. Possibly visible equipment on 
all or part of these cards will speed 
up the posting or reference. Sig- 
naling of vital information on the 
visible margin may increase the 
value of this record to the depart- 
ment head. It may be possible to 
combine the two records into one.” 


A. A. Hopkins Reports for Clarke 
& Courts 


Mr. Hopkins points out that his 
firm has always carried loose leaf 
items in stock to care for a con- 
stant demand. “Not so long ago,” 





MANAGER HOPKINS LINES UP WITH HIS STAFF OF LOOSE LEAF SALESMEN 

IN THE CLARKE & COURTS STORE, DALLAS, TEXAS.—Left to right: Richard Pen- 

dleton, James Rich, B. L. Covey, F. B. Thaggard, M. W. Frierson, C. G. Ferrell, and 
A. A. Hopkins, manager. 
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he writes, “it became apparent to 
us that our loose leaf business did 
not compare favorably with other 
departments and we felt that we 
must decide upon some means for 
building it up. The Master-Craft 
line seemed to offer the best op- 
portunity. It gave us something to 
talk about, something in which we 
could develop interest among our 
salesmen, and at the same time 
provide us with a complete stock 
of regulation loose leaf items of 
good quality. The keynote of our 
merchandising campaign has been, 
‘expose the merchandise for sale.’ 

“No business can be run without 
books. This makes everyone a 
prospect. All that is left to do is 
for the salesman to ‘expose the 
merchandise for sale’ at every call. 
A genuine leather loose leaf binder 
is not a hard thing for a salesman 
to carry. It is neat and attractive 
and can be toted for hours without 
fatigue. 

“In order to sell intelligently, it 
is, of course, necessary to receive 
exact information concerning a 
prospect’s particular require- 
ments. This is accomplished by 
making a survey of what informa- 
tion a certain record is intended 
to provide. To do so effectively, 
the loose leaf salesman should be a 
good draftsman so that he can 
draw up efficient, practical forms. 
He must cooperate with the ma- 
chine bookkeeping people so that 
he can suggest forms that will 
meet the machine’s requirements. 
Our prospects react very favorably 
to this service. The intelligent 
business man is glad to have 
someone take over the details 
when that someone has sufficient 
knowledge to inspire confidence. 


Stock Merchandise Usually 
Suffices 


“Nine times out of ten stock 
merchandise will take care of the 
prospect’s requirements. It is well, 
however, for the salesman to have 
sufficient knowledge of the con- 
struction of binders and posting 
trays to know when to suggest 
specials. With stock forms we have 
developed some very nice accounts 
through certified public accounts 
who approved of our merchandise 
and knew we carried a good stock 
which enabled them to get the 
necessary supplies quickly. 

“Practically all of our loose leaf 
volume is secured by our outside 
salesmen. Near the first of the 
year, and again in July, we have a 
number of accountants come into 
our store, but by far the greater 
volume of merchandise is _ sold 


steadily during the year. For a 
considerable length of time all of 
our outside salesmen carried a 
binder, equipped with leaves and 
an index, in order that we might 
carry out our policy of ‘exposing 
the merchandise for sale.’ How- 
ever, at the present time they 
carry demonstration binders only 
when they know they will need it, 
or when there is some new devel- 
opment. A constant follow-up is 
made on all installations because 
there is, naturally, considerable 
volume to be had from orders for 
additional sheets, transfer binders, 
etc. 

“In order to be an efficient rep- 
resentative, the loose leaf sales- 
man must know ‘plenty.’ I do not 
know of any other commodity in 
our business which requires more 
knowledge than loose leaf mer- 
chandise. The salesman must 
have at least a general under- 
standing of bookkeeping and a de- 
tailed knowledge of his line. We 
supplied this information to our 
men through a sales school which 
lasted for approximately one year. 
The course of study was presented 
in the form of weekly sales meet- 
ings. All phases of bookkeeping 
were taken up and the equipment 
appropriate for the particular ac- 
counting task was presented and 
explained. The lessons included 
the use of trays and all phases of 
machine bookkeeping. 

“If there has been one single 
factor which has been the most 
important in building up our loose 
leaf business, it has been our 
salesmen’s cooperation in ‘expos- 
ing the merchandise for sale.’ Our 
share in this program was in of- 
fering them the educational train- 
ing, which in turn gave them the 
confidence and enthusiasm to 
want to carry the merchandise un- 
der their arms and show it to 
customers.” 


Knowledge of Line Is a Primary 
Factor 


R. P. Lewis emphasizes the im- 
portance of the loose leaf sales- 
man being thoroughly acquainted 
with the mechanics of his line and 
what can be done with the various 
devices he has to offer. “Beyond 
that,’ Mr. Lewis points out, “it is 
necessary for him to know ac- 
counting procedure and office 
routine so that he can talk in- 
telligently with office managers 
and others who are concerned 
with records and their operation. 


“Usually, in starting a salesman, 
I try to give him a basic knowl- 
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edge of our own equipment and 
then send him out to ask ques- 
tions of the firms upon whom he 
calls. Then, by solving the prob- 
lems, we are able to add to the 
salesman’s fund of knowledge. 
Training an efficient loose leaf 
man is a long and difficult job. 


Salesman Should Be a Systems 
Consultant 


“Our ideal method is for our 
salesmen to sit down in consulta- 
tion with the buyer to help him 
determine what is needed in the 
way of equipment. That means of 
course, that it is necessary to 
analyze what the customer is do- 
ing at the present time, what he 
should do and what he wants to 
do. Then from our experience we 
determine what is the best type of 
equipment and the best method of 
handling the particular routine. 
Obviously, when a salesman is able 
to sit down in this manner with 
the customer and work out the 
answers to his problems there is 
no question of selling. The order 
results naturally from the inter- 
view. It is foolish, of course, for 
us even to imagine that all of our 
business is done that way, but it 
is the ideal toward which we 
strive. I feel that the degree to 
which we reach the ideal is the 
degree to which our selling is ef- 
fective. In other words, we are 
much more interested in selling 
the customer than we are in sell- 
ing some equipment. 

“Naturally, any effective selling 
in accordance with our plan must 
be followed up. We assume re- 
sponsibility for an entire installa- 
tion in ideal cases, and that 
means that after the material is 
developed it is necessary for us 
to supervise the installation of the 
records. We follow through, keep- 
ing in constant touch. By so doing 
we control the reorders which 
form a large part of our volume. 

“We work as closely as possible 
with the machine bookkeeping 
salesmen in our territory as they 
frequently develop business oppor- 
tunities for us. By being associ- 
ated with them we are in on those 
jobs before our competitors know 
there is any business to be had. 

“Our purpose always is to es- 
tablish ourselves in our customers’ 
minds so that whenever it be- 
comes necessary to change their 
accounting routine, or forms need 
to be revised, they call on us for 
assistance. It is through that ap- 
proach that we sell loose leaf 
equipment.” 


Developing Better Salesmen 


Note—Part of an address deliv- 
ered at the Regional meeting of 
District No. 7 of The National Sta- 
tioners Association, held in Min- 
neapolis, Minn., April 22. The con- 
cluding part of the discussion, 
which deals with ways of teach- 
ing salesmen to combat the price 
complex, sales meetings, and 
checking salesmen, will follow in 
the next number of the journal. 


IG League baseball teams are 

not produced over night. Many 
Major League teams have a series 
of farms in the lower classifica- 
tions of the Minor Leagues, start- 
ing a player in Class C or D 
Leagues and developing him into 
Major League caliber through 
coaching, skull practice, and train- 
ing under every situation. 

Stationers and office equipment 
dealers do not have the benefit of 
the “farm system,” but the fact 
remains that their salesmen need 
training, coaching, skull practice, 
and experience. It is too much to 
expect a green man to be given 
a price book and a territory and 
expect him to produce a sales 
volume without assistance. We 
hear so much about turn-over of 
salesmen, the failure of a large 
proportion to make good and the 
cost of developing and training 
men. 

But the salesmen can help 
themselves through study. Almost 
every legitimate manufacturer 
producing standard lines publishes 
catalogues, information booklets, 
and in some cases, educational 
courses written by men of experi- 
ence in the manufacturer’s organ- 
ization, which are designed not 
only for the consumer to obtain 
information concerning his prod- 
uct, but also for the salesmen to 
learn about that product. Those 
salesmen who are making good, 
invariably read this literature 
from cover to cover, thus getting 
selling points, information con- 
cerning the product and its use, 
and in this manner better prepare 
themselves for the battle with the 
customer. 

Salesmen who can produce sales 
are vital to the success and growth 
of any business organization. It 
is comparatively simple to erect a 
factory, to purchase modern 
machinery, to engage a production 
manager, to employ workmen, buy 
material and manufacture a line. 


Stimulating Suggestions 

for the Executive in Charge 

of Salesmen, Through which 
Sales May Be Increased 


By H. P. ROCKWELL 


Vice-President in Charge of Whole- 
sale Division, Yawman and 
Erbe Mfg. Co. 
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The most difficult job and the one 
that causes the larger part of the 
headaches, is distribution and sell- 
ing. 

I do not subscribe to the old 
theory that salesmen are born, as 
we have proved that salesmen can 
be made through education and 
through training. In selecting 
salesmen, care should be exercised 
to secure men of pleasing person- 
ality, men who have good family 
background, who have had at least 
a moderate education, who have 
courage, ambition, and possess a 
capacity for hard work. They can 
be taught the important features 
of a line of merchandise, its ap- 
plication, talking points, uses and 
the technique of selling. 

While salesmen can _ educate 
themselves to a certain extent, 
they do need help and coopera- 
tion from their employers. 

It is advisable at every oppor- 
tunity to talk with your men con- 
cerning the beginning of your 
business, the hardships endured in 
getting it afloat, the _ policies 
adopted to build your reputation 
and the reasons for your success. 


Remind your salesmen that the 
lines you handle are the best lines 
you can find in the market. The 
better dealers frequently have 
other lines offered to them, which 
proves their desirability as distrib- 
utors. Take the men into your 
confidence and tell them that 
other manufacturers are seeking 
you as an outlet. Let them believe 
that you stand pre-eminent in 
your locality, and overlook no op- 
portunity to stress the importance 
of your house in servicing their 
customers. 

Whenever possible, I believe that 
executives should make frequent 
calls with the salesmen, not for 
the purpose of exploiting their 
merchandise, but to discuss in 
general the house, its relation to 
local enterprises and to end up by 
inviting the customer to drop in to 
see their lines and examine their 
merchandise. 


Salesmen Should Be Well 
Informed 


The toughest buyers are glad to 
see salesmen who bring not only 
products but ideas. Give a man 
enough reasons why, and he is 
more likely to buy. The more facts 
about your product that you can 
tell your customer and the fewer 
arguments, is a winning formula 
in selling. In reading a psychology 
book some time ago I found the 
following sentence: “You cannot 
get a child to do something unless 
you give him a reason why,” and 
I believe this applies to customers 
as well. 


Get In, Get Through, and 
Get Out 


The salesman in our line deals 
chiefly with business executives 
and this type of man is usually a 
busy man, but one who is eager 
and willing to learn how to con- 
duct his business more efficiently 
and to purchase equipment that 
will do the best kind of a job. This 
applies to stationery as well as of- 
fice equipment. 

The customer the salesman is 
interviewing is the important cus- 
tomer. The one he is talking to 
right now. Teach your salesmen 
to concentrate on that customer 
and not think about the next two 
or three calls, which may be far 
less important. Salesmen, never 
forget a customer and never let 
him forget you. Try to leave some 








ideas with him that he will recall 
when you make your next visit. 
The successful interview is one 
that gets you in again. Always 
try to make your interview one of 
value that will produce a return 
ticket. 


Checking Your Salesmen 


They say in sport circles, “Do 
we bat in a groove?” Do your 
salesmen pound away at the same 
old accounts, or do they go after 
new ones? Do they realize that 
the passing of time changes many 
business firms and that new ac- 
counts are vital to replace some 
that are lost? 

Recently I heard a sales man- 
ager say, “The most dangerous 
route is the route of complacency.” 
He referred to a salesman who has 
covered a territory for a number 
of years and who is too busy with 
his regular list of customers to 
make an occasional call on a new 
one. Such salesmen eventually 
find their volume slipping if they 
do not refresh their lists with new 
blood. 

It is to be recommended that 
salesmen classify their accounts: 

A—Those which warrant weekly 

or fortnightly attention. 

B—Accounts warranting month- 

ly or bi-monthly attention. 

C—Accounts warranting quar- 

terly or occasional treatment. 

D—A quota of new accounts. 

The last is really important and 
the wise sales manager is one who 
encourages his salesmen to bring 
in an occasional new account. 


Mathematics of Price Cutting 


Frequently in talking with sales- 
men I find that they are ignorant 
as to the overhead which is bur- 
dened upon the dealer, his cost of 
doing business, the necessity for a 
reasonable mark-up and the im- 
portance of a profit. 

Some salesmen seem to think 
that the spread between the net 
cost to the dealer and his selling 
price is too great, and I really 
think that because of this ignor- 
ance, many salesmen are inclined 
to go into business for themselves, 
which in most cases, ends in a 
tragedy if they are not fully in- 
formed as to the cost of operating 
a business. It would seem, there- 
fore, that the executive would gain 
greater confidence and more loy- 
alty from his men by showing 
them some of his problems in ac- 
counting; the need for a mark-up 
to cover the services rendered in 
conducting a business today, and 
in many cases thereby keeping a 


good salesman in his own organ- 
ization instead of losing him to a 
competitor. It would also seem 
advisable to teach the salesmen 
the peril of price cutting, as so 
many of the men do not realize 
the seriousness of the small cut of 
let us say 5 per cent. The sales- 
man does not know, for instance, 
that a 5 per cent cut in price 
means a much greater cut in 
profits. 

If a dealer reduces his selling 
price, he reduces his percentage of 
profit, of course. For example, let 





@ Summing up his emphatic 
recommendations on praising 
salesmen, Mr. Rockwell says, “I 
once heard a salesman refer to 
praise in this manner. He said, 
‘The greatest praise I ever ex- 
perienced was given without 
words. I had returned from a 
hard trip and had accomplished 
what I had been sent out to do. 
The sales manager reached 
out his hand, took mine and 
squeezed it. That was all. It 
said more than an orator would 
say in two hours.’” 





us take $1,000 worth of merchan- 
dise. Suppose, by figuring out the 
dealer’s expenses and the amount 
he is willing to accept as a fair 
return on his investment, he finds 
the sum to be $333 or 334 per cent 
on his investment. The funda- 


mental figures concerning his 
business are: 
Amount of Investment......$1,000. 
Selling price 1,333. 
Total amount of profit 333. 
Percentage of profit on 

cost ™ 33.3 
Percentage of profit on 

sales 25. 


Now let us say that the sales- 
man decided to cut the price 5 per 
cent; he therefore gives away 20 
per cent of his profit. Instead of 
making $333, he gives away $66.66; 
so that he makes $266.34 gross. 

A 5 per cent cut in the sales 
price reduces his profit on the sell- 
ing price from 25 per cent to 20 
per cent, a drop of 5 percentage 
points, but in reality, this is a re- 
duction of 16 per cent of his profit 
on sales. It lowers his rate of profit 
on cost from 33% per cent to 26.6 
per cent, a drop of 6.7 per cent, or 
a reduction of 20.2 per cent of his 
profit on cost. 

Perhaps one of the most sensi- 
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tive types of mankind is the suc- 
cessful salesman. He must be sen- 
sitive or psychic to sense the cus- 
tomer’s reactions and to be pre- 
pared to give the right answer, to 
maintain his poise and to keep his 
head on an even keel. The ambi- 
tion and spirit of any salesman 
can be broken if he receives no 
suggestion of the regard in which 
he is held. Men seem to do more 
and better work when they have a 
quiet feeling that their accom- 
plishments are appreciated, and 
this consciousness spurs them on 
to greater efforts. 


The Value of Praise 


There are two kinds of praise: 
one is poison, and the other a 
tonic. Care must be exercised in 
not over-doing praise, aS some 
salesmen who are petted and cod- 
dled too much are apt to rest on 
their laurels and consider that 
they are privileged characters. No 
man, however, cares to go through 
his business career without some 
sort of recognition. When he is 
given it, the effect is a tonic. 

A few suggestions as to praise 
might be embodied’ in the follow- 
ing: 

1. Praise a salesman when he 
has worked under stress of severe 
circumstances, such as illness, ac- 
cident, or sorrow in the home. 

2. Praise a salesman when he 
has managed to land a very diffi- 
cult customer or one given up as 
hopeless. This is an achievement 
and important enough to warrant 
congratulations. 

3. Praise a salesman who brings 
back into the fold a customer who 
has been lost to the company for 
a period of time. This is a difficult 
assignment and one out of the or- 
dinary routine. 

4. Praise a salesman who ac- 
cepts suggestions and reprimands 
in the right spirit, particularly the 
latter. Not every man knows how 
to gracefully accept ideas, which 
are really a check-up. 

5. Praise salesmen who bring in 
new accounts. There is nothing 
more precious in a business way 
than a new customer; it represents 
another battle won. 

6. Praise a salesman who does 
not complain and one who has a 
sunny smile and a gracious man- 
ner. 

7. Praise a salesman who habit- 
ually refrains from losing his tem- 
per. It is a rare gift. 

8. Praise a salesman who is 
punctual and dependable. 

(Mr. Rockwell’s discussion will be 
concluded next month.) 
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Ten Methods of Getting 


New Customers 


Maw customers are the life 
blood of any retailer’s business. If 
you think you could carry on suc- 
cessfully year after year, depend- 
ing entirely upon the old, regular 
patrons already yours by habit, try 
this. Make a run-of-mine list of 
your customers as of today. Get 
that list out a year from today, 
and check to see how many can no 
longer be counted yours. 

Treat your customers as well as 
you can. Operate your store as 
efficiently as possible, yet you will 
lose patrons. Some will leave town, 
or move into the trading area of 
an aggressive competitor who will 
annex them. Some will die. Some 
business offices will be discon- 
tinued or merged or put in the 
hands of managers too friendly to 
another line or dealer than yours 
or you. Some business men will 
fail and you not only will lose 
their patronage, but will have to 
compete with their used equip- 
ment offered for sale cheap. And, 
in spite of all you can do, some 
of your regular customers will be- 
come offended at something and, 
without complaining or giving you 
any chance to adjust the matter, 
will transfer their patronage. If 
you do not replace all these with 
new customers, your business will 
slip. 

Here are ten methods other 
dealers have used to get new cus- 
tomers to take the place of lost old 
customers and to increase the 
business. In putting such plans 
into effect, bear in mind a plan is 
a real success only if, after bring- 
ing in the new patrons, you treat 
them in such a way as to make 
them into permanent customers. 


Use Customers as Boosters 


1. Politicians know that the sur- 
est way to make a man solid in 
his support of a candidate is to 
send him out to check some other 
voter. Similarly, one office appli- 
ances dealer gets his customers to 
boost his business with other men 
not his customers. He puts it up 
to them about like this: “You and 
Fred Simmons are pretty good 
friends, Mr. Harvey. I wonder if 
you’d be willing to say a good 
word for my store sometime when 


Ideas Used by Other Deal- 
ers to Find New Prospects 
and Offset the Inevitable 
Customer Mortality With 


New Patrons 


By FRANK FARRINGTON 


you’re with him. He must buy a 
good deal of my kind of stuff, but 
I don’t think he’s ever been in the 
store. I’d like mighty well to get 
a chance at his business.” 

“Do you give Harvey, for exam- 
ple, a commission if you make a 
sale to Simmons?” I asked this 
dealer. 

“No,” he said. “He’ll do it as a 
favor. You know, it does more to 
make a man feel friendly toward 
you to let him do you a favor than 
to do him one. But if he does that 
favor, some day I make him a 
present of something I know he 
wants. I’ve probably asked twenty- 
five or thirty men to oblige me 
that way, and they’ve all said 
they’d do it. Some have forgotten, 
but most haven’t and I can count 
a dozen customers I’ve gotten that 
way.” 


Get New Telephone Subscribers 


2. Another dealer gets from the 
local telephone company, every 
three months, the names of new 
subscribers not yet in the direc- 
tory. He checks those representing 
business houses, and finds he has 
a number of new business inter- 
ests that may be prospects for 
office supplies and equipment. In 
addition to discovering new con- 
cerns in this way, he learns of 
additional telephones being put in 
offices he already knew about, and 
that means increase in the busi- 
ness and possibly in the equipment 
of those offices. Too, he may gain 
in this way early knowledge of the 
beginning of a new competitor. 

Through the telephone company 


lists, this dealer does get an occa- 
sional new customer, and one new 
customer in the office appliance 
business might mean a lot of new 
business. Newly started offices are 
particularly good prospects. 


Find Out About Newcomers 


3. The easiest new customers to 
get are newcomers in town, or 
newcomers in business. The new- 
comers in town, particularly, have 
no prejudices in favor of any 
dealer. They may know nothing 
about any office appliance dealer. 
They may be so new in business as 
to know nothing about who’s who 
in the making of such products. 
The names of these newcomers 
may be secured in various ways; 
through real estate men, building 
managers or even janitors, busi- 
ness and advertising columns of 
local papers, telephone and elec- 
trical service men, and newspaper 
advertising solicitors. Word of the 
opening of new offices or business 
places may likewise be gained 
from men in the same line of 
business or professional work as 
that of the newcomer. A lawyer 
usually knows as soon as anyone 
of the opening of a new law office. 
An automobile dealer knows of the 
coming of a new automobile 
agency. The list of newcomers 
gained in this way, like that from 
consulting the telephone company, 
is a valuable prospect list and will 
produce new customers. 


Appeal to Night-Time Passers 


4. “The business men who pass 
my windows during the day are 
pretty much the same men day 
after day,” a dealer told me. 
“Those men know of my store and 
business. Perhaps it takes more 
startling displays to make them 
look or stop than it would if they 
were not so used to passing. But 
in the evenings, a different lot 
pass by, and they may be men who 
seldom come my way during the 
hours my store is open. I try to 
make an appeal to these night- 
time passers, to get them to come 
back for something when I’m 
open. 

I make a point of well lighted 
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windows,—lighted so brilliantly at 
night that no one can pass and 
not look toward them. Of course 
the lights check off automatically 
at midnight, or any hour I set. 

I try always to be showing some- 
thing people haven’t seen in any 
competitor’s window, or something 
at a price not met elsewhere. I 
make an appeal that will have a 
tendency to start a man thinking, 
‘There’s what I want. Ill come 
this way tomorrow.’ A show card 
in the window says, ‘Come This 
Way When We’re Open! We Close 
at 6—Saturday Nights at 9’.” 


Get Leads From Advertisers 


5. A dealer goes through the ad- 
vertising pages of business maga- 
zines and notes the advertisers of 
products in his line he believes 
are not being handled in his town. 
He writes those manufacturers 
somewhat to this effect, “If your 
line is not sold here and if you 
have received inquiries from this 


territory as a result of your adver- 
tising, I shall be glad to take up 
with you the sale of your product 
to those prospects. I am always 
interested in adding a new line 
that is salable and I am interested 
in anything that promises me new 
customers.” 


Handle Lines Your Competitors Do 
Not Carry 


6. Most office appliance dealers 
have had the experience of seeing 
some of their regular customers 
going to competitors, in their own 
or in adjoining towns, for things 
not carried at the stores they usu- 
ally patronize. A dealer will try 
to hold his old customers by keep- 
ing up his stock, but he ought to 
go further and try to get new cus- 
tomers by taking on lines his com- 
petitors do not carry. 

“One of the best customers I 
have,” a dealer told me, “is a pub- 
lic official who formerly seemed to 
do all his buying at my competi- 
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tor’s near-by. I thought a good 
deal about getting his business, 
but all the usual direct mail ad- 
vertising appeals I tried failed to 
work. Finally, I found he was per- 
sonally a user of a certain brand 
of typewriter ribbon which neither 
I nor my competitor carried. This 
man was going to an adjoining 
city for them. I figured there 
would not be much use in trying 
to change over to my ribbons (no 
better) a user who thought 
enough of his favorite brand to go 
twenty miles to get them. I didn’t 
want to add another line of rib- 
bons, but I wanted that man’s 
business. However, I got some of 
his kind of ribbons. Then I wrote 
him a letter recommending them, 
telling him I had them. This was 
all that was needed, for he came 
right in. That was the opening 
wedge to almost all his business. 
He has proved one of the most 
profitable new customers I ever 


(turn to page 32, please) 


Electric Fans Offer 
Hot-Weather Profits 


= electric fan season will soon 
be at hand, offering the stationer 
and office supplier one of the most 
profitable hot-weather sellers. Pre- 
dictions of the fan industry are 
that fan sales this year will be 
greater than ever. With both the 
market expanding and new devel- 
opments in types of fans being in- 
troduced by manufacturers, office 
suppliers will do well to carry am- 
ple stocks of good quality electric 
fans and get behind them with in- 
tensive sales effort. 

Improvement in the new elec- 
tric fans include noise reduction, 
efficient operation and protection. 

One company, for example, re- 
cently announced the development 
of a new fan blade which departs 
radically from previous designs. 
Engineers of the company say that 
fans employing the new blades are 
able to move a given amount of 
air at an increased speed and at 
a lower noise level. They declare 
that fan efficiency, which is a 
product of capacity, velocity, and 
quietness, has risen almost en- 
tirely through attention to the 
quietness factor. 


The importance of reducing 


noise has been amply demon- 
strated to engineers and manufac- 
turers, but many users are unap- 
preciative of the vast difference a 
few decibels make. A decibel, ex- 
plains the General Electric Com- 
pany, is approximately the small- 
est change in intensity which the 
ear can detect. Generally speak- 
ing, an increase of ten decibels 
means doubling a noise, and a de- 
crease of the same magnitude 
means halving a noise. Zero in the 
scale, as determined by a sound- 
level meter, represents the thresh- 
old of audibility—the minimum 
value of sound pressure which 
gives the ear a sensation of sound. 

Some average readings are 20 
for a quiet garden, 60 for the aver- 
age restaurant, 70 for a steno- 
graphic room, 100 for a _ boiler 
factory, and 110 for thunder. An 
average residence has a sound 
level of about 40 decibels, and the 
average office about 60. 

Electric fans employing a cer- 
tain new type blade have a labora- 
tory rating of 40 to 52 decibels at 
top speed, depending upon their 
size. Thus, according to the manu- 
facturer, they can be used in an 


ordinary office or home without 
appreciably raising the noise level 
and contributing to “hot-weather 
nerves.” 

Dealers that have met with suc- 
cess in building a sizeable volume 
of electric fan sales have moved 
them mainly through direct solic- 
itation by their outside salesmen. 
The total sales have been en- 
hanced considerably by livewire 
merchandising methods applied in 
store displays, and by support of 
different advertising media. 

Groupings of various sizes and 
models are shown prominently in 
the store, and at intervals featured 
in the windows, with appropriate 
decorative material and attractive 
signs that enumerate the merits of 
the merchandise. 

Newspaper advertising and di- 
rect mail—including envelope stuf- 
fers of literature provided by the 
manufacturers—are especially ef- 
fective in supporting the electric 
fan sales campaign. Many of the 
fan manufacturers are also co- 
operating with consumer news- 
paper advertising and supplying 
dealer helps in the form of set-up 
displays. 


“Gold Rush” Contest Doubles 
Ribbons and Carbons Sales 


A “GOLD RUSH” sales contest 
lasting one month on ribbons and 
carbons, and coupon books for 
these products, more than doubled 
the month’s sales expectancy for 
the Grimes-Stassforth Stationery 
Company, Los Angeles. 

Under the direction of R. A. 
Thomas, general sales manager, 
the “Gold Rush” motif was incor- 
porated in the contest with careful 
attention to detail. The outside 
salesmen were appropriately des- 
ignated as “prospectors”; the in- 
side salesmen were christened 
“miners”; the phone order clerks 
were called “camp tenders’; the 
office was called the “mill”; “them 
thar hills” in which the gold “wuz” 
were the Carbon, Ribbon, and Cou- 
pon Book Hills. 

The following paragraphs from 
the bulletins issued by the sales 
manager’s office during the con- 
test throws light on the motif and 
light on the metaphors: 

“Got to start hustlin’ ’cause thar 
won’t be no extra gold after the 
end of the month! After that of 
course you can collect the royalties 
that will be comin’ in frum all the 
mines you git to producin’ while 
the rush is on!” 

That paragraph is of course self- 
explanatory. That paragraph re- 
fers to the opening of new ac- 
counts on the territory and to the 
securing of additional prize or per- 
centage money during the contest. 


COMMITTEE PLANS 13TH TYPE- 
WRITER CONVENTION 
This committee is busy planning to 
make the N.T.O.M.D.A. convention in 
New York, July 25-27 the finest ever. 
L. to R. (sitting)—John Loser, Noiseless 
Writing Machine Co.; Mrs. Jessie Tay- 
lor, Globe Typewriter Exchange, asso- 
ciation treasurer; Samuel Hutter, Check 
Writer Co., chairman; Anton J. Pohl, Jr., 
Business Machines Service; (standing) 
—Peter Carroll, Globe Typewriter Ex- 
change; John LaHiff, J. E. Albright & 
Co.; Theodore Schafer, The United 
Typewriter Co., director; William Pur- 
vin, Superior Typewriter Exchange; 
George Neushafer, Neushafer & Jacobs; 
Irving Ritchie, Addressing Machine & 
Equipment Co.; A. H. Wittekind, Hoff- 
man Typewriter Co.; and Nick F. Fucci, 
Business Machines & Service Co., not 
on committee. Members not present 
are: David Downs, David Downs Type- 
writer Co.; James S. Morse, J. S. Morse 
Typewriter Co., director; and Edward 
Statz, Ames Supply Co. Photo by 
Frank Nemzer, Nemzer Typewriter Co. 


Coupon Books Featured in 
Plan Characterizing Sales 
Force in Terms of the 


‘Forty-Niners 
By J. EDWARD TUFFT 


Here is another paragraph that 
delineates in gold rush language 
the idea of co-operation and fair 
play among and between sales- 
men: 

“Now this might be the anni- 
versary of the Forty-niners and all 
that, but it’s goin’ to be diff’ernt. 
You know, them birds got a hank- 
erin’ to act individual like, and 
each one wanted all the gold for 
hisself! Result wuz a few of ’em 
got a whole heap and lots of oth- 
ers got nuthin’! That’s ’cause they 
didn’t have no organizin’! There 
wuz lots of quarrelin’ and even 
some shootin’. It sure wuz a mess, 
with the happy ones a singin’ 
‘Clementine’ and the sad ones 
a-wishin’ they hadn’t gone into 
the hills atall! 


“Thar’s a way to git around all 
that trouble! Simple enough too. 


Jest try to cut everybody in fur a 
fair share ‘nd everybody’ll work 
for everybody else, and ‘fore you 
know it the gold gits all around 
creatin’ contentment, so at the 
end of the rush you can hear the 
strains of ‘Clementine’ comin’ 
frum every camp-fire and every- 
body’s smilin’, and happy, and 
friends!” 


Six Per Cent Distributed 


The gold from the diggin’s to 
be distributed was 6 per cent on 
gross sales. In order that the mis- 
takes of the ’49 days might not be 
repeated, the 6 per cent was 
“whacked up.” 

Sales made on the field, that is, 
“gold dug out by the prospectors,” 
yielded contest commissions as fol- 
lows: prospectors (outside sales- 
men) 4 per cent; miners (inside 
salesmen) 1 per cent; camp tend- 
ers (phone order clerks) % per 
cent; assayer (record keeper) 1% 
per cent. 

Cash sales on the floor (gold dug 
out by the miners) yielded contest 
commissions in the opposite pro- 
portions, the inside salesmen here 
(miners) getting the big break 
(4 per cent). 

“This distribution of the contest 
commissions,” says Mr. Thomas, 
“kept good feeling throughout the 
contest and afterwards. It is im- 
portant in any sales contest to do 
this, for I have known too many 

(turn to page 33, piease) 
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Co-ordinating the Practical 
and the Aesthetic 


Deine aeve per cent of the 
future volume of the modern office 
appliance store will have its incep- 
tion in harmonizing the aesthetic 
theory or suggestion of the cus- 
tomer with the practical ideas of 
the specializing merchandiser. 
This plan of successfully retail- 
ing office furniture and appliances 
is now being used by Adreasen & 
Chambers, Inc., Oakland, Calif., an 
outstanding establishment that 
has extended its scope beyond 
merely supplying an office with 
desks and chairs. They have dem- 





This New Profession of the 
Office Furniture Merchan- 
diser Builds Prestige and 


Sales 


By E. R. CLINE 


onstrated that a new profession 
with possibilities far above the 
ordinary offers success to every 
dealer who will equip himself to 
meet its modern demand. And this 
new profession is as highly spe- 
cialized as are the professions and 
businesses it would serve. 

The average busy professional 
or business man, according to Mr. 
Andreasen, knows, in a general 
way, what he wants in office equip- 
ment, but not all of them are able 
to select exactly the right furni- 
ture or appliances and harmonize 





MESSRS. ANDREASEN AND CHAMBERS AT WORK.—At the left Mr. Andreasen is busy checking the figures on an estimate 
made on a complete job of office finishing and furnishing. At the right Mr. Chambers (seated) in serious mood, selects, with 
F. R. Broadhus, office furniture specialist on the A. & C. staff, the proper pieces for an office. 
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EFFECTIVE OFFICES IN THE INSUR- 
ANCE BUILDING, OAKLAND, CALIF.— 
Top: A suggestion of simple, modern 
beauty gained by use of counters, rails 
and office furniture of harmonizing pat- 
terns. Center: A corner in a suite of 
offices characterized by simplicity. Light- 
ing played an important part in the 
plans. Bottom: An example of simple 
decorative motif in which richness and 
character are accomplished almost 
wholly through choice furnishings. 


them with a given setting. It is 
not alone the problem of present- 
ing the new things in office furni- 
ture, but the lighting, the harmo- 
nizing of colors and shades and 
the adapting of the general set-up 
and appearance of the office and 
its facilities to the particular class 
of business of the occupant. 

Briefly, the plan is a method of 
scientifically analyzing the sugges- 
tions and problem of the customer 
and co-ordinating them with rec- 
ognized, modern scientific facts 
and the experience of previous in- 
stallations. 


Planning and Furnishing Service 
Is Extensive 

The facilities of Andreasen & 
Chambers, Inc., include: 

1. A service for surveying a given 
problem and presenting a com- 
plete estimate and art drawings in 
colors showing a proposed installa- 
tion. The drawings may be sup- 
plemented with additional draw- 
ings showing typical installations 
under similar conditions. If de- 
sired, the art department will 
produce the complete interior to- 
gether with a ground floor plan 
drawn to scale. Or they will take 
an actual photograph of an in- 
terior, retouch and paint out ob- 
solete furniture and paint in mod- 
ern offerings. In many sketches, 
black and white line drawings, 
very accurate and exact as to per- 
spective, help to make the sale. 
Proposed furniture, draperies and 
complete furnishings are used for 
models and drawn to scale, in their 
suggested locations. 

2,.Modern office equipment 
salesroom of more than _ 2,400 
square feet where every type of 
desk and chair is shown. 

3. An exclusive store of 2,000 
square feet for the unusual pieces 
in furniture, lamps, secretaries, 
lounges, over-stuffed pieces and 
office conveniencies and sugges- 
tions of every kind. 

4. A basement store with 1,009 
square feet where the buyer of the 
less pretentious office outfit, or the 
occasional one-piece buyer, may 
select. 

5. An elaborate decorating serv- 














ice in which every phase of office 
arrangement and wall, floor, win- 
dow and illuminating problems are 
carefully worked out. In this de- 
partment the customer may see 
any combination of colors or 
shades in decoration; drapes, wail 
paper, shades, blinds, curtains, 
mouldings, lamps, and modern 
illumination demonstrations. 

An outstanding example of the 
plan of this unusual store is seen 
in installation of office furniture 
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in the Insurance Building in Oak- 
land, in which no less than fifteen 
suites, some of them with as many 
as nine separate offices, have been 
equipped by Andreasen & Cham- 
bers, Inc. 

The Insurance Building is 
unique in itself, and the building's 
manager, P. Delaware Smith, is no 
less than an artist in assisting his 
clients in occupying offices that 
are “individually designed and 
lend dignity and character.” It is 
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SALES FLOOR AND FURNITURE DIS- 
PLAY ROOM MAINTAINED BY ANDREA- 


SEN & CHAMBERS. 


significant recognition of the pol- 
icy of Andreasen & Chambers, Inc., 
that Mr. Smith’s approval is placed 
upon it. When it is known that 
there are more than 40,000 square 
feet of office space in the Insur- 
ance Building and that the occu- 
pants are practically “hand 
picked,” Mr. Smith’s observations 
are well worth considering. He 
says: “The business of selling of- 
fice furniture and appliances is no 
longer a matter of salesmanship 
with a desk and a chair.” 

He points out that the establish- 
ment that will meet with success 
is the far-seeing one that will co- 
operate fully with building man- 
agers in arranging for every mod- 
ern convenience that high class 
and well paying tenants appre- 
ciate—even demand—yet some- 
times do not know just where or 
how to secure. The office equip- 
ment firm should be able to pre- 
pare, or at least assist in prepar- 
ing, working sketches and plans 
based on functions and inter-office 
relations of an organization pro- 
posing to occupy a Suite of offices. 
They should be able to vision how 
a suite of offices should be best ar- 
ranged to minimize time and ex- 
pense and promote efficiency and 
expedite business. Professional and 
business men occupying offices are 
engrossed with their own affairs— 
they know the “inner workings,” so 
to speak, of their own business; 
the office equipment man must be 
able to visualize and arrange for 
expediting that business. The of- 
fice supply man must not only 
know his appliances and where to 


locate them, but he must know 
color harmonies, how to produce 


effects in lighting and arrange- 
ments, where and how to secure, if 
demanded, everything needed to 
transform bare walls into home- 
like, inviting, comfortable and 
convenient offices. 


Theory Becomes Fact 


An example of this theory in 
practical application is given. A 
prosperous financial investment 
establishment with offices in the 
Insurance Building was using six 
200-watt open type lamps, believ- 
ing, in its busy contact with hun- 
dreds of customers, that it was 
securing the maximum in lighting 
—if it had given lighting much 
study at all. By analyzing the 
problem of this firm, fifteen mod- 
ern type lamps of 300-watts ca- 
pacity each (Westinghouse Magna- 
lux Luminaries) replaced the 
inadequate lights. 

Another example is the doctor’s 
office and reception room. The 
dealer must know how to trans- 
form the waiting room, with actual 
home furnishings, from the cold, 
forbidding place into a softly 
lighted, inviting chamber where 
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the patients’ and visitors’ minds 
relax and they are actually men- 
tally improved. 

There’s a lot of clever psychol- 
ogy, or better, an opportunity to 
cleverly utilize psychology, in de- 
signing offices for occupancy, in 
Mr. Smith’s experience. 

It is along this line that Andrea- 
sen & Chambers and their able 
staff operate. According to Mr. 
Chambers, each man must have 
his specific qualifications. He must 
visualize a satisfactory, efficient 
office—one that he knows will meet 
every requirement from a physical 
standpoint and at the same time 
carry that subtle influence of sat- 
isfaction that completely removes 
the occupant and his customers 
from its presence. 

The price factor, if it is consid- 
ered at all, is the very last matter 
in the firm’s sales psychology. It is 
consistent, trending upward to 
amply reward the ingenious spe- 
cializing salesman who is broad 
enough to see the latent possibili- 
ties in supplying the office-operat- 
ing public with efficiency combined 
with a modernized method of 
meeting its customers and pros- 
pects. 
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ARTILITY’'S BODiIFORM CHAIRS IN USE. 
—This pleasing installation of Bodiform 
chairs, manufactured by Artility Metal 
Products, Inc., Elkhart, Ind., was made 
recently by an Artility dealer. The chairs 
include an executive model with a 
swivel base and tilting seat and back; 
a s'milar model but without arms as a 
secretarial chair and two side chairs for 
visitors. 
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ANOTHER ART STEEL JOB!—Illustrated 
here is a special installation of the Art 
Steel Company, Inc., “Metropolitan” filing 
uprights designed to accommodate a serv- 
ice card in use by one of New York’s 
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largest furniture retailers. The installation 
was designed for ready accessibility, 
speed of operation and longevity. Con- 
stant additions to the original installation 
have proven the efficiency of the job, 
which is but one of many developed by 
Art Steel’s planning department in direct 
codéperation with the dealer. 


LEOPOLD FURNITURE AT SCHOOL!—The library at the Drake 
University was the scene of a recent installation of furniture 
manufactured by the Leopold Company, Burlington, Iowa, by 
the Storey-Kenworthy Company, Des Moines. Tables, chairs 
and the Hadley desk and chair, were all chosen to harmonize 
with the dignified interior of the building, which is trimmed in 
genuine walnut and is set up for complete air-conditioning. 
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MARBLE CHAIRS IN ABUNDANCE.—Chairs manufactured by 
the B. L. Marble Chair Company, Bedford, Ohio, were used 
exclusively in a fine installation made by Deemer & Company, 


Wilkes-Barre, Pa., in the offices of the Polish Union. The 
Marble organization was responsible, not only for the chairs 
and fireside bench in the board room (upper) but also for the 
overstuffed chairs and the davenport shown in the lower pic- 
ture. Desks, tables and telephone stands 
were made by the Standard Furniture 
Company, Herkimer, N. Y., while all 
leather on the upholstered furniture was 
manufactured by the Lackawanna Leath- 
er Company, Hackettstown, N. J. 


ROYALCHROME GOES TO THE THE- 
ATER.—This installation of Royalchrome 
office furniture, manufactured by the 
Royal Metal Manufacturing Company, 
Chicago, was recently made in the new 
Esquire theater, Chicago, by the Spitz- 
er’s Office Furniture House, Inc., of the 
same city. Shown in the illustration are 
three new additions to the Royalchrome 
line, namely the executive desk, secre- 
tarial desk and secretarial posture chair. 
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EDITORIAL 


Ask Quizz of Labor Act 


# At the recent meeting of the United States 
Chamber of Commerce held in Washington, a 
resolution introduced by J. S. Sprott, president 
of Globe-Wernicke Co., Cincinnati, was unani- 
mously adopted demanding immediate congres- 
sional inquiry into operation of the Wagner 
Labor Act with a view to drastic revision. 

The resolution, which followed a speech by 
Senator Burke, called the Wagner Act ‘“‘a formid- 
able barrier to enduring business recovery.” It 
charged that the act, ‘as construed and admin- 
istered by the labor relations board,” has in- 
creased rather than diminished labor contro- 
versies. As the act now stands, said the resolu- 
tion, ‘no employer can have any assurance of 
avoiding suspension of his operations as a re- 
sult of strikes called by competing labor organi- 
zations, even though the workers in his own 
establishment are completely satisfied with ex- 
isting bargaining arrangements.”’ 

Members of the Illinois Book Sellers and Sta- 
tioners Association went on record concurring 
in the chamber action at their meeting held in 
Peoria the next day, May 4. Letters were to be 
sent to the national chamber, the secretary of 
the N.S. A., and Mr. Sprott. 

Foreign Trade 

#¢ Negotiations are being made by our State 
Department with other nations toward the elimi- 
nation or reduction of trade barriers. OFFICE 
APPLIANCES is always conscious of the interna- 
tional trade agreement problem because of the 
communications we receive from our foreign sub- 
scribers. They point out the fact—with which 
we are in accord—that it is not sufficient that 
the United States of America is willing to sell 
goods abroad, but that it is necessary that we 
buy products in amounts of approximate cor- 
responding value from the countries to whom 
we sell. 

The consummation of trade agreements be- 
tween the United States and other nations will 
have the effect of removing those things that 
check the flow of international commerce. Our 
manufacturers are giving the export trade prob- 
lem their concerted attention, and all hope that 
reciprocal arrangements may be made which will 
accomplish the desired objectives. 

Relevant to the heavy exports of German man- 
ufactured typewriters, adding machines, calcu- 
lating machines, and other office equipment to 
South America in the last year or two, Brazilian 


importers and distributors of these German lines 
have been informed that effective April 1 prices 
would be increased 20 per cent. Higher produc- 
tion costs as well as current quotation on the 
compensation mark were cited as reasons for the 
price increase. It is of particular interest to the 
American manufacturers of office machines 
whose extensive markets in South America—as 
well as in a number of other countries—have 
been materially affected by the competition of 
low-priced German goods imported in large 
quantities, a result of the compensatory trade 
agreements between Germany and these govern- 


ments. 
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Encouragement in Business Outlook 


@¢ Despite the general recession in business, 
there is encouragement in the facts revealed by 
the statisticians. We find that the net profits of 
the office equipment industry for 1937 increased 
28.5 per cent over 1936, and that recent surveys 
of the complete business picture point to several 
reasons for expecting quick and sound business 
recovery in the months ahead. 

Profits of leading corporations in the office 
equipment field for 1937 amounted to $42,192,- 
000, compared to $32,832,000 in 1936, according 
to the April bulletin on economic conditions is- 
sued by the National City Bank of New York. 
Net worth, including book value of outstanding 
preferred and common stock and surplus ac- 
count at the beginning of each year, totaled 
$209,517,000 in 1937, compared with $203,158,000 
in 1936, making a gain of 3.1 per cent for last 
year. Also, the tabulations showed a gain in per 
cent return for 1937, the figures for the two years 
being 20.1 and 16.2. 

While the foregoing figures show a consider- 
able gain in 1937 over 1936, that gain has not 
been maintained thus far in 1938, although the 
decrease is comparatively small. The decrease 
for the office equipment industry, however, is 
substantially less than that prevailing over busi- 
ness generally—indicating that our industry is 
faring better than most others. 

On the other hand, five fundamental factors 
that give a strong foundation for optimism in 
viewing business as a whole were presented by 
A. L. Jackson, of Economics Statistics, Inc., in an 
analysis accompanied by graphic charts in the 
March 31 issue of Printers’ Ink. In substance, 
these are: 

1. A complete correction in the over-supply 
conditions that prevailed a year ago. 
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2. A correction of the commodity price malad- 
justment which partially caused the manufac- 
turers’ profit margin to be reduced, which in 
turn, tended to discourage production. 

3. While purchasing power declined, the reac- 
tion has not been so pronounced as the decline 


in production schedules. 


4. Demand, as portrayed by retail trade, has 


THE WEBERS HAVE A GOOD 
FISHING STORY 


Bill Weber, sales manager of the 
Ace Fastener Corporation, and Mrs. 
Weber returned from Florida with a 
fish story that is at least unusual. 
While doing some deep sea fishing 
Bill hooked a 38 lb. dolphin. At the 
same moment Mrs. Weber hooked a 
26!/, pounder. It happened that 
they were papa and mamma of the 
dolphin family. The Webers received 
much publicity as a result of the 
catch. To cap the climax Bill caught 
a 93!/5 lb. white marlin and a 43 |b. 
sailfish. All were caught on a 24- 
thread line. When Bill left Florida 
he was in the running for a $10,000 
prize donated by the Miami fishing 
tournament. 





THE RETURN OF A TYPEWRITER 


Not so long ago Sam Polonsky of 
the All-Makes Typewriter Exchange 
Chicago, sold an Underwood porta- 
ble typewriter to a man he knew only 
as a rental customer. The purchaser, 
who appeared to be a trustworthy 
individual, made a down payment of 
$4.00 and took the machine with 
him. Sam checked off the machine 
as permanently sold. 

BUT — — — 

Before the next payment was due 
another gentleman entered his store 
carrying a new Underwood portable 
typewriter. After Sam had greeted 
him, the newcomer said, ‘How much 


THEY REPRESENTED MITTAG & VOLGER AT 
THE AMERICAN BOWLING CONGRESS (A.B.C.) 
TOURNAMENT RECENTLY.—Upper row, L to R: 
Ira Cole, vice-president of the company; C. W. 
Allen, of Carter & Allen, Chicago distributor; 
W. H. Baldwin, who travels the north central 
states. Seated: E. Harris, R. Woodruff, E. Steven- 
son, O. TenEyck. The picture showing Mr. Cole 
all set to make a strike also shows the Mittag & 
Volger name as it appears on the attractive green 


uniform shirts. 


producers. 


held up relatively better than shipments from 
Inventories of finished goods have 
been sharply reduced. 

5. Purchasing power during February and 
March has increased, indicating that sales will 
continue to be well sustained. This favors a 


revival in production schedules, an increase in 


HERE AND THERE 


will you give me for this machine?’ 
Casting an expert glance at it, Sam 
said casually, "It ought to be worth 
$15.00." "Il have got to have 
$20.00," came the response. Sam 
examined the machine more closely 
and soon became aware that it was 
the typewriter he had sold less than 
a month before on the installment 
basis. 

“Sorry,” said Sam, ‘but | can't 
pay you anything for this typewriter 
and it does not leave my store. It 
was taken out by a customer who 
made a down payment less than a 
month ago but | still hold title to it.’’ 

Further inquiry revealed that the 
original would-be purchaser, finding 
himself in need of ready cash, had 
taken the machine to a pawnshop 
and realized $11.00 on it. A little 
later he was in need of more cash 
and asked for a loan at a check cash- 
ing agency. Upon refusal, he offered 
the pawn ticket in exchange for a 
couple of dollars. A deal was made 
and the man who received the pawn 
ticket paid $11.00 to redeem the 
machine. His investment was $13.00 
and he felt justified in asking $20.00 
for the machine. 

The net result was that the check 
cashing agency man lost his money 
and Sam Polonsky, the “lucky guy,’ 
got his machine back. The chances 
were about one to almost any figure 
that.could be named, that the tem 
porary possessor of the typewriter 
would take it back to the original 





employment, payrolls, and prices. 


owner, in making the attempt fo sell 
it. We insist that Sam Polonsky is a 


“lucky guy." 





PITTSBURGH KIWANIS AND 
ROTARY HEADED BY TYPE- 
WRITER MEN 


The unusual (and highly compli- 
mentary) situation of the Kiwanis and 
Rotary Clubs of one city electing 
typewriter men as their presidents 
almost simultaneously came to light 
in Pittsburgh, Pa., last month. 


lt all started when the Kiwanians, 
seeking someone to govern the local 
organization in 1938, decided that 
R. L. Manning, Pittsburgh manager 
of L. C. Smith & Corona Typewrit- 
ers, Inc. was the man for them. He 
had what it takes from practically 
every angle so there was general re- 
joicing when he took the gave! for 
the balance of the year. 

"Well, well, well,’ welled the mem- 
bers of the Pittsburgh Rotary Club. 
Those Kiwanians think they're smart. 
We Rotarians aren't very dull, eith- 
er.'' Whereupon they found another 
typewriter man—this time it was El- 
liot Dodge, manager of the Royal 
Typewriter Company's Pittsburgh 
office, and his election as president 
of the Rotary Club followed. 

All of which goes to show that Ro- 
tarian and Kiwanian alike certainly 
do recognize a good man when they 


see one. 











AIDS TYPEWRITER SALES 
WITH BLOTTERS, CENSUS 


(Continued from page 15) 


brance advertising, Mr. McDerby 
avers, “Of course, you should real- 
ize that you must keep the blot- 
ters interesting, and with real 
words of either wisdom or humor, 
or their effect is lost. 

“T know that this idea has paid 
me big dividends. I have actually 
traced a large number of sales to 
these blotters. 

“There is never a week that goes 
by without someone coming in 
and asking us if we would mind 
giving them a certain blotter we 
have gotten out. So I know the 
idea has interested a great many 
people. In fact, I have had in- 
quiries from two different con- 
cerns some distance away, one in 
Toronto and the other in Chicago, 
asking me if I had any objection 
to their using one of my blotters 
in their house organs. I always 
answer them that it is a privilege, 
and to hop right to it. 

“In regard to the colors of the 
blotters and the set-up, it pays to 
be careful.” 


Methods of Selling Machines and 
Taking Census 


During his many years of ex- 
perience in the field, Mr. McDerby 
has developed some policies and 
methods on typewriter and adding 
machine selling that are as inter- 
esting as his advertising program. 
Modestly he refers to them: 

“So many readers can do this 
much better than I that I hesitate 
to say anything along this line. 
However, I know i have some 
ideas that have worked in my own 
territory. 

“T have always tried to cultivate 
good will above everything else. 
I don’t always believe that the 
customer is right, but at the same 
time I surely play ball with every- 
one and will go more than half 
way with anyone in my territory. 
I try to make all who know me 
to believe that it is worth while 
knowing me. Their joys are mine 
and their troubles likewise. 

“In the past few years I, myself, 
have gone through the mill. I 
branched out at the wrong time 
and the financial crisis of 1929 put 
the skids under me. However, I 
am getting back on my feet, and 
last year was one of the best 
years I ever had. Sold 497 ma- 
chines myself. I not only sell my 
own machines but also sell new 
L. C. Smiths and Corona portables 
on straight commission.” Mr. Mc- 





Derby likewise sells R. C. Allen 
calculators. He continues: 

“T have one idea on working 
the territory that has helped me 
more than anything else. For in- 
stance, every once in a while some 
typewriter salesman will make the 
statement that his company has 
more machines in a certain terri- 
tory than any other. But I know 
in the vast majority of cases that 
they don’t know what they are 
talking about. However, as for 
myself, I do know. I will explain 
how. 

“I take a complete census of 
every town or city I work—at least 
once a year. For the larger points 
I just keep revising the sheets 
in my loose leaf books, but I make 
out new sheets every time I work 
the smaller places.” 

Mr. McDerby’s description of the 
information which he covers in 
his machine census reveals amaz- 
ing thoroughness, especially for a 
job accomplished by one person. 

“I first put down the date I 
work the place,” says Mr. Mc- 
Derby. “Then the different makes 
of typewriters in the community. 
Below this summary I record the 
names of the owners, the kind of 
machine and serial number. I 
can’t always get the serial num- 
ber, but I do in most cases. 

“Next, I write down the name 
of everyone that I consider a 
prospect, or that might be in the 
future. Following this, the names 
of all owners and prospects upon 
whom I call on that particular 
trip. 

“On other pages I record the 
census of all adding machines, in 
the same manner as indicated for 
the typewriters. 

“Following this, I put down all 
the business I secured on that trip. 
Then a list of all the business that 
I have ever done there, including 
dates, names of persons, ma- 
chines and serial numbers. Also, 
I note all the business which I 
know has been done by competi- 
tors. Then, below this, I show the 
percentages of my own sales as 
compared with all others, tabu- 
lated by years, dating from the 
time I first worked the place to 
the last calls. 

“T also keep a record of all ma- 
chines which have disappeared 
from the town. Finally, I list 
all the sales of typewriters and 
adding machines I have ever made 
in the place. 

‘““When I hit a city that has, 
say, 400 or 500 machines, as you 
can realize, it is no small job 
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keeping the book accurate. It 
takes a lot of time, but it can be 
done. 

“I do know, however, that this 
idea of mine has paid big divi- 
dends,” declares Mr. McDerby. 


————o—= > —___—__ 


DEALER MERCHANDISING 
POLICIES EFFECT ON SALES 


(Continued from page 17) 

to have customer confidence and 
satisfaction,’ Mr. Hansell asserted. 
“However, I do not believe that 
there is any fixed rule to be ap- 
plied to accomplish this result, 
since the nature of customers 
varies and each one has to be 
treated individually. 

“In regard to returned goods, 
adjustments and exchanges, we 
are of the opinion that unless an 
article is seasonal in character it 
is advisable to meet the customer’s 
point of view, unless a direct loss 
would be involved. 

“We do not have any amount of 
installment selling. However, we 
are not adverse to this policy, and 
are willing to give credit to con- 
cerns or individuals who are 
worthy of same,” Mr. Hansell said. 

Yes, sound merchandising poli- 
cies have a positive effect upon 
dealer sales and profits, And of 
such merchants, it is said, “They 
are a good house to deal with!” 


Or 9 


TEN METHODS OF GETTING 
NEW CUSTOMERS 


(Continued from page 24) 
added to my list. Incidentally, he 
no longer uses that ribbon. I gave 
him a sample of my leading make 
and I never had to buy a second 
lot of the other.” 


Go After Business Despite Politics 


7. A certain dealer of my ac- 
quaintance, located in a county 
seat town, finds politics a factor 
in the buying of office supplies 
and equipment. At present, he 
happens to be on the wrong side of 
the political fence. Since the 
county officials want to favor their 
henchmen in the trade, there isn’t 
much in the way of sales talk 
which will get around that. But 
this dealer has taken advantage 
of the fact that his competitor 
takes too much for granted; he 
has assumed that orders will come 
to him because of his politics, and 
without much effort on his part. 
As a result, salesmen from out- 
of-town concerns were grabbing 
off some of the business. My ac- 
quaintance has taken pains to 
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FRANK D. WATERMAN PASSES 


As this issue goes to press word 
is received of the passing of Frank 
D. Waterman, president of the 
L. E. Waterman Company, who 
died in New York on April 6 after 
contracting pneumonia. He had 
been in ill health for several 
months, and was sixty-eight years 
of age. 

Mr. Waterman’s career was one 
of steady plodding and hard work 
rather than the spectacular. Born 
at Aldorf, Ill., July 20, 1869, the 
son of a wagon maker, he at- 
tended school there and worked 
at odd jobs in the village candy 
store. Later he obtained a job as 
manager of the Aldorf theatre and 
also drove wagons. 

Meanwhile, his uncle, the late 
L. E. Waterman was making prog- 
ress with his fountain pen and 
Frank Waterman sought and ob- 
tained a job Selling the then little 
known writing instrument. He 
opened an office in Chicago with 
instructions—characteristic of his 
uncle—to “take the whole West as 
your field.” 


Frank Waterman was in his ele- 
ment and developed the sales so 
rapidly that when L. E. Waterman 
decided to turn his business into a 
company in 1892 he called his 
nephew East to take the position 





THE LATE F. D. 
WATERMAN 


of secretary of the new organiza- 
tion. 

Frank Waterman met many ob- 
stacles in his climb to success but 
his enthusiasm surmounted them 
all. In 1898 he married Helen L. 
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Huson of Englewood, N. J., and 
moved to Brooklyn. In 1925 he 
received the Republican nomina- 
tion for mayor of New York City. 
But his attitude toward life never 
changed. He continued to patron- 
ize the subways in his journeying 
about the city and, when Mayor 
Hyland in the campaign dubbed 
him a “mouthpiece of the inter- 
ests” and accused him of favoring 
the traction “interests” he replied 
that the only favor he did for the 
traction interests was to drop his 
five-cent fare in the turnstile. 

Typical of the man was a brief 
statement he once made in answer 
to a question concerning his suc- 
cess as president of the Waterman 
organization. 

“T attribute whatever success I 
may have had to sticking to one 
thing all my life, and that has 
been my business.” 

Funeral services were held from 
the St. James church, New York 
City, on Monday, May 9. 

The death of Frank Waterman 


will bring deep regret to his many 
friends throughout the country. 





make personal friends of the pros- 
pective purchasers. He goes to so- 
licit their business regularly and 
he watches the transactions at the 
city and county board meetings, 
noting when any money has been 
appropriated for office equipment 
or construction or related pur- 
poses. He is right after detailed 
information about any such mat- 
ter. He is getting some business 
his competitor could handle, 
though not too much of it. But 
he is grabbing off the business 
that would go to some representa- 
tive of a distant company if left 
to go wherever the buyers inclined. 
Instead of admitting there is no 
use bucking the political deal, he 
admits nothing and goes after the 
business. 


Advertise Used Items Individually 


8. A dealer who has occasionally 
found it worth while to take an 
old file in a trade-in (perhaps a 
pretty good file) in order to get his 
line started to replace another 
line, finds it pays to advertise such 
pieces of equipment individually. 
One at a time, he inserts little 
“For Sale” advertisements in the 
Classified columns of the local 
newspaper. Thus he gets a new 
customer by taking a trade-in. He 
gets another new customer when 
someone comes in to buy the used 
file. The latter customer may be 


someone just starting an office 
without much capital, and he may 
later become a valued customer. 


Patronize the New Business 


9. I know a dealer who watches 
for every new business enterprise 
in his town and, if it is at all pos- 
sible, he becomes one of the first 
to patronize that business. A man 
starting a business remembers for 
a long time those who were his 
first customers, when customers, 
patrons or clients, were few. He 
feels inclined to reciprocate, to 
boost that first customer. The new 
business in town may become an 
old customer for you in time—if 
you are among the first to wel- 
come and patronize its owner. 


Show Prospects Their Needs 


10. There are some prospective 
new customers among those who, 
despite the common knowledge of 
modern office equipment, do not 
think of this equipment as of use 
to them. I know a dealer who 
found an American Legion post a 
fine prospect for a filing unit that 
would give the varied accommoda- 
tions necessary for holding all the 
post’s papers, etc. Another pros- 
pect was a country fire district 
whose officers were led to see the 
advantage, not to say necessity of 
suitable filing equipment for stor- 
age of documents. He developed 
such other prospects as a women’s 





club of large membership, a Ma- 
sonic lodge, a church, a cemetery 
association, a milk-man, a public 
library. 

There are many prospective new 
customers that can be uncovered 
by a dealer with imagination. 
Most of the foregoing, if not sold 
by showing them the need they 
had not themselves recognized, 
would never have bought. 


er 


“GOLD RUSH” CONTEST FOR 
RIBBON, CARBON SALES 
(Continued from page 25) 


where ill feeling resulted. It is the 
sharing of the gold that makes 
everyone in connection with the 
‘diggins’ happy, but it must be 
shared proportionately to the ef- 
fort put into it. 


“The contest produced nearly 20 
per cent of the anticipated volume 
for the year,’ continued Mr. 
Thomas. “Every man participating 
made extra money. The results 
were somewhat surprising even to 
us, for the contest was held during 
a month supposed to be unusually 
slow, a month that followed three 
peak months. The 4 per cent 
yielded the top man more than 
fifteen dollars extra, which means 
he increased his carbons and rib- 
bons sales splendidly over what 
they very likely would have been 
otherwise.” 


























TWO NEW LEOPOLD DESKS 

Designed to fit the need of every type of office as 
well as the home, two new desks have recently been 
announced by the Leopold Company, Burlington, Iowa. 
They are the “Modern” and the “Junior Modern.” 

The Modern is a desk without legs which provides 
ample knee and foot space, and greatly increases room 
for mopping and sweeping beneath it. All corners and 
edges are rounded and smooth, while rustproof meta! 
glides protect linoleum, rubber or plastic floors. The 
glides are easily adjusted for height to level up the 





LEOPOLD'S (TOP) JUNIOR MODERN DESK AND 
(LOWER) THE MODERN DESK. 


desk on an uneven floor. Available in genuine walnut 
or oak in all sizes and styles. 

The Junior Modern is for the small office or the 
home and comes in two sizes, 48x26” two pedestal, and 
36x26” single pedestal. The former model includes 
three styles, a desk with drawers in both pedestals, a 
portable typewriter desk (as illustrated) and a drop- 
head typewriter desk. The latter is available in two 
Styles, regular flat top and the drophead typewriter. 
Drawer interiors are conveniently equipped with pencil 
tray, adjustable partitions, letter file and a stationery 
tray in all typewriter desks. 


—-><-— 


NEW QUALITY PARK WALLET 
A new slide fastener Leatheroid wallet which can 
be easily adjusted to any expansion has recently been 
introduced to the market by the Quality Park Envelope 
Company, 11-116 Merchandise Mart, Chicago. 





Constructed of Leatheroid, the slide fastener wallet 
is equipped with a locking device of light, non-rusting 
metal which locks the wallet at any desired size. 
Greater wear in the wallet is assured by its sturdy 
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NEW QUALITY PARK em 

WALLET SHOWN 

(ABOVE) CLOSED AND 
(AT RIGHT) OPEN. 


mila 


construction, which includes double reinforced flaps 
and foldover gusset tops. 

Further detail on this new item’ may be obtained 
by communicating with the Quality Park Envelope 
Company’s home offices. 
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RONALD STEEL ANNOUNCES “AIRJUSTOR” 

The Ronald Steel Products Corporation, 423-431 West 
Twenty-eighth street, New York City, has recently an- 
nounced the “Airjustor,”’ an _ all-year-round §air- 
conditioning device. 

The “Airjustor’” delivers fresh, invigorating air up to 
400 cubic feet per minute after it has been installed 
in a window. As the machine delivers fresh air 
cleansed by two removable filters, it operates a power- 
ful and noiseless fan which forces out the used-up 
impure air of the room. 

In the Winter the machine also provides fresh air 
warmed to any degree selected by the user. 

Further details and descriptive literature which illus- 














THE “AIRJUSTOR” 


trates the neat-appearing and compact “Airjustor’”’ 
may be obtained by communicating with the home 
offices of the manufacturer. 
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NORTH STAR PRODUCES HOME TYPEWRITER DESK 
Built to accommodate a full-size standard typewriter 
of any make, a new and handsome typewriter desk 
for the home has recently been announced by the 
North Star Furniture Corporation, Evansville, Ind. 
Compact size and decorative beauty are two of the 
principal features of the new desk. It has an easy- 





NORTH STAR’S TYPEWRITER DESK 


action folding top, generous storage space and an 
efficient working arrangement which includes a bottom 
drawer of letter file size with three quarter-inch ply- 
wood partitions. A walnut finish and modernistic 
hardware complete the picture. 

A special feature of the new number is an arrange- 
ment whereby plenty of knee room is available to the 
desk user. When the desk is open the base, upon which 
rests the typewriter, extends six inches over the edge 
of the desk. By pulling the typewriter to a point where 
it balances safely, another four inches of space is 
gained leaving a total of ten inches of Jeg room for 
the user when typing. 
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THREE NEW SHAW-WALKER ALUMINUM CHAIRS 

The Shaw-Walker Company, Muskegon, Mich., last 
month announced three new aluminum chairs which 
have been named the Skyscraper executive posture 
chair, the executive swivel and the side chair. All three 
are equipped with air-conditioned, foam rubber cush- 
ions, and bring the total of aluminum chairs available 
in the Shaw-Walker franchise to twenty-one. 

The Skycraper executive posture chair is designed 
for individual accomplishment by elimination of 
fatigue and distractions. It is adaptable to any indi- 
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vidual’s posture by adjustment at five points and pro- 
vides the relaxed but proper posture which stimulates 
activity. 

“Personalized” comfort is attained by adjustments 
(without tools) of the height of back and seat, tilt of 
back and back rest, and seat tilt tension. Noise ol 
springs has been eliminated by the use of rubber. Dur- 
able frieze covering adds richness to appearance and 
touch while rubber-tired, ball-bearing casters give 
resistless movement on the floor. 

wslipeanaen enaailala ea gs 
AIR-FLOW CUSHION BY CRAMER 

Available in three colors, rust, green and brown, and 
featured by removable fabric covers, a new Air-Flow 
cushion, made of Dunlopillo, has been announced by 
the Cramer Safe & Office Equipment Company, 1417-19 
McGee street, Kansas City, Mo. 

According to the manufacturers, the substance of 
which the cushion is made is pure Latex which has 
been whipped to a foam and then poured into a mold 
to the desired shape. It is not subjected to grinding 
or kneading processes and the natural nerve of the 
rubber is retained and does not deteriorate. The 
material is porous—made so by millions of inter-con- 
nected air cells through which air readily circulates. 

There are two sizes in the one-inch, and two in 





AIR-FLOW CHAIR CUSHION 


the two-inch. In the former class the No. 1 is 14x 14% 
inches and No. 2 is 16144 x 17%, one inch thick. In the 
latter the same dimensions prevail but with the 


cushion being two inches thick. 
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PAR-BROOK ANNOUNCES THE “STORALOT” 
The Par-Brook Manufacturing Company, 4660 
Brook-park road, Cleveland, Ohio, last month an- 
nounced a new model of its line of Storalot cabinets 





SHAW-WALKER NO. 6427 





SHAW-WALKER NO. 6302 


SHAW-WALKER NO. 6303 








for the office. The new item is listed as the No. 400. 

Containing four sturdy shelves which may be easily 
and quickly adjusted on half-inch centers, the Storalot 
because of its rigidity and ruggedness, plus a three- 





PAR-BROOK’S “STORALOT” 


point locking mechanism, assures a safe, clean place in 
which to store supplies of any kind. Spot-welded con- 
struction is another important feature of the cabinet. 

The finish is a baked-on olive green enamel while 
the hardware is of the chrome plated automobile type 
with integral lock complete with two keys. 

Further details as to prices, dimensions, etc., may be 
obtained by communicating with the company’s home 
offices. 
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EVANSVILLE DESK’S NEW COMMERCE GROUP 


An innovation in wood office furniture just intro- 
duced by the Evansville Desk Company, Evansville, 
Indiana, is the Commerce group of office desks and 
tables in Nubian black finish. 

The illustration shows No. 1360B flat top desk in 
60” x34” size. 

The lustrous surfaces of the desks and tables in jet 
black are said to contrast sharply with the cast brass 
drawer pulls and brass foot sockets to produce an effect 
of striking beauty. 

The edges of the tops on the desks and tables are 
shaped, with corners well rounded. The inside leg cor- 
ners are rounded and the drawer interiors are finished 
natural. All desks are provided with automatic drawer 
locking devices, and pen trays are furnished in the flat 
top and secretarial desks. 


The series includes 60”x34”, and 42”x32” 


54”x32”, 





THE “COMMERCE” DESK 


Flat Top Desks, 60”x34” Secretarial, 54”x32” and 42”x 
32” Drophead Typewriter Desks and 60”x34” and 54”x 
32” Tables 
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TWO NEW MURPHY CHAIRS 

In line with its increased activity for the Spring 
and Summer business increases, the Murphy Chair 
Company, Inc., Owensboro, Ky., has added two new 
chairs to its extensive line. They are the No. 8297 
executive model and the No. 8277-B Bank of England 
chair. 

The first-named chair has been built for comfort 
and durability. It is equipped with a special channel 
and pad back and a comfortable boxed spring seat. 
Padded arm rests and easy-moving casters add to its 
general appearance and utility. 

The Bank of Englana chair is featured by rounded 
corners, a deep saddle seat and broad perfect-fitting 
posture back. It is available in arm and armless swivels 





MURPHY’'S NOS. 8297 AND 8277-B 


and chairs and in tapered post as well as turned post 

design, as illustrated. It is of pecan wood finished in 

walnut and has an upholstered back pad. 

———\_—-o—__——_ 

PARROT PRODUCES NEW STAPLER ATTACHMENT 
The Parrot Speed Fastener Corporation, 37-18 North- 

ern boulevard, Long Island City, N. Y., last month an- 

nounced a new lever-action attachment designed par- 





NEW ATTACHMENT FOR PARROT SPEED FASTENERS 


ticularly for use with the No. 13 heavy-duty Speed 
fastener using quarter, three-eighth and half-inch 
chisel pointed staples. By the powerful leverage de- 
veloped in its long arm, 120 sheets of sixteen-pound 
paper (or the equivalent) can be fastened with almost 
effortless pressure, making the machine perfect for 
production work. 

The device may also be combined with the Super-7 
Speed fastener using standard size staples, according 
to the manufacturers. Further details of the attach- 
ment will be furnished on request to the company’s 
home offices. 
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THE “MAILBOY” MOISTENER 


Listed as the “Mailboy” a new item has recently been 
added to its line of Super-Moisteners by the Better 
Packages, Inc., whose products are distributed by the 
A. W. Kellogg Sales Company, Waltham, Mass. 

The Mailboy moistener is a compact, streamlined 
machine for moistening gummed surfaces such as 
envelope flaps, stamps and labels with a “flick of the 
finger.” It was built with the paramount features of 
increased speed and sanitary operation in mind. The 
gummed surface to be moistened slides under the regu- 





“MAILBOY” MOISTENER 


latory guide and every particle of gum is moistened 
by fine-quality china-bristles. The device operates 
without the use of sponges or rollers and retails at 
$2.25. 

According to the manufacturers the Mailboy mo st- 
ener has been so constructed as to leave nothing to 
chance as far as its operation is concerned. No matter 
how long or rapidly used, it applies the exactly correct 
amount of moisture to the dry gums for instant and 
solid adhesion. 

Further details may be obtained by communicating 
with the Kellogg organization at Waltham. 

since a a tli 


UNITED BUSINESS ANNOUNCED NEW DUPLICATOR 

Featured by a total lack of pump, valves and gears, 
a new United liquid process duplicator, operating by 
hand, has recently been announced by the United 





UNITED BUSINESS MACHINES’ NEW DUPLICATOR 


Business Machines Company, 515 South Laflin street, 
Chicago. 

Made to sell at $59.50, the new machine has an auto- 
matic liquid feed and hand paper feed. It requires no 
stencils, gelatin, ink, ribbons or type to set. It pro- 
duces clean, perfectly registered copies up to nine by 
fourteen inches, at a fast speed. The machine, which 
is simple to operate, will reproduce anything that can 
be written, drawn or typed. Four colors can be repro- 
duced at the same time, purple, red, green and blue. 

Other features of the duplicator include convenient 


>> 
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adjustable pressure control, visible liquid supply gauge, 
roller bearings in pressure roller. 

A companion model of the duplicator, which is 
equipped for automatic operation entirely, retails for 
$79.50. 

Dealers desiring descriptive literature or additional 
details on these and other models of the United Busi- 
ness Machines Company line of liquid process duplica- 
tors will be accommodated upon making application at 
the manufacturing company’s home offices. 

eae renee 

HARTER’S “SELF-FITTING” POSTURE CHAIRS 

Combining correct posture and practical comfort 
with instant self-adjustment, a new line of posture 
chairs has been produced by the Harter Corporation, 
Sturgis, Mich. 

The back height of the new chair is self-adjustable 
and requires no involved operation on the part of the 
user. The horizontal or lateral movement of the back 
is governed by another control and a turn of a wheel 





SHOWN LEFT TO RIGHT ARE HARTER’S NO. 17D AND 
17S POSTURE CHAIRS 


makes the adjustment. A third control adjusts the 
seat height while added to this is a special spring con- 
struction which makes the Harter seat a “rest cushion.” 
Further particulars of the new line, two models of 
which are shown here, may be obtained by communi- 

cating with the Harter Corporation’s home offices. 
——> 2 

NEW KAMKET PUNCH 

The Kamket Corporation, 401 Broadway, New York 
City, makers of Kamket loose-leaf wire binding and a 
complete line of Kamket brief covers, now introduces 








KAMKET PUNCH 


the Kamket punch. The Kamket punch is described 
as a practical, efficient appliance for office use in 
punching accounting reports, contracts, briefs, pro- 
posals, scripts, maps, engineering plans and all other 
material for binding in Kamket covers. 

(Turn to page 105, please) 





National Association News 


Information Concerning the Activities of the National Stationers Association 


President: Harold J. Hampton, In- 
dianapolis Office Supply Com- 
pany, Indianapolis, Ind. 


Vice-President & Chairman Distrib- 
utors Division: Edward H. Wob. 
ber, Wobber's, Inc., San Francis- 
co, Calif. 


Vice-Chairman Distributors Division: 
Morris E. Hansell, Il, F. F. Hansell 
& Bro. Ltd., New Orleans, La. 


Vice-President & Chairman Manu- 
turers Division: R. A. Maish, Den- 
nison Manufacturing Company, 
Framingham, Mass. 


OFFICERS 


Vice-Chairman Manufacturers Divi- 
sion: Craig Sheaffer, W. A. Sheaf- 
fer Pen Company, Fort Madison, 
la. 

Vice-President & Chairman Office 
Furniture & Office Outfittings Di- 
vision: Charles W. Roth, Roth Of- 
fice Equipment Company, Dayton, 
Ohio. 

Vice-President & Chairman Manufac- 
turing Stationers Division: W. L. 
Jaques, Jaques & Company, New 
York City. 

Vice-President & Chairman Sales 
Managers Division: Harry Tehan, 
Charles M. Higgins & Company, 
Brooklyn, N. Y. 


REGIONAL GOVERNORS 


No. 7: V. A. Hanson, Brown 


Vice-President & Chairman Field 
Division: Charles G. Consodine, 
Wallace Pencil Company, Chi- 
cago, Ill. 


Vice-President & Chairman Whole- 
salers Division: John Ford, Jr., 
Peterson Lithograph & Printing 
Company, Omaha, Neb. 

Treasurer: W. E. Stockett, Jr., Stock- 
ett-Fiske Company, Inc., Wash- 
ington, D. C. 

Auditor: Woodson P. Waddy, Ever- 
ett Waddey Company, Richmond, 
Va. 

General Manager 


Charles P. Garvin. 


& Secretary: 


No. 10: Gus C. Lipp, W. H. 


No. I: Edgar M. Berry, 
Berry Paper Company, 
Lewiston, Maine. 


No. 2: A. G. Preston, Utica 


No. 4: (Eastern Division) 
J. L. Griffith, Halsey & 
Griffith,West Palm Beach, 
Fla. 


Kistler Stationery Com- 
pany, Denver, Colo. 


No. Il: W. J. Ortel, Shaw 


& Saenger, Inc., Sioux 


Falls, S. D. 





Office Supply Company, 
Utica, N. Y. 

No. 3: Dan Smith, Jr., Smith 
Printing Company, Wil- 
liamsport, Pa. 

No. 4: (Western Division) 
Paul W. Bumbarger, Bum- 
barger's, Hickory, N.C. 


No. 5: K. L. Boyer, Newell 
B. Newton Company, To- 
ledo, Ohio. 


No. 6: Fred Tracht, Univer- 
sity of Chicago Bookstore, 
Chicago, Ill. 


No. 8: Gerry Manning, Jop- 


& Borden Company, Spo- 





lin Printing & Stationery 
Company, Joplin, Mo. 


kane, Wash. 
No. 12: J. A. Parsons, Smith 
Bros., Oakland, Calif. 


No. 13: A. J. Kerin, Tower 
Bros. Stationery Company, 
New York, N. Y. 


No. 9: Russell Grieve, Mav- 
erick-Clarke Lithograph- 
ing Company, San Anto- 
nio, Texas. 


General Offices and Information Bureau, 740 Investment Building, Washington, D. C. 


Place and Date of Next Annual Convention—Chicago, Sept. 26, 27, 28 and 29. 


2th District Meeting Held 


More Than 100 Attend San Francisco Gathering 
in the Palace Hotel Which Was Opened by 
Ed. Wobber. 


j annual regional meeting of district No. 12, held 
at the Palace hotel, San Francisco, on Tuesday, April 
12, was one of the most enthusiastic and helpful gath- 
erings of the stationers in recent years. Attended by 
over 100 stationers and their salesmen from the Bay 
City area and surrounding cities and towns of the 
Northern California territory, the traveling troupe of 
six “musketeers,” headed by the inimitable generalis- 
simo, Charlie Garvin, general manager of the national 
association, was given an ovation, and, incidentally, a 
banquet at the noon hour, also held at the Palace 
hotel, under the auspices of the Northern California 
Stationers Association. 


The convention proper was opened by E. L. Wobber, 
Wobber’s, Inc., of San Francisco, ex-president of the 
local association, pinch-hitting for President Jim Par- 
sons, who was unable to attend. Mr. Wobber, always 
of pleasing mien and address, introduced General 
Garvin and his troubadours, and then followed the 
roll call, each delegate present standing and announc- 
ing his name and that of the company with which he 
is affiliated. 

General Manager Garvin, with merry twinkles in his 
eyes, and a suspicious grin on his broad countenance, 


always ready to have a little fun at the expense of his 
associates, then introduced his five traveling com- 
panions, referring, in a humorous vein, to the special 
duties assigned to each en route. 

Harold J. Hampton of Indianapolis, president of The 
National Stationers Association, was first to feel the 
darts from Charlie’s glib tongue, to the great amuse- 
ment of the delegates. Then, in order, Charlie intro- 
duced F. H. (Ted) Caswell of the F. S. Webster Com- 
pany, Boston; Harry J. Nichols of Weis Manufacturing 
Company, Monroe, Mich.; Washington L. Jaques of 
Jaques & Company, New York and William F. Block of 
Victor Safe & Equipment Company, North Tonawanda, 
N. Y. It also happens that Mr. Block got his start in 
San Francisco, and his appearance here at this time 
was like a home-coming celebration for himself and 
friends. 

The Speakers’ Program 

To Chairman Wobber fell the pleasant duty of han- 
dling the speaking program, the first speaker being 
Harry J. Nichols of Monroe, Mich. Mr. Nichols handled 
his subject—“Definite Value of Friendships in Business 
and Association Codperation” in a highly interesting 
manner. 

Mr. Jaques delivered one of the keynote speeches of 
the convention, going thoroughly into the work of the 
association, its many benefits to members, etc., under 
the address heading “The Dealer Thinks Out Loud.” Mr. 
Jaques dwelled at length on the Fair Trade Practices 
Acts in effect in forty-two states, and urged dealers to 

(Turn to page 40, please) 
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LOS ANGELES MEETING NOTABLES 


1. Harold Hampton, president, The National Stationers Asso- 
ciation; Thomas P. O’Rourke, Savel Stationery Company, 
Los Angeles. 

2. Harry L. Nichols, Weis Manufacturing Co.; Wash Jaques, 
Jaques & Co., Inc., New York, N. Y.; William F. Block, 
Victor Safe & Equipment Co.; Arthur O. Carlson, Edward 
Barry Co. 

3. Al. Anderson; Doris Willis; Zellerbach Paper Co. 

4. Sam Flatau and Joe Malik, Stationery & Office Supply Co. 


5. A. J. Millin and F. L. Hawley, Schwabacher-Frey Co., Los 
Angeles; Miss Georgia Blaustein, Stationers Corp., Los 
Angeles; Miss Doris E. Willis, Zellerbach Paper Co.; J. L. 


District 12 Meets at Los Angeles 


Harry Morgan Greets Delegates at the Biltmore 
Hotel and Is Also Host to the Crowd at an 
Elaborate Breakfast. 


HE meeting of the Twelfth Regional district of the 
National Stationers Association took place on April 5 
at the Biltmore hotel, Los Angeles,.under the guidance 
of Secretary and General Manager Charles P. Garvin. 
The chairmanship of the meeting was in the hands of 
former President Harry Morgan, who presided with 
his usual wit and efficiency. The principal speaker was 
the secretary and general manager, Mr. Garvin, very 
ably seconded by President Harold J. Hampton. 

Mr. Garvin’s remarks were, as always, witty and to 
the point. From his vantage point in Washington, 
D. C., he was able to give a comprehensive outline of 
the situation in this industry. He discussed the appli- 
cation of the fair-trade laws which have swept the 
country, and he made a number of suggestions which 
will help if adopted to make these measures success- 
ful. He concluded his remarks with a statement as to 
the outlook, declaring it to be more optimistic than 
otherwise. At the conclusion of Mr. Garvin’s remarks, 
the chairman introduced Mr. Hampton, who presented 
an able address on the art of making money in busi- 
ness. 

Inside salesmen are paid straight salaries. The com- 
pany assigns to its salesmen individual accounts. Non- 


Anderson, Wilson-Jones Co.; N. V. Horton, Zellerbach 
Paper Co. 

6. Barney Alderson, Zundel Seating Co., Los Angeles, and 
Pronto File Corp., New York. N. Y. 


7. W. J. Dalton, National Vulcanized Fibre Co.; Carl Grimes, 
Grimes-Stassforth Stationery Co., Los Angeles; W. H. Starr, 
Stationers Loose Leaf Co. 


8. Ivie Stein, Stein’s Stationery Store, Santa Ana, head of 
the new Stationers Association of the Orange Empire. 


9. W. T. Van Culen, Standard Diary Co.; Wilson Turner, Los 
Angeles News Co.; Phil Van Culen, Standard Diary Co.; 
Jim Anderson, Wilson-Jones Co. 


producing territories are discussed in the sales meet- 
ings and rotated among the men until the right man 
is found to handle them. 

Mr. Hampton followed with some discussion of the 
methods used in costing, credits, age of accounts, and 
so forth, concluding with the statement that rather 
than demoralize the market by offering discontinued 
or overstocked items, the company pays special bonus 
amounts to salesmen disposing of such items. 

The sessions of April 5 were preceded on Monday by 
a meeting at Santa Ana of the stationers of the district 
and vicinity, who organized an association and elected 
Ivie Stein, proprietor of Stein’s Stationery Store, as 
their president. 

On April 4 the Golden State Traveler’s Association 
partook of a luncheon at 12:15 at the Rosslyn hotel. 

Following an interesting speech by Washington 
Jaques of New York City, the meeting adjourned for 
luncheon. The afternoon session was devoted to dis- 
cussions of various topics, closing with a meeting 
exclusively for dealers. 

The traveling contingent of The National Association 
covered Los Angeles and vicinity with thoroughness. 
Several smaller meetings were held in towns near Los 
Angeles, and a special meeting was held at San Diego, 
where Mr. Garvin made a speech before the Rotary 
Club of that city. 

One of the features of the Los Angeles convention 
was a breakfast given to all the delegates by Harry 
Morgan. 
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LOS ANGELES MEETING 

(Continued from page 38) 
cooperate fully with the manufacturers in maintaining 
prices. 

William F. Block was the next speaker, and his 
subject “Problems of Distribution,” was handled in a 
very able manner. At perfect ease in extemporaneous 
speaking, Mr. Block held his listeners in close attention 
throughout. He urged the stationers to use modern 
records and modern methods in the conduct of their 
businesses. 

Mr. Garvin was down for an address on the subject: 
“What’s Happening to and in Business,” and he acquit- 
ted himself in his usual pleasing manner. 

The noon hour having arrived, the convention re- 
cessed to attend a banquet served in the large dining 
room adjoining the convention hall, where a sumptu- 
ous repast was enjoyed from 12:30 until 2 P. M. Every 
delegate participated, and the ladies of many members 
also attended. During the progress of the dinner an 
interesting program of vocal and instrumental music 
was rendered by local talent. 

Re-convening at 2 P. M., the first speaker was 
Stanley Weigel, attorney for the Northern California 
Stationers Association, who dwelt at length on the 
ramifications of both the California Fair Trades Prac- 
tices Act, and also the California Unfair Trades Act. 
He said that the Fair Trades Act recently was held 
constitutional by the California State Supreme Court, 
and that a final decision would in about three months 
be handed down on the State Unfair Practices Act, 
and that it was his guess that this act also would be 
held constitutional. The speaker referred to benefits 
already obtained through the California acts, and 
urged the stationers to back up the manufacturers who 
already have declared under these acts, and to aid in 
the movement to get other manufacturers to fall 
in line. 

Mr. Hampton, of Indianapolis, president of The Na- 
tional Stationers Association, then was introduced by 
Chairman Wobber, and, while his address at the outset 
was brief and to the point, it was followed by a very 
unique round table discussion between Mr. Garvin and 
himself. Indeed, this part of the program was pre- 
arranged between the two gentlemen, and was thor- 
oughly enjoyed by the delegates. When President 
Hampton finished his main address, Mr. Garvin started 
in to cross-examine the speaker, and in this manner 
brought out the many angles of the successful opera- 
tion by Mr. Hampton of his store in Indianapolis to the 
edification and instruction of the delegates. 

At four o’clock Manager Garvin delivered a brief 
address of thanks to the officers and members of the 
Northern California association for the splendid recep- 
tion and entertainment accorded himself and com- 
panion troupers, and then Chairman Wobber closed 
the meeting with an address of affectionate apprecia- 
tion and farewell to the troupers. 

The visit of the National Association officers to San 
Francisco was celebrated in a very unique manner with 
a tree-planting ceremony at Woodside, a suburban 
town in the south peninsula. There the visiting sta- 
tioners, accompanied by leading local stationers and 
their families, planted a ten-foot Cedrua Deadora tree, 
a somewhat rare species, but which makes rapid and 
vigorous growth in California’s soil and sunshine. The 
tree was dedicated to The National Stationers Associa- 
tion. It will be cared for by local stationers, and 
doubtless will become the mecca for future caravans, 
and the holding of appropriate ceremonies under its 
spreading branches annually. 
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Eleventh Regional Meeting 


Convention Breaks All Attendance Records for 

Past Ten Years as Delegates Turn Out in Force 

to Listen to Garvin and His NSA Troupe of 
Star Speakers. 


Paces, of surprises, fast and furious in pace and fruit- 
ful in results best describes the entire program of the 
twenty-ninth annual convention and regional meeting 
of the Pacific Northwest Stationers, April 13, 14 and 15, 
Hotel Congress, Portland, Oregon. 

With a record audience of over two hundred listen- 
ing in close attention to the Sales Institute discussion 
by Charles P. Garvin and Harold Hampton, Friday 
noon, April 15, the convention assembly was surprised 
and shocked at the appearance of two Portland blue- 
coats who handcuffed the National Officers together, 
marched them outside the hotel to a waiting police 
patrol wagon and whisked the startled sales specialists 
off to an unknown destination. 

Inquiry regarding the charges brought the answer 
that the handcuffed gentlemen in police custody were 
arrested for entering Oregon from California without 
inspection at the border. Later investigation revealed 
that the national officers were merely being borrowed 
by the Portland Lions Club for luncheon addresses to 
that organization. 

All attendance records for the past ten years were 
broken by the registration of dealers and travelers 
from the five Pacific Northwest states, California and 
British Columbia. In spite of so-called business re- 
cession, fifty per cent more registrations were chalked 
up this year than at the last convention, which was a 
record breaker of itself. Credit for this fine attendance 
is due in large measure to the experience-tested mes- 
sages and ideas brought by the National Troupe mem- 
bers, including Messrs. Garvin, Hampton, Jaques, 
Nichols and Caswell from the East, and several western 
assistants. Added to this attraction, the local efforts 
of Clarence Larkin, J. K. Gill Company, Portland, 
chairman of convention arrangements and promotion, 
and his committee working under the direction of 
W. J. Ortel, Shaw & Borden Company, Spokane, re- 
gional governor and president, made this annual meet- 
ing an outstanding occasion. 

Definite adjustments for Zone-III dealers handling 
steel equipment, more thorough use and administration 
of Fair Trade Contracts, elimination of excessive quan- 
tity discounts on stationery items, definite emphasis 
on dealer sales planning and sales education, greater 
cooperation in submitting business reports to make 
the national survey more useful and accurate, a com- 
plete understanding and wise handling of the labor 
relations problems, more careful attention to manage- 
ment control involving sales analysis, territory analysis, 
inventory analysis and turnover summarizes the core 
topics of the convention meetings. 


Officers Elected 


The new Officers elected for 1938-39 are Richard G. 
Montgomery of The J. K. Gill Company, Portland, 
Northwest president and regional governor; Perry 
Black of Black & King, Everett, Wash., vice-president; 
W. I. Needham of Needham’s Book Store, Salem, Ore., 
secretary-treasurer; Charles H. Miller, Oregon build- 
ing, Portland, Ore., executive secretary. The place and 
time for the next convention will be decided upon 
following the national meeting in Chicago this fall. 

The National Association Troupe, Chas. P. Garvin, 
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CELEBRITIES AT THE PORTLAND (ORE.) MEETING.—L to R: W. J. Ortel, regional governor and president, 

Pacific Northwest Stationers Association; General (NSA) Manager Charles P. Garvin, Owen G. Bayless, Low- 

man & Hanford Co.; Tom M. Pelly, Loman & Hanford: W. A. Montgomery, J. K. Gill Co., and J. S. Bail, Kil- 
hams Stationery & Printing Co. 


Harold J. Hampton, Wash. L. Jaques, Harry Nichols 
and Ted Caswell were the spotlight attraction and 
center of interest at every meeting. The much pub- 
licized labor problem of the Pacific Northwest was 
ably explained and interpreted by Mayor Joseph K. 
Carson; C. C. Chapman, editor of the Oregon Voter; 
Aaron M. Frank, president of the Meier & Frank Com- 
pany, and Richard G. Montgomery of The J. K. Gill 
Company, all of Portland. 

Beginning with President Ortel’s dinner for the 
national officers and troupe and the dealer discussion 
of Northwest problems, Wednesday evening, April 13, 
the convention swung into action with its heavy artil- 
lery wide open and continued the pace until Friday 
afternoon, April 15. 

Opening the formal convention meeting Thursday, 
April 14, President Ortel reviewed the history of the 
Pacific Northwest Stationers Association from its in- 
ception in 1909 with himself as first president, through 
its twenty-nine years of successful codperation by the 
dealers and travelers of the five northwest states. 

Three of the original charter members were present 
at this 1938 meeting, Mr. Ortel, Mr. Montgomery and 
J. S. Ball, Portland. The helpful assistance given each 
year by The National Stationers Association was cited 
as a definite influence in the continued progress of the 
Pacific Northwest Association. 

Discussing “The Labor Question,’ Mr. Chapman ex- 
plained that the policy of the national labor groups 
is largely responsible for today’s unsettled business 
conditions and unemployment. Seizing upon a de- 
moralized depression period, leaders of labor have 
sought to dominate the business situation and 
strengthen labor’s organization position without due 
regard to the economics involved and without a sincere 
attempt to put a maximum number of men to work 
at a maximum annual income. 

Discussing “Gross Profits Versus Gross Sales” as a 
basing point for management policy in compensating 
salesmen, National President Harold J. Hampton 
opened up a bag of successful management ideas that 
will have the northwest dealers still talking about them 
until the next convention. General Manager Garvin 
completed the morning session with his effective sum- 
mary on “What’s Ahead for Business and the Business 
Man.” 


Convention members were especially appreciative of 
the intimate and informal address by Mr. Frank. 
Under the general topic of “Labor Relations and Labor 
Policies Affecting the Northwest Retail Dealer,” he 
described in illuminating detail the personnel prob- 
lems of a large retail store and their successful solution. 

Continuing the afternoon session Mr. Garvin dis- 
cussed “The Status and Future of State Fair Trade 
Acts,” “The Trends and Management of Operating 
Costs” and “New Deal Legislation Affecting the Sta- 
tioner.” Citing the success of the Fair Trade Acts on 





DON’T LET THE GRINS FOOL YOU—THE BOYS ARE 

PINCHED!—A patrol wagon, handcuffs, gaping crowds and 

all accompanied two stalwart minions of the Portland, Ore., 

law when they “arrested” Charlie Garvin and Harold Hampton 

during the regional meeting in that bustling city. For the 
official charges see accompanying story. 


the Pacific Coast, Mr. Garvin stated that the success 
and future of fair trade administration is wholly de- 
pendent upon the sanity with which the provisions of 
the acts are used. 
Members of the National Troupe, aided by Owen G. 
Bayless, Lowman & Hanford Company, Seattle, com- 
(Turn to page 118, please) 








Sixth District Conducts 
Interesting Convention 
in Chicago 


Sales Institute Attended by Nearly 200 Dealers 

and Their Salesmen — Cless Burras Nominated 

Governor—Wis-lll Club House of Friendship 
Makes Hit. 


T WO outstanding features of the well planned pro- 
gram of the 1938 meeting of the Sixth Regional Dis- 
trict of The National Stationers Association were the 
sales institute conducted as the finale of the event, 
and the “House of Friendship” maintained through- 
out the convention. The sales institute is described 
fully later in this report. The ‘“Hous2 of Friendship,” 
sponsored by the Wis-Ill Club and conducted by a 
committee headed by Herb Walsh of the Southworth 
Company, was a specially fitted up lounge on the 
convention floor where liquid refreshments were 
served to registered delegates in the company of Wis- 
Ill Club members. The “House of Friendship,’ which 
was closed during sessions of the convention, received 
the unanimous approval of those in attendance. 

The convention got under way in the Red Lacquer 
room of the Palmer House, Chicago, early Tuesday 
morning, April 19. Governor Fred Tracht welcomed 
the delegates and then introduced Charles P. Garvin, 
general manager of the National Stationers Associa- 
tion, who in turn introduced the men who have accom- 
panied him and N.S.A. President Harold J. Hamp- 


OFFICE APPLIANCES 


ton in the swing around the country to attend the 
regional meetings. 

The morning was devoted to the following addresses, 
which have been on the programs of previous regional 
meetings and reported in recent issues of OFFICE 
APPLIANCES: 

“Salesmen’s Friendly Suggestions to Stationers’ Cus- 
tomers,” by Harry Tehan, vice-president of N.S.A. 
and sales manager of the Chas. M. Higgins Company. 

“Gross Piofits Versus Gross Sales,” by Harold Hamp- 
ten, president of N.S.A. and president of the In- 
dianapolis Office Supply Company, Indianapolis, Ind. 

“What’s Ahead for Business and Business Men?” 
by N.S.A. General Manager Charles P. Garvin. 

Following a luncheon in the Red Lacquer room, the 
assembly reconvened and listened to Arthur Frey 
read a paper preffared by H. C. Anderson of The 
Globe-Wernicke Co., on “Prison Competition.” This 
discussion was reported when it was first presented 
at a regional meeting earlier this year. 


Round Table Discussion Reveals Problems 


An especially interesting feature followed. It was 
called “The Round Table” and consisted of the follow- 
ing stationers informally discussing pertinent ques- 
tions before the delegates assembled: Clem Seely of 
the Tisch-Hine Company, Grand Rapids, Mich; G. O. 
Stevens of the Stevens-Maloney Company, Chicago; 
Harry Horder of Horder’s, Inc., Chicago; Fred Tracht 
of the University of Chicago Bookstore, Chicago; and 
Harold Hampton, N.S.A. president. The _ subjects 
treated were turned in as suggestions by delegates 
following the morning session. They included false 
or misleading advertising, minimum charge sale and 
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(AT RIGHT) SOME MORE SIXTH REGIONAL SNAPSHOTS.— 


1. Seated: Eldon Just, Just & Son, Chicago; Ben Powell, A. W. 
Faber, Inc.; H. G. Horder, Horder’s, Inc., Chicago, and 
Parle Cooley, Bates Mfg. Co. Standing: A. H. Baugher, 
The Carter's Ink Co.; Ed. J. Kuch, Hotchkiss Sales Co.; 
Fred Fenne, Victor Safe & Equipment Co.; A. R. Skibbe, 
Associated Stationers Supply Co.; Jess Sutton, Woodbury 
Book Co., Danville, Ill. 

2. Seated: Ed Rybak and A. E. Schmidt, Schiller & Schmid}, 
Chicago; President Harold J. Hampton; A. Schiller, Schiller 
& Schmidt. Standing: Al Barbaro, Aetna Stationers, Chi- 
cago; A. G. Schaefer, Sengbusch Self-Closing Inkstand 
Co.; A. R. Skibbe, Associated Stationers Supply Co.; Erwin 
R. Doepke, S. J. Olsen Co., Milwaukee; Jack Lenehan, 
Wilson-Jones Co. 

3. Seated: George Cormack, Wilson-Jones Co.; Arthur Frey, 
The Globe-Wernicke Co.; Ike Cornish, Yawman and Erbe 
Mfg. Co.; Elmer (Bergen) Krumwiede, G. J. Aigner Co. 
and Art Steel Co.; Erle (Charlie McCarthy?) Steinbeck, 
S. K. Smith Co. Standing: Herbert Walsh, Southworth Co.; 
John Krueger, F. S. Webster Co.; C. P. Schoen, The Wahl! 
Co. 

4. Seated: John Uden, Boorum & Pease Co.; A. H. Labahn, 
United States Paper Corp.; Charles P. Mueller, Joseph 
Dixon Crucible Co. Standing: Frank Palmer, Eaton Paper 
Co.; J. W. Starck and Ed. Battey, Boorum & Pease Co.; 
Frank Cooper, Codo Mfg. Co. 

5. Seated: Jack Lenehan, Wilson-Jones Co.; Bert Bassett and 
Tom Emerson, The Wahl Co.; Bob Vojta, Frank Mashek 
Co. Standing: Ed Rohrs, Eaton Paper Corp.; Phil. Mohan, 
Frank Mashek Co.; Jim Bradley; H. A. Sturdevant, Ace 
Fastener Corp. 





ON THE OPPOSITE PAGE—VISITORS SNAPPED AT SIXTIi 
REGIONAL MEETING IN CHICAGO 


1. Mrs. Harry Nichols, Mr. Nichols, Weis Mfg. Co.; Mrs. Fred 
Tracht. 

2. Wash L. Jaques, Jaques & Co., New York, N. Y.; Charles 
P. Garvin; Fred Tracht, University of Chicago Bookstore, 
governor of Sixth district. 

3. Harry Chumley, Woodworth’s Book Store, Chicago; Fred 
Tracht, University of Chicago Bookstore, Regional gov- 
ernor; Cless Burras, C. O. Burras Co., Oak Park, Regional 
governor-elect. 

4. Bill Schuster, National Blank Book Co.; R. E. Hodge, Gary 
Office Equipment Co., Gary, Ind.; Dick Towne, National 
Blank Book Co. 

5. Robert Rule, Sylvester Nielsen Co., Appleton, Wisc.; Tom 
Gillice, Rockwell-Barnes Co.; Ollie Hamilton, F. S. Web- 
ster Co. 

6. Clem W. Seely, Tisch-Hine Co., Grand Rapids, Mich.; Dan 
Hansen, Carlson Bros., Inc., Moline, Ill.; Homer Jacquin, 
Jacquin Co., Peoria, Ill. 

7. Seated: F. P. Seymour, Horder’s: Bill Smith, Ace Fastener 
Corp.; E. Y. Horder, Horder’s. Standing: A. G. Schaefer, 
Sengbusch Self-Closing Inkstand Co.; Harold Brosk, 
Brosk’s, Kenosha, Wisc. 

8. Seated: Mesdames Fred Tracht, E. R. (Ali-Oop) Booker, 
Harry Balch and Erle Steinbeck. Standing: Mesdames G. 
O. Stevens, Homer Jacquin, Harry Short, Elmer Krumwiede, 
Ralph Maneval, Miss Rose Cushman and Mrs. Harry Nich- 
ols. 

9. Seated: Folger Fellowes, Bankers Box Co.; Harry Balch, 
Quality Paper Envelope Co. Standing: Bill Boyd, Acco 
Products, Inc.; E. R. Manning, Stein Bros. Mfg. Co.; Dan 
MacDougall, Stationers Loose Leaf Co. 

10. A. C. Van Horn, Eberhard Faber Pencil Co.; Fred Coggin, 
Sun Rubber Co. 

1l. Homer Weber, Karl Castle, Weis Mig. Co.; Bill Cox, The 
Carter's Ink Co.; Hy Linden, Ace Fastener Corp. 

12. Ed Little, Wabash Cabinet Co., magician extraordinary: 
Mrs. Jack Gwynne, wife of noted magician appearing in 
Palmer House at time of Regional meeting. 

13. H. L. Fellowes, Bankers Box Co.; Harry Tehan, Charles 
M. Higgins & Co. 

14. Bill Block has interesting letter; Ted Caswell, F. S. Web- 
ster Co.; William Block, Victor Safe & Equipment Co.; 
Charles Consodine, Wallace Pencil Co. 

15. Conrad Netzhammer and Otto Haase, Northwestern Fur- 
niture Co., Milwaukee, Wisc.; Larry Schubert, The Globe- 
Wernicke Co. 

16. Ray Eichelaub, Service Steel Products Co.; E. M. Kusch- 
bert, Kuschbert Office Supply Co., Milwaukee, Wisc. 








minimum size of free delivery order, building back 
to a forty per cent gross profit, discounts of steel 
furniture to governmental institutions, premiums, etc. 

Harry Horder suggested the need for stationers to 
develop a better understanding of a balance sheet 
and what it involves. W. J. Block, president of the 
Victor Safe & Equipment Company, was calied upon 
and pointed out, among other things, that raising the 
turnover figure is important when it is realized that 
it costs eighteen cents a year to carry a dollar’s worth 
of merchandise in stock. A discount of forty per cent 
on merchandise held a year permits no larger a profit 
than a twenty-five per cent discount on goods turned 
immediately. 

A Fair Trade discussion concluded the afternoon’s 








program. Charlie Garvin presided, introducing the 
subject in a general way and reviewing the progress 
that has been made. He referred to the way in which 
the Fair Trade Act is functioning successfully in Cali- 
fornia and then called on Clem Seely to tell of the 
experience of stationers in Michigan. A year ago 
January, the Stationers Association of Michigan was 
organized. Its membership now represents ninety per 
cent of the stationery volume in the state. 


Annual Banquet a Pleasant Occasion 

The annual banquet was staged on Tuesday eve- 
ning, with Charlie Consodine of the Wallace Pencil 
Company, N.S.A. vice-president and chairman of the 
field division, as toastmaster. During the course of 
the evening, he introduced the notables present, in- 
cluding Ed Little of the Wabash Cabinet Company, 
who performed some feats of legerdemain that evoked 
enthusiastic applause. Dancing and visits to the 
“House of Friendship” concluded the evening. 

Wednesday morning the following two standard 
addresses were made: 

“My First Bird’s-Eye View of N.S.A. Nationally,” by 
Harry Nichols of the Weis Manufacturing Company, 
and “N.S.A. Through the Years,” by Ed Little of the 
Wabash Cabinet Company. 

Under the chairmanship of Harry Balch of the 
Quality Park Envelope Company, the Wis-Ill Club 
Clinic was conducted. It consisted of three addresses 
as follows: 

“How to Increase Your Paper Sales,” by Herb Walsh 
of the Southworth Company; “Creating Repeat Orders 
for Typewriter Ribbons and Carbon Papers,” by Frank 
Cooper of the Codo Manufacturing Corporation, and 
“The Hidden Profits in the Sale of Filing Cabinets,” 
by W. J. Boyd of Acco Products, Inc. 

In the afternoon manufacturers and dealers met 
separately in executive sessions. Both meetings proved 
so interesting that they continued long past the sched- 
uled closing time. 


Sales Institute Attracts Crowd 

The final session of this constructive convention 
was held Wednesday evening, as a Sales Institute— 
about which it is not too much to say that during the 
three-hour program countless practical ideas and use- 
ful suggestions were presented for those in attendance 
to carry away as valuable sales management and sell- 
ing tools. 

Four dramatic speakers kept the approximately 175 

(Turn to page 150, please) 
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Northwest Stationers Hold 
Enthusiastic Rally 


Willis Mohn Is Elected Governor at Meeting— 
Des Moines Named for Next Meeting—Record 
Crowd in Attendance. 


i annual meeting of the Eighth District NSA was 
held April 22 and 23 at the Nicollet hotel in Minneap- 
olis. Stationers were there in force, the dealers out- 
numbering the manufacturers’ representatives. The 
convention opened with a fine spirit of interest and 
enthusiasm which carried undiminished through the 
two days. The Northwest Travelers Club lent valuable 
assistance in registration and entertainment. The pro- 
gram was furnished partly by the association’s travel- 
ing troupe and some by prominent men, mostly in the 
industry, who prepared special papers for this par- 
ticular meeting. 

The entertainment for the ladies is an important 
feature of every convention in the Northwest. A part 
of the entertainment on this occasion was a trip by 
automobile to Stillwater, including an _ excursion 
through the Minnesota penitentiary. The committee 
consisted of Al J. Nordstrom of Smead Manufacturing 
Company, and Mrs. Herbert Morgan as chairmen, also 
Miss Ruth Grayston, Mrs. Sterley Jerue, Mrs. Nord- 
strom, Mrs. R. B. Valleau and Mrs. Cliff Talty. 

Regional Governor V. A. Hanson of Brown & Saen- 
ger, Sioux Falls, S. D., called the meeting to order. He 
introduced General George E. Leach, mayor of Minne- 
apolis, who extended to the visitors a hearty welcome. 
Mr. Hanson then introduced Harold Hampton, presi- 
dent of the national association, and Charles Garvin, 
general manager. Mr. Hampton delivered a talk on 
“Gross Profits versus Gross Sales” and Mr. Garvin 
spoke on the subject “What’s Ahead for Business and 
Business People.” Mr. Garvin warned against relying 
too much on resolutions instead of using direct action. 
The business man, he said, must work out his own 
future. He told of activities in areas covered by earlier 
meetings, of the fine spirit in the trade and the excel- 
lent attendance at the annual gathering. Many of the 
basic things affecting the business situation, he stated, 
showed signs of clearing. Harvey Rockwell, vice-presi- 
dent of Yawman and Erbe Manufacturing Company, 
spoke on the subject “Developing Better Salesmen.” 
This talk appears elsewhere in this issue in the form 
of a special article. 

Sterley Jerue, of McClain & Hedman Company, St. 


(Turn to page 122, please) 





SCENE AT THE SIXTH REGIONAL DISTRICT ANNUAL BANQUET AT CHICAGO 





MAY, 


10. 


1938 


4; Ales 7 


AS ox" 


O 
&; 


ay WE 


. 


* 
& 


> 





joyce 


SOME SNAPSHOTS TAKEN AT REGIONAL MEETING AT MINNEAPOLIS. 


Benny Allen, American Pencil Co., and Billy Allen, Joseph 
Dixon Crucible Co., discussing pencils. 

Ladies at the convention. 

C. H. Berry and Harry Anderson, The Globe-Wernicke Co. 
E. Lysle Nelson, The General Fireproofing Co.; J. C. Irvine, 
Willson Stationery Co.; Winnipeg, Man.; Herbert Fall, 
Japs-Olson Co., Minneapolis. 

Mrs. H. S. Morgan and Al. J. Nordstrom, co-chairmen of 
the ladies’ entertainment committee with motorcycle po- 
licemen who led procession of ladies from hotel toward 
Stillwater. 

A. C. Van Horn, Eberhard Faber Pencil Co.; V. A. Hanson, 
Brown & Saenger, Sioux Falls, So. Dak., and Herb. Morgan, 
Associated Stationers Supply Co. 


. H. J. Huette, Autopoint Co.; Doug. C. Roos, Autographic 


Register Co. 

George B. Hatton, Eagle Pencil Co.; Herbert Walsh, 
Southworth Co.; P. C. Masterson, Acco Products, Inc.; 
Charles H. Wallace, Columbia Ribbon & Carbon Mfg. Co.; 
John M. Keeling, Art Metal Construction Co.; J. S. Parrott, 
Matt Parrott & Sons, Waterloo, Iowa, and B. L. Henderson, 
Art Metal Construction Co. 

B. G. Wiley, All-Steel-Equip Co.; 
Art Works and Oakville Co. 
Stanley Griebel, Yawman and Erbe Mfg. Co.; Carl Schutz, 
Eagle Pencil Co.; Mrs. Charles Wallace; Charles Wallace, 


Harry Short, Columbian 


ll. 
12. 


13. 


15. 
16. 


Lye 
18. 


19. 
21. 


Columbia Ribbon & Carbon Mfg. Co., Inc.; Cliff Talty. 
Poucher Printing & Litho. Co., Minneapolis. 

General George E. Leach, mayor of Minneapolis. 
George Seidel and C. Benson, Farnham Printing & School 
Supply Co., Minneapolis; Art Grayston, Thomas & Gray- 
ston Co., Minneapolis; J. C. Irvine, Willson Stationery Co., 
Ltd., Winnipeg, Man.; Joe Popple, Zaiser’s, Des Moines, 
H. J. Huette, Autopoint Co.; Larry Collins, stationery buyer 
for city of Minneapolis; Claude Fleet, Eberhard Faber 


. Dick Towne, National Blank Book Co.; Mrs. V. A. Hanson, 


Sioux Falls, So. Dak.; Mrs. Ray L. Hammond; Ray Ham- 
mond, National Blank Book Co. 

Bill Weber, Ace Fastener Corp.; B. G. Wiley, All-Steel- 
Equip Co.; Bill Smith, Ace Fastener Corp. 

Frank P. Godwin, The Carter's Ink Co.; Jim Parrott, Matt 
Parrott & Sons, Waterloo; O. J. Bertelson, Bertelson Bros., 
Minneapolis; Art Bergstrom, Perkins Bros., Sioux City. 
Marion Follin and Bob Valleau, manufacturers’ repre- 
sentatives; Sterling Lord, The Leopold Co. 

Larry Hamm, The Pierce Co., Fargo, N. D.; Herbert Walsh, 
Southworth Co.; K. E. Chase, Dennison Mfg. Co.; Jack 
Johnstone, Neva-Clog Products, Inc. 

W. W. S. Carpenter and Fred Schaefer, Sanford Mfg. Co. 
Some more convention ladies. 
Willis Mohn, Holden-Kahler Co., 
Schaefer, Sanford Mfg. Co. 


Cedar Rapids, Iowa; Fred 











POLAROID LIGHTING DEMONSTRATED IN 
CHICAGO 

Polaroid is a new harness for light which for the 
first time in history controls on a commercially prac- 
tical basis the light waves of vibration, thus eliminat- 
ing reflected glare. From the applications already 
made, and from those in development, it appears to 
be working a transformation upon the field of applied 
optics like that which the invention of the motor and 
dynamo wrought in applied electricity. 

Laboratory demonstrations of some of these applica- 
tions were given in two lectures revealing this new 
lighting principle before 600 members and guests of 
the Chicago Lighting Institute on April 5 and 6, in the 
Chicago Civic Opera Building. Speakers included 
George W. Wheelwright, III, of the Land-Wheelwright 
Laboratories, Boston, and Walter Lown, president of 
Polaroid Lighting, Inc., West Haven, Conn. A few 
members of the office equipment industry were in 
attendance. 

Mr. Lown told how this glareless illumination has 
been made possible through the genius of a young 
scientist who was able to effect the control of light 
sought by physicists for two and one-half centuries. 
Edwin H. Land developed Polaroid, with the aid of Mr. 
Wheelwright. 

It is significant to the office equipment dealer that 
the scientists have done some of their most extensive 
work in the application of Polarojd to the field of 
illumination. And that the first units developed in the 
entire lighting industry with the use of Polaroid—to 
give light free from reflected glare—are desk lamps. 
One of the lamps was on display at the lectures. 

Preceding the demonstrations of the new lighting 
principle, Mr. Lown discussed the accomplishments of 
man in controlling the fundamentals of light, such as 
intensity, coloration, and now vibration—through the 
control exercised by Polaroid. He said that only one- 
fiftieth of the total spectrum of radiant energy about 
us comes through the eyes. And the importance ol 
vision is emphasized by the fact that we get about 85 
per cent of our impressions through our eyes. 

Mr. Wheelwright explained the principle of Polaroid 
lighting in detail, and made several fascinating dem- 
onstrations. He said that ordinary light, as understood 
by modern science, is composed of light waves vibrat- 
ing in every direction in the light b2am. When this 
light is used for reading, he explained, those waves 
vibrating vertically when they reach the reading sur- 
face penetrate the paper and ink, pick up the color 
message and detail, and convey to the eye the ocular 
impressions necessary to vision. The other light waves, 
vibrating horizontally in relation to the reading sur- 
face, glance off the surface as a stone skipped on 
water, and strike the eye as white, specular light or 
glare. 

Polaroid, the scientist explained, is a transparent 
sheet containing optical slots created ,by countless bil- 
lions of tiny crystals in parallel formation. Only those 
light waves which are vibrating in the same plane as 
the axes of these crystals can pass the Polaroid. When 
used in a reading source, he said, Polaroid is so placed 
that the optical slots are vertical, thus allowing only 
the vertical light waves to pass. The horizontal waves 
causing the reflected glare are absorbed in the Polaroid 
sheet. 

Mr. Wheelwright gave the audience a hint of what 
is to come in various fields of application. The visitors 
were provided with Polaroid glasses, and Polaroid 
three-dimensional movies were shown—enabling the 
observers to get the impression of depth, roundness, 
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and natural reality. Polaroid pictures are the only 
three-dimensional motion pictures which can be shown 
in natural color. 

He showed how Polaroid glass promises to eliminate 
the glare of automobile headlights, serves as a filter 
for photographers, sun glasses for sportsmen, and 
other uses. To the advertiser, the architect, and the 
stage designer, it is the source of brilliant, variable 
colors. To the engineer and machine designer, it is 
the means of locating and measuring the stress in 
model structures. Hundreds of other applications were 
declared possible. 

Three well-known manufacturers of desk lamps have 
been licensed to use Polaroid in their products. These 
are Faries Manufacturing Company, Greist Manufac- 
turing Company, and The Sight Light Corporation. 


SS ee 


U. S. DENIES DERMATITIS-CARBON PAPER RUMOR 

Persistent but unfounded rumors that employes of 
a large business office had contracted dermatitis, a 
severe skin ailment, through contact with carbon 
paper have been officially denied by the United States 
Public Health Service. 

That was the statement contained in a recent issue 
of “The New Webster Way,” the breezy little newspaper 
issued by the F. S. Webster Company, Cambridge, Mass. 

According to the paper the U. S. health department 
made a thorough investigation of the report to dis- 
cover that the causes of the skin disease were not of 
occupational origin. 





NO WONDER OKLAHOMA SENATORS ARE PROUD! They 
should be after viewing their senate chamber at Oklahoma 
City and finding this capital installation of furniture of the 
Security Steel Equipment Corporation which was made by 
the Wilhide Equipment Company, Dallas, Texas. The huge 
job of installing the furniture and arranging it to the satis- 
faction of everyone was supervised by Charles A. Wilhide, 
owner of the company bearing his name. 
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FLOWERS DECORATING NEWLY OPENED H. S. CROCKER STORE IN SAN FRANCISCO 


EXPANSION BY H. S. CROCKER COMPANY 


Yielding to the necessities of expanding business, 
the H. S. Crocker Company, San Francisco, Calif., has 
found it necessary to seek new and larger facilities for 
the main store and wholesale headquarters, which had 
occupied approximately 20,000 square feet at 565 Mar- 
ket street the past twenty-three years. This business 
was established in 1856. It has grown to be one of the 
largest stationery and office equipment establishments 
in the entire West. The company is now prepared to 
expand greatly. 


The executive personnel comprises S. S. Kauffman, 
president; Arthur C. Moench, general manager and 
vice-president, who has held the position the past 
eighteen years; Louis Sloss, vice-president; Eugene 
Kauffman, secretary; William Peterson, treasurer. 


The wholesale department has been moved to 1720 
Mission street, where a space of some 60,000 square 
feet has been modernized and redecorated. The en- 
trance floor is devoted mostly to sales displays. The 
rear of the floor, with the entire basement, is devoted 
to warehouse stock, receiving and shipping. The ex- 
ecutive offices are located on the mezzanine floor, 
which houses also the city sales department and the 
Mimeograph sales department. 


The general offices occupy the forward part of the 
second floor. In the rear are located the engraving 
department and the general repair shop. 


The retail department has been transferred to Sec- 
ond and Market streets, one of the finest central show 
corners in San Francisco. Henry Le Sassier is in 
charge. The front has a space of some forty-five feet 
on Market street and 140 feet on Second street. It 
connects with the office furniture store opening on 
Second street, with sixty foot frontage and one hun- 
dred feet depth. This, with basement space, is devoted 
largely to desks and furniture displays and office pur- 
poses. A total of some 20,000 square feet is occupied. 


Credit is given to William Knapp for making the 
interior exceptionally impressive, in keeping with its 
location. The entire frontage is glass. The back- 
ground of the store is easily visible from the street. 
Showcases and merchandise are so arranged inside as 
to afford a very complete display. Cream white with 
a leather brown trim are used. The floors are battle- 


ship linoleum of leather brown squares of mottled 
effect and cream white. Small items are arranged on 
tables for the convenience of inspection by customers. 
The effective spacing and adaptation of every shelf, 
glass case and fixture to the merchandise displays, 
reveals a complete knowledge of the merchandising 
requirements of the store are all carried out with a 
precision that is rare, and creating and effecting a 
harmony that the customer immediately senses. Mr. 
Knapp has done such a job with several of the Crocker 
stores previously. 

The office furniture department reveals the same 
adaptation—the expansive floor unobstructed by any- 
thing but merchandise, and the necessity of building 
supports, and some ten feet of these encased in mir- 
rors. Even most of the basement has been converted 
into a charming setting for special displays. The 
offices, and some other accessories to the business, are 
tucked away in the mezzanine, which is also finished 
in the general decorative design. And over all swings 
an abundance of electric lighting to be reflected from 
the high ceilings when the days are cloudy, while con- 
cealed lights brighten cases were such illumination is 
needed. 

The H. S. Crocker Company, Inc., is now exclusive 
distributor in the San Francisco territory for The 
Globe-Wernicke Co., the A. B. Dick Mimeograph, the 
Commercial Furniture Company, The Marble & Shat- 
tuck Chair Company, Imperial Desk Company, Cramer 
posture chairs and other well-known lines. The com- 
pany already has beautiful stores at 260 Montgomery 
street, San Francisco, and also in Sacramento and 
Fresno. 

eg 


UEF CHICAGO BRANCH IN NEW QUARTERS 

As the presses turn out copies of this issue, the 
Chicago office of the Underwood Elliott Fisher Com- 
pany is settling into new quarters in the Bankers 
Building, Clark and Adams streets. 

Before the actual move was started officials of the 
branch worked out plans whereby additional space 
would be available to every department, including the 
employment office and training school maintained 
by the Underwood Elliott Fisher Company. 

A detailed account of the new quarters will be pre- 
sented in the June issue. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 


of this journal their headquarters. 


The staff at the main office, 20 North Wacker Drive, Chicago and the staff at 


the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 


York, will be happy to be of any possible service. 


While the facilities at New York are not so many as at Chicago, 


there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mr. Vincent Jackson 


United States manufacturers traveling to London are cordially invited to call 

upon Vincent Jackson at 22 St. Andrew street, Holburn Circus, London EC4. 

Mr. Jackson’s contacts with the trade and its organizations afford him informa- 
tion valuable to those desiring to cultivate the British market. 


London, April 5, 1938. 

“A large and influential user of various kinds of 
office machinery recently defined Office Mechanisation 
as the installation of labour serving—not necessarily 
labour saving—machinery with the object of producing 
as quickly as possible the figures and information 
required by those in authority, to reduce mental 
drudgery by releasing as much clerical labour as possi- 
ble for more interesting work, and to eliminate or 
reduce the risk of error.” 

This is a quotation from the ‘“Powers-Samas” maga- 
zine of this month, and expresses a sentiment which 
is fairly common in this country. 

To my mind, it is bad business to sell any office 
machines on the score of displacing labour. My own 
company, Kenrick & Jefferson Ltd., have always con- 
sidered new machines for the factory or office in the 
light of how we can speed up and possibly improve 
the finished product, and never with the idea of any- 
body losing their job. 

Surely it is the only right way of looking at mechan- 
isation. 

+ * - 

In the middle of last month the Office Appliance 
Trades Association held their annual ladies’ evening 
at Grosvenor ciouse, Park Lane. It was a merry 
evening, with some 200 members and their wives, 
daughters—and lady friends—present. The chairman 
of the association, Mr. A. R. Jackson, was at the tradi- 
tional top table and was supported by Mrs. Jackson. 

Needless to say, everybody was very merry and 
bright. To me, it is always refreshing to see business 


rivals exchanging the latest stories over a cocktail, 
and introducing their ladies to each other. 

The toast of the evening—‘“The Ladies’”—was pro- 
posed by the chairman, Mr. Jackson, and replied to 
by Mrs. E. O. Gilmore. It was rather a task for one 
of the ladies to face up to a big crowd and follow the 
(so-called) oratory of one of the big men of the trade! 
Mrs. Gilmore, however, did her job very well indeed, 
and to me, sitting some way away, looked perfectly 
at home. 

Following the dinner, we all retired while the floor 
was cleared for dancing, which proceeded until the 
early hours of the morning. Interposed with the 
dancing were a number of cabaret turns, mostly put 
on, I fear, for the benefit of those who did not dance. 
After seeing a number of first-class cabaret shows in 
the U.S.A. last year, I have been rather spoiled, so 
perhaps it was not fair to expect such a high standard 
of performance, or such a lavish production at this 
more homely gathering. However, we all enjoyed it 
which, after all, was the main thing. 


* * * 


Since I wrote last month, events in Europe continue 
to present apparent difficulties and problems, but like 
so many of these obstacles one meets in life, they all 
seem to solve themselves and come out more or less 
right in the end. 

We have just finished the financial year of the 
country, with a handsome balance. There is a strength- 
ening on the stock markets. So, taking everything 
into consideration, we have less to grumble about 
than many other nations. I do not think that the 
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“LADIES NIGHT” OF THE 

OFFICE APPLIANCE TRADES 

ASSOCIATION BROUGHT 

OUT THIS FINE GATHERING 

IN LONDON AS DESCRIBED 

IN MR. JACKSON’S “LONDON 
LETTER.” 


average man is at all pessimistic about the future 
in so far as commerce is concerned, and neither are 
we very troubled over the prospect of war involving 
England. I have heard no stories of acute depression 
in the office appliance industry, so you will under- 
stand from all this that we are carrying on ana Keep- 
ing ourselves busy. 
* * * 

This afternoon I have been to an interesting cere- 
mony at the Shuttleworth Club; it was the occasion 
of the unveiling of a portrait of our old friend Mr. 





UNVEILING.—Shown here is a repro- 
duction of an oil painting of A. W. 
Thomas, managing director of Royal 
Typewriters, England. The fine por- 
trait was unveiled recently at the 
Shuttleworth Ciub, London, in appre- 
ciation of the efforts of Mr. Thomas to 
bring the club, an organization for 
business men and women, to its 
present state of popularity and pros- 
perity. 


A. W. Thomas, managing director of Royal Typewriters, 
and a popular figure in the office appliance trade. 
The portrait was unveiled by the Lord Mayor of 
London, the Rt. Hon. Sir Harry Twyford. It was a 
distinct honour that the Lord Mayor who, you will 
understand, is a very busy man, should have been able 
to spare the time to come to this ceremony. The 
portrait was painted by John A. A. Berrie, R. C. A., and 
is really a striking likeness of “Tommy.” There were 
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about 150 people present, and Mr. Thomas’ popularity 
was evident from the applause which greeted the 
unveiling. I was fortunate enough to obtain a photo- 
graph of the portrait, which is featured with this 
article. 

The reason for the portrait was the desire of a 
number of friends of Mr. Thomas to show their appre- 
ciation of his work in connection with the Shuttle- 
worth Club, which was founded over fifty years ago 
by Canon Shuttleworth as a club for the use of busi- 
ness men and women. The club had got into rather 
“low water” but, through Mr. Thomas’ kindness, 
geniality and hard work, it is today a very prosperous 
institution, and Mr. Thomas is now in his seventh 
year as president. Mr. Thomas will be known to many 
of your readers, who will doubtless look at this portrait 
with interest.—VEJ 
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GUTHKE CELEBRATES 60TH BIRTHDAY 


Arthur Guthke of Berlin, Germany, and founder of 
the German Stationers Association, celebrated his six- 
tieth birthday on April 2. He was the recipient of 
numerous telegrams and messages of congratulation 
from stationers association leaders in every part of the 
country. 

Mr. Guthke’s career is unique in that he opened his 
own business and launched his initial activity in asso- 
ciation work at the same time. It was in 1906 that he 
first opened his own stationery store and at the same 














ARTHUR GUTHKE 


time started a movement toward promoting the Ger- 

man Stationers Association. At that time there were 

three stationers’ organizations all running along sim- 

ilar lines. Mr. Guthke’s first move was to bring about 

the amalgamation of these organizations and band 
(Turn to page 113, please) 
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CLEVELAND N.A.C.A. HOLDS BUSINESS SHOW 


Featured by the appearance of a number of promi- 
nent speakers as a capital business show, a three-day 
meeting, beginning April 20, was held in the Hotel 
Carter, Cleveland, by the National Association of Cost 
Accountants. 

A special feature of the event was a new type of 
display booth furnished by the hotel in amber and 
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ONE OF THE FAVORITE BOOTHS WITH 
CROWDS AT THE N.A.C.A. BUSINESS SHOW 
IN CLEVELAND WAS THAT OF THE MONROE 
CALCULATING MACHINE COMPANY.—The 
center of attraction at this display was the 
latest model Monroe machine being shown for 
the first time and proudly demonstrated by 
District Manager Milton N. Wright. 


magenta and equipped with the latest type of indirect 
lighting. In each booth the distributor’s name was in- 
stalled in a special type of shadow box which was 
brilliantly illuminated. 

Among the manufacturers of office equipment and 





SIX OF THE PRINCIPAL BOOTHS AT THE N.A.C.A. SHOW.—(1) Marshall-Smith, Inc.; 








(2) International Business Machines 


Corporation; (3) Marchant Calculating Machine Company; (4) Felt & Tarrant Manufacturing Company; (5) Cleveland Calcu- 
lating Company; (6) Accounting Machine Sales Company. 


machines who displayed their products during the 
show were the following: 

Addressograph-Multigraph Corporation, Allen-Wales 
Adding Machine Corporation, American Sales Book 
Company, Bonnar-Vawter Fanform Company, Inc., 
Burroughs Adding Machine Company, Cleveland Cal- 
culating Machine Company, Felt & Tarrant Manufac- 
turing Company, Ditto, Inc., Friden Calculating Ma- 
chine Company, National Cash Register Company, 
Marshall-Smith, Inc., Marchant Calculating Machine 
Company, Monroe Calculating Machine Company, In- 
ternational Business Machines Corporation, Shelby 
Salesbook Company, Standard Register Company, 
Snap-Out Forms, Egry Systems and Simplex Time 


Recorder. 
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LOS ANGELES BUSINESS SHOW HELD 

The eleventh annual industrial exposition was held 
at Los Angeles on April 22 with a number of office 
equipment manufacturers participating. The show 
was sponsored by the Purchasing Agent’s Association 
of Los Angeles in conjunction with the local chamber 
of commerce, Optimist’s Club and Sales Managers Asso- 
ciation. 

Among the companies which maintained display 
booths at the one-day show were the following: 

Bostitch Western, Inc., displaying Bostitch stapling 
machines; Darnell Corporation, Ltd., displaying casters, 
wheels and chair glides; Dictaphone Sales Corporation, 
showing Dictaphone machines and accessories; The 
Ediphone Company, displaying Ediphone voice-writing 
equipment; Felt & Tarrant Manufacturing Company, 
displaying Comptometers and Comptometer pegboards; 
Los Angeles Stamp & Stationery Company, marking 
devices and stationery; Monroe Calculating Machine 
Company, Inc., office machines; Remington Rand, Inc., 
typewriters and adding machines; Schwabacher-Frey 
Company, Mimeographs; Stationers Corporation, 
Niagara and Tempo duplicators; E. L. Soister Com- 
pany, Triner scales, Acme visible record equipment; 
Error-No copyholders and general merchandise; South- 
ern California Stationers, Globe-Wernicke equipment; 
Underwood Elliott Fisher Company, typewriters and 
other office machines. 
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THE GUEST BOOK 

J. V. Everard, Faries Manufacturing Company, De- 
catur, Ill., and L. W. Brown, Midland Advertising Serv- 
ice of Decatur, looked in upon us on April 6. Drove up 
the day before under clear skies on open roads. Set 
out upon return in eight inches of snow with probabil- 
ity of encountering deep drifts along the way. In 
Chicago to attend a demonstration of Polaroid Light- 
ing (held in the exhibition rooms of the Chicago Light- 
ing Institute) with which they were much impressed 
and in which they were especially interested because 
the Faries Company has adopted the Polaroid system. 
Gave us an interesting explanation of Polaroid and 
the principle involved, which has application in many 
fields. One of them being to moving pictures by which 
the scenes will be given three dimensions, making the 
players look real. The effect will be the same as that 
produced by the old stereoscope, which made the twin 
pictures one. Remember “Niagara Falls by Moonlight,” 
“Autumn Woods,” “Mr. and Mrs. Tom Thumb,” etc.? 


E. T. MacIntyre and L. P. Wingert of Defiance Sales 
Corporation, New York, were visitors at the office of 
this publication April 12. Mr. Wingert is middle west- 
ern representative for Defiance and Mr. MacIntyre, the 
general manager, was covering part of the territory 
with him. They reported an improvement in some im- 
portant conditions as they affect the sale of calendars. 
It was planned that they should cover several of the 
larger cities before Mr. MacIntyre returned. 


E. H. Barnard of Service Industries, Inc., Boston, 
signed the Guest Book April 13. He was in Chicago for 
the purpose of introducing a new paper fastener 
known as Paper-Welder, having established connec- 
tions for his company a few days earlier in Detroit. 
He was gratified over the quick consumer acceptance 
of his attractive specialty. 


Ira Cole, vice-president of Mittag & Volger, Inc., Park 
Ridge, N. J.. and W. H. Baldwin, who travels a group 
of states for the same company, signed the Guest Book 
April 14. Mr. Cole was covering high spots of the coun- 
try in some fast travel, but timed his visit to partici- 
pate with the Mittag & Volger team which was entered 
in the American Bowling Congress, of which Mr. Bald- 
win is captain. In order to cover remote cities without 
loss of time Mr. Cole moved about by plane without 
losing so much as a single business day. He had 
jumped from the East to San Francisco, thence to New 
Orleans, and after business and bowling in Chicago 
planned to cover several important middle western 
cities before returning to Park Ridge. A picture of the 
bowling team appears elsewhere in this issue. 


Cal Cameron, manufacturers’ representative from 
New York, and H. Hogstrom, who is associated with 
him, signed the Guest Book on the sixteenth. Mr. 
Cameron and Mr. Hogstrom had motored west to see 
Browne-Morse Company, Muskegon, Mich., and the 
Sturgis Posture Chair Company, Sturgis, Mich., both 
of whom the Cameron organization represents in a 
group of eastern states. 


M. V. Follin, Riverside, Ill., was a visitor at the office 
of this publication on April 18. Middle West represen- 
tative for several office furniture manufacturers, he 
had completed a trip in the territory and was about to 
start for Minneapolis to visit with the Northwestern 
Stationers at their annual regional meeting. He was 
particularly enthusiastic about new models being in- 
troduced by Jasper Office Furniture Company, one of 
the companies whose wares he sells. 
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E. E. “Happy Mack” McLaughlin, manufacturer’s 
representative with headquarters in San Francisco, 
called on the afternoon of April 21, 1938, accompanied 
by L. C. Piper, of the Piper Manufacturing Company, 
Chicago. True to his nickname, “Happy Mack” came 
in with a big smile and introduced Mr. Piper, who was 
toting one of his firm’s fiber-sided waste barrels. Mr. 
McLaughlin has taken the Piper line for his territory 
and is enthusiastic about the sales opportunities that 
it offers. The line is soon to include office size waste 
baskets. 


Arthur E. Howell, Lakeland, Fla., was a visitor at the 
office of this publication April 25. Mr. Howell is known 
to some of our readers as the former proprietor of a 
business college in Muskegon, Mich., noted for its thor- 
ough instruction and use of modern office equipment. 
Recently he again bought into a school for commercial 
education. Arriving in Chicago on a cloudy day, he 
took advantage of an opportunity to give Florida some 
good advertising. 


Claude M. Conger, of Trussell Manufacturing Com- 
pany, Poughkeepsie, signed the Guest Book April 26. 
For our pleasant chat with him we are indebted partly 
to the College Stores convention, since the Trussell 
company had an exhibit and Mr. Conger came to give 
it his personal attention. He reported an excelient vol- 
ume of business for the first part of 1938, with good 
prospects for the future. 


James H. Davison, Hollywood, Calif., signed the Guest 
Book on April 26. Formerly representative of a lead- 
ing loose leaf manufacturer and later conducting his 
own manufacturing business, he now is serving as 
manufacturers’ representative in the territory from 
Denver to the coast. While in Chicago he made ar- 
rangements to sell for George E. Fox & Company (desk 
accessories) and Imperial Methods Company (filing 
supplies). Jim Davison started his business career 
selling high-grade furniture. Among _ installations 
which he handled were the equipment for expensive 
pleasure yachts. He is best known among the trade for 
his extended experience in loose leaf, which has taken 
him to nearly every city of importance in the United 
States. 

Ludwig Pohl, director of M. Vogel A.G., Frankfurt 
A.M., Germany, called at the office of this journal 
April 27. He was accompanied by his son, Herbert 
Pohl, who is engaged in business in Chicago. Mr. 
Pohl’s company manufactures stapling machines, 
loose leaf devices and other articles for office use under 
the name “Elastic,” which are sold extensively through- 
out Europe and elsewhere. He came to investigate the 
possibility of re-introducing his merchandise in the 
United States, but found that the prices plus customs 
were too high for the American market. He displayed 
a keen interest in new office devices and during his 
visit called upon a number of American office specialty 
manufacturers. He reported that his company was 
busy, having an attractive volume of business from its 


various distributors. 
—_—_————— a Oo 


COMPANY SEEKS McPHAIL 


The American Writing Machine Company, Inc., 115- 
117 Worth street, New York, N. Y., is seeking to learn 
the whereabouts of J. E. McPhail, who is believed to 
have recently been on the Pacific Coast but previously 
lived in Baltimore, Md. Any information available 
regarding Mr. McPhail’s present address should be 
addressed to C. R. Underwood at the American Writing 
Machine Company’s home offices. 
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DANIELS TO HEAD BROWN PAPER COMPANY 


Named to succeed his father, the late Arthur B. Dan- 
iels, A. Millard Daniels last month was elected presi- 
dent of the L. L. Brown Paper Company, Adams, Mass. 
The new president has served as treasurer of the com- 
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A. MILLARD DANIELS RUPERT B. DANIELS 


pany since 1920, a position which is now taken by his 
brother, Rupert B. Daniels. 

Mr. Daniels has been connected with the company 
for the past thirty-two years, during which he served 
in every department, acting as general superintendent 
for twenty-six years. 

Mr. Rupert Daniels, the new treasurer, has held the 
position of superintendent since 1912, but, with his new 
appointment, he now becomes general superintendent. 
President Daniels will retain the position of secretary 
of the firm. 


OLD TOWN INSTALLS NEW MACHINERY 


After months of designing and experimentation the 
research staff of the Old Town Ribbon & Carbon 
Company, Brooklyn, N. Y., has perfected precision 
machinery to produce two-color hektograph and spirit 
carbon paper rolls. 

At the same time it was announced that the com- 
pany has installed a completely-equipped printing 
plant to enable them to handle special types of pack- 
ing with greater speed and efficiency. 

As a result of the new machinery, the company can 


now furnish a purple and red combination hektograph 
or spirit carbon paper ribbon the same width as a type- 
writer ribbon. 
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BOULWARE TO ASSIST KIENLY FOR ROYAL 


The Royal Typewriter Company, Inc., New York, N. 
Y., last month announced the appointment of T. C. 
Boulware to the position of assistant to Eastern Sales 
Manager Andrew C. Kienly. Mr. Boulware will act as a 
special representative in the East contacting all Royal 
branch offices in this section. 

Previously employed as a standard machine salesman 
in the Indianapolis territory under Manager Walter C. 
Teer, Mr. Boulware has made a capital sales reputa- 
tion. His many years of experience plus his pleasant 





T. C. BOULWARE 


personality count in a large measure for his success 
and will doubtless stand him in good stead in his new 
position. 

—_—_—>-o—__—— 


CARTER’S APPOINTS KIESEL CHICAGO MANAGER 


As this issue goes to press word is received that Karl 
H. Kiesel, who has worked for the Carter’s Ink Com- 
pany for twenty-eight years as one of its leading sales- 
men, has been appointed district manager of the Chi- 
cago territory. In Chicago he will have as assistant 
district manager Harry C. Bates, who has been with 
the company for twenty years, and Richard T. Keller 
as office manager. 
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COLUMBIA PROMOTES CARTER AND LAND 

The promotion of E. Lynn Carter and Carl Land to 
responsible positions was recently announced by the 
Columbia Ribbon & Carbon Manufacturing Company, 
Glen Cove, Long Island, N. Y. 

Mr. Carter becomes manager of the company’s Phila- 
delphia branch, succeeding Harry MacKrell who last 
month retired from business after twenty-two years 
of service for Columbia. Mr. Carter has represented 
his organization in Connecticut and eastern Pennsyl- 
vania for a number of years and at one tim2 worked 
out of Columbia’s New York office. He takes with him 
to his new position a reputation as a fine salesman and 
a man with pleasing personality. 

The company’s Philadelphia office, however, will not 
be without a “MacKrell” for Miss Gertrude MacKrell, 
who has been connected with that branch for a num- 
ber of years, will continue to carry on her family’s 
Columbia traditions. 

Mr. Land, formerly manager of the Kansas City 
office, takes over the Chicago branch, succeeding R. L. 























E. LYNN CARTER CARL LAND 


Banks, transferred to the California territory for spe- 
cial sales merchandising work. The new Chicago man- 
ager is a veteran ribbon and carbon man whose spe- 
cialty is working with field men and dealers. Like Mr. 
Carter, he also bears an enviable reputation as a sales- 
man of note and goes to the new job determined to 
continue piling up his quotas. 
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REMINGTON RAND IN NEW CHICAGO LOCATION 

As we go to press, the Chicago offices of Remington 
Rand, Inc., are being moved from 214 West Monroe 
street to the building at 309 West Jackson boulevard. 
The new quarters include the entire fourth and fifth 
floors and part of two other floors. The fourth floor 
will be devoted to an extensive, inclusive display of all 
products offered by the Remington Rand organization. 
On the fifth floor will be concentrated the sales and 
clerical staffs of all divisions of the business. A store 
on the street level is for the convenience of drop-in 
customers. 

A detailed account of the new quarters together with 
pictures will be presented in the June issue. 
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PHILLIPS MADE IBM DIRECTOR 
John G. Phillips, secretary and assistant treasurer 
of the International Business Machines Corporation, 
last month was elected a director to succeed W. F. 
Battin, resigned. Mr. Phillips joined the corporation in 
1918 and soon after became secretary to the president. 
In 1924 he was secretary of the company and, in 1934, 

was named assistant treasurer in addition. 
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CONARD, TREFZGER MADE UEF VICE-PRESIDENTS 

As this issue goes to press comes the announcement 
of the appointment of F. U. Conard and E. A. Trefzger 
as vice-presidents of Underwood Elliott Fisher Com- 
pany. The announcement was made by President P. D. 
Wagoner at the New York offices. 




















F. U. CONARD E. A. TREFZGER 


Prior to his new appointment Mr. Conard was man- 
ager of the Hartford, Conn., plant, while Mr. Trefzger 
was assistant to the president. 

Mr. Conard joined UEF in 1919. He has held posi- 
tions of chief engineer of the computing machine 
works, manager, Sundstrand works, manager, Sund- 
strand and Elliott Fisher works at Bridgeport and 
manager at Hartford. 

Mr. Trefzger’s service dates from 1908 when he 
joined the speed department, winning coveted honors. 
In rapid succession he became sales representative, 


branch manager and assistant to the president. 
—_ OP 


CELEBRATE SIXTIETH WEDDING ANNIVERSARY 

Mr. and Mrs. George Koerner of San Antonio, Tex., 
celebrated on April 15 the sixtieth anniversary of their 
wedding. 

Mr. Koerner, being an early settler in Texas, has 
lived through the period of the state’s greatest devel- 
opment. Not long ago, a newspaper man who was 
writing a story of the development of Texas through 
the last fifty years, found Mr. Koerner a source of 
much of his material. 

Our particular interest in the unusual anniversary 
of the Koerners is they are the parents of Mrs. Charles 
P. Garvin. 

May they have many more happy anniversaries of 
their wedding day. 
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AIGNER APPOINTS BOSTON REPRESENTATIVE 

The G. J. Aigner Company, 503 South Jefferson 
street, Chicago, last month announced the appoint- 
ment of the Daco Card & Index Company, 9 Federal 
Court, Boston, as its new jobber covering Boston and 
surrounding territory. The Massachusetts firm will 
handle the complete Aigner line, making deliveries to 
stationers from their stock. 


EXCUSE US, (Fatwa. 


AN ERROR IN NAME 

On page 169 of the April issue, Harry Yager, vice- 
president of David Kahn, Inc., was referred to as Harry 
Page. It was also stated that the O. H. Davison Com- 
pany is a Kahn distributor. The item should have 
made clear that the O. H. Davison Company is the 
Pacific Coast representative of the David Kahn, Inc. 
The errors are sincerely regretted. 
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MEETINGS — CONVENTIONS — DINNERS 


ILLINOIS STATIONERS GATHER AT PEORIA 

The twenty-third annual convention of the Illinois 
Booksellers and Stationers Association was held at the 
Pere Marquette hotel, Peoria, May 3 and 4. Station- 
ers were gathered from Rockford and Zion in the north 
to Belleville in the south to discuss their problems. 
As is customary at the Illinois meeting, many of the 
manufacturers had exhibits at which their merchan- 
dise was displayed. 

An important action of the meeting was the adop- 
tion of a resolution concurring in one introduced by 
J. S. Sprott, president of The Globe-Wernicke Co., be- 
fore the U. S. Chamber of Commerce, demanding an 
investigation of the Wagner Labor Relations Act with 
a view toward drastic revision. 

The first session was called to order by President 
J. Glenn McFarland, of Coe Brothers, Inc., Springfield. 
He remarked that the average volume of the stationery 
trade is much better than that of business generally. 
It can be maintained, he said, by hard work, coopera- 
tion and maintenance of reasonable prices. The dealer 
and the manufacturer should cooperate with each 
other and the dealer should realize that he must make 
a certain margin of profit. He also stated that both 
dealers and manufacturers should cultivate more re- 
spect for list prices. 

The first address was “Getting Better Results from 
Advertising,’ by C. W. Hamilton of The Globe- 
Wernicke Co. Comment on Mr. Hamilton’s remarks 
will appear in June OFFICE APPLIANCES. 

The subject of greeting cards was covered effectively 
by A. D. Flint, of Gibson Art Company. 

W. C. Jacquin presided in the afternoon. He talked 
about fair prices and fair trade. Much of our present 
price difficulty, he states, is our own fault. Manufac- 
turers and dealers have a common problem, the solu- 
tion of which neither has developed as far as he 
should. The industrial buyer says he is willing to pay 
a fair price but can always get a variety of quotations. 
Unrestrained price competition serves to concentrate 
retailing in relatively few large distributors. The ob- 
jective of the profit system must be profit for the con- 
sumer. Most business, he stated, can get rid of unfair 
practices voluntarily but compulsion may be needed for 
a small minority. 

Willis Mohn, of Holden-Kahler Company, Cedar 
Rapids, asked for the experience in Iowa, said letters 
to manufacturers on fair trade brought a wide variety 
of replies and that the dealers decided to push on 
regardless of action in any of the neighboring states. 
Several others participated in the discussion including 





Glenn McFarland, Frank Garland and Harry Horder, 
who, speaking extemporaneously, told of the situation 
in Chicago. 

The next morning was given over to general discus- 
sion, with Dan Hansen presiding. He said the sta- 
tioner must be on the job, keep good records, not pay 
too much attention to others, and watch turnover. His 
own turnover for last year was slightly over four. He 
told of inroads made by paper merchants who, for- 
merly serving strictly as jobbers, are now Selling cut 
papers direct, and also stationery lines, at wholesale 
prices. The policies of some who sell to the dealer and 
direct to user in the same territory were discussed. The 
danger of carrying too many lines was mentioned, Mr. 
Hansen stating that carrying one line instead of sev- 
eral provides for increased turnover. 


President McFarland, presiding in the final session, 
called upon Russell Carpenter of Sanford Manufactur- 
ing Company who delivered an address entitled “The 
Manufacturer Believes in Illinois Dealers.” Comment 
will appear later. 

M. T. Weingaertner of the Egyptian Stationery Com- 
pany, Belleville, speaking on “The Retailer Codperates 
with the Manufacturer” told of his preference to deal 
with manufacturers whose policy is the best for the 
dealer, and that business for satisfactory results must 
be cooperative. 

A maximum discount of twenty per cent on books to 
schools and institutions was recommended. The prin- 
ciples of the Illinois Fair Trade Act were approved. 
Resolutions of thanks and appreciation were extended 
to the Peoria convention committee headed by Homer 
Jacquin to the manufacturers who presented the many 
gifts for “On Time” prizes, to the manufacturers ex- 
hibiting their wares; to Hall Brothers, Inc., for fur- 
nishing the orchestras; to Gibson Art Company, Nor- 
cross, and Stanley Manufacturing Company for music 
and entertainment, to P. F. Volland Company for reg- 
istration tickets, to U. S. Playing Card Company for 
prizes and cards for the ladies, and the Wis-Ill Club 
for maintaining the House of Friendship. Thanks also 
were extended to the officers of the committees for 
their efforts during the year. 

Officers for the ensuing year are A. J. Markelz, 
Joliet, president; Homer Jacquin, Peoria, executive 
vice-president; Dan F. Hansen, Moline, vice-president; 
Leslie Dunlap, Rockford, secretary-treasurer. The ex- 
ecutive committee also includes the following: J. G. 
McFarland, I. R. Cornish, Harry Chumley, M. T. Wein- 
gaertner, Bill Schuster. Peoria was chosen for the 


convention next year. 





LADIES AT THE ILLINOIS BOOKSELLERS AND STATIONERS CONVENTION IN PEORIA 
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. This picture was taken after the crowd had sung “Iowa” 7. Tony Markelz, The Book Shop, Joliet; J. G. McFarland, Coe 
in honor of Willis Mohn of Cedar Rapids. Mr. Mohn was Bros., Inc., Springfield; Homer Jacquin, Jacquin & Co., 
escorted to a fine walnut chair which had been donated Peoria. 
by the Johnson Chair Co., as an “On Time” prize. The 8. R. F. Frederickson, Autopoint Co.; W. C. Jacquin, Jacquin 
chair was on a table with other prizes. To his right may & Co. 
be seen Ed. Rohrs, Eaton Paper Corp.; Ralph Maneval, 9. (Seated) S. W. Beck, Elgin; Mrs. Beck; John Ramma, Auto- 
A. W. Faber, Inc., Milton Shuster, Fred Tracht, Glenn Mc- matic Pencil Sharpener Co.; Russell Carpenter, Sanford 
Farland and John Burgess. To his left are Elmer Krum- Mig. Co. (Standing) W. C. Jacquin, Jacquin & Co.; E. J. 
wiede, Fred Greenwood and his son, Jack; Harry Tehan, Mitchell, manufacturer's representative; M. T. Weingaert- 
Fred Fenne and A. E. Gundelach. ner, Egyptian Stationery Co., Belleville, Ill.; George Holt, 

. (Seated) H. E. Waldron, W. A. Sheaffer Pen Co.; Miles C. Ww. A. Sheaffer Pen Co.; Larry Schubert, The Globe-Wer- 
Fuller, Business Equipment Co., Peoria; Mrs. Fuller, Mrs. nicke Co. 

Waldron, William Cox, Carter's Ink Co.; Herbert Walsh, 10. (First row) H. H. Howard, Kingsley Gold Stamping Ma- 


Southworth Co. 

. Roy Melind and Frank Boughton, Jr., Louis Melind Co. 
. President McFarland awarding “On Time” prize to Mrs. 
Schuster. The lady at left assists in distribution of prizes. 
. Fred Tracht, University of Chicago Bookstore; Mrs. Harry 
Chumley. 

Carl Lang and Berta Snowden, Binney & Smith Co. 


chine Co.; Fred Fenne, Victor Safe & Equipment Co.; 
Milton Shuster, manufacturer's representative; (Second 
row) Harry Tehan, Charles M. Higgins & Co.: B. G. Wiley. 
All-Steel-Equip Co.; George Whitney, Do /More Chair Co.:; 
R. J. Vojta, Frank Mashek & Co. (Third row) A. E. Gunde- 
lach, Terry Penfiller Co.; E. R. Manning, Stein Bros. Mig. 
Co.; E. C. Bergeson, All-Steel-Equip. Co.; John Uden, 
Boorum & Pease Co. 


continual merriment. He closed by reading his famous 
poem “On Again, Off Again, Gone Again, Finnigan.” 

An additional report and pictures taken the second 
day will appear next month. 


The entertainment both evenings was of highest 
quality. The annual dinner which completed the con- 
vention was addressed by the noted poet and humorist, 
Strickland Gillilan, whose dry wit kept the crowd in 
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ECKERT STAFF CELEBRATES QUARTER CENTURY 

The entire staff of Royal H. Eckert, Inc., Allentown, 
Pa., recently took part in a banquet in celebration of 
the company’s twenty-fifth year in the office equip- 
ment business. 

Headed by Mr. Eckert, the personnel of the store 
gathered at the Elks Club in Allentown where they en- 
joyed an excellent dinner and listened with enthusiasm 
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THE STAFF OF ROYAL H. ECKERT, INC., CELEBRATES 
TWENTY-FIFTH ANNIVERSARY.—L. to R.: Charles H. Gruber, 
Miss Helen Roka, Edward W. Schlegel, Miss Helen Randolph, 
William Gilbert, Miss Lillian Bittner, J. J. Cunningham, Bert 
Becker, Royal H. Eckert, Mrs. Blanche Linton, Albert Kush- 
nerick, James Shelling, Miss Elizabeth Strain, Allen Adams, 
Miss Ruth Laubach, Warren Flickinger, Miss Helen Lentz and 
F. H. Rebert. (Lower) The stationery department of the Eckert 
organization which occupies approximately one-twelfth of the 
store’s showroom space. 


to several impromptu speeches, finishing a fine evening 
of fun by several hours of dancing. 

Shortly before the celebration the Eckert organiza- 
tion completed remodeling of its stationery depart- 
ment shown in the accompanying illustration. The job 
created much additional room in which to display and 
sell the company’s lines of merchandise, which include 
Sheaffer, Waterman and Esterbrook pens, Dennison 
Manufacturing Company products, Whiting-Patterson 
bonds, Security steel products, Imperial and Myrtle 
desks, W. H. Gunlocke and Sikes chairs, L. C. Smith 
and Corona typewriters and Victor adding machines. 

Mr. Eckert maintains a staff of twenty persons and 
a fleet of six delivery cars which covers six counties. 

ee 
HORDER PICNIC SET FOR JUNE Il 

On June 11 officials of Horder’s, Inc., Chicago, and 
employes of the company’s chain of stores will gather 
at St. Paul’s Park, Morton Grove, Ill., for the annual 
picnic and frolic. It is the same shaded and grassy 
glen in which the Horder clan gathered last year. 

Coincident with the announcement of the date for 
the big event various committees, appointed for the 
purpose, went to work with a will to complete plans 
whereby the coming outing will eclipse all former pic- 
nics staged by the Horder organization. 

The traditional ball game, bags of toys and candies 
for the youngsters, a clown and a noonday lunch will 
again be featured while customers will look in vain for 
an open Horder store in the Chicago Loop or out of it. 
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NATIONAL O. M. A. READY FOR CONVENTION 


The nineteenth annual conference of the National 
Office Management Association will be held in Mont- 
real, Canada, June 6 to 8, inclusive. “Effective Office 
Management” will be the general theme of the con- 
ference at which leading office executives of many of 
the most prominent business organizations of the 
United States and Canada will interchange experiences 
and ideas relating to improved office practice. G. B. 
Brooke, of the Retail Credit Company, Atlanta, presi- 
dent of the association, will delive: the president’s ad- 
dress at the opening session. 


PENN-MAR-VA-ITES PLAN OUTING 

Final plans for the annual outing of the Penn-Mar- 
Va Club, scheduled for June 10 at the Sandy Run 
Country Club, Philadelphia, were completed by the 
outing committee, which met on April 14. 

According to the program for the day the annual 
event will be featured by golf matches and other 
sports, a dinner and an evening of entertainment. 


———— 


CAHILL PROVIDES THOUGHTFUL EVENING FOR 
CHICAGO OFFICE APPLIANCE MEN 


C. N. Cahill, general manager of Autopoint Com- 
pany and a member of the executive board of the 
Chicago City Manager committee, addressed the Office 
Appliance Managers Association of Chicago April 8 at 
Medinah Athletic Club. The subject was “The Errors 
of High Pressure Salesmanship.” This controversial 
subject was handled in a manner which commanded 
the close attention of his audience and kept the group 
in session an hour later than usual. He opened by 
saying there is no good sales manager who does not 
have high pressure. He did not criticize high pressure 
as such, but method of its application, particularly 
compensation systems, quotas and contests. The worst 
fundamental error, he said, is working men without 
definite remuneration. He does not believe in any 
business working men strictly on commission. Sales- 
men should be paid enough to live on. It is unsound 
business to pay less. He stated that the straight com- 
mission system was profitable for some of the better 
salesmen, a hardhip for others. It tended to create a 
few prima donnas in the sales organization whereas 
the company for best results must have average good 
men. 

As examples of straight commission practices which 
are hurting business he cited some types of real estate 
concerns, magazine distributors and solicitors for time 
payment savings plans. The method employed by some 
of those concerns, he said, destroys thousands of sales- 
men and saleswomen annually. The turnover is almost 
a million a year. Mr. Cahill remarked that he had had 
a real study made of that situation. 

While the remarks on straight commission came as 
a jolt, Mr. Cahill’s attitude on the quota system chal- 
lenged the thought of everyone present. The quota 
system, he said, is false fundamentally. Nothing is to 
be gained from it which cannot be created by some 
other means. A better way is a comparative analysis 
of sales of each man with all the company’s products. 
He told how in his own company every salesman re- 
ceives weekly a comprehensive analysis sheet showing 
what he has sold in each division of the product. The 
salesman knows how many units of each division are 
sold. The report shows who sell the most products and 
who sell the most volume. This, he said, gets under 
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THE BUSINESS OF THE WORLD IS 
JUST MEN AND WOMEN 
And the Mimeograph is an efficient servant to both. It may 
be a much more personal thing to you than you have ever 
imagined—a direct or indirect contributor to your welfare, 
usefulness, and happiness. It is sometimes a wonderment to 
us that so many women are important factors in Mimeograph 
service and enthusiastic users of the complete process. We are 
proud of this gracious approbation. And that is one good reason 
why our new Mimeograph 100 has been made a thing of beauty 
and simple operation. It was designed to be the finest device 
ever developed for the speedy and impressive duplication of typ- 
ing, line drawings, forms, etc.—and is accepted as such by unnum- 


bered thousands of men and women who help to do the work of 


the world. For full particulars write today to A. B. Dick Company, 


Chicago, or see your classified telephone directory for local address. 















































the skin in a way impossible with the quota system. 

Contests were placed in the same category as quota. 
If a stimulant is needed, it need not be contest. He 
believes contests create many avoidable errors. They 
always leave some disappointment and create a loss of 
enthusiasm on the part of some of the organization. 
He told of a special drive last July and August for new 














C. N. CAHILL 


accounts with the result that 2,900 new concerns were 
placed on the company’s books. This was done without 
contest or special remuneration. 

On the subject of unemployment he said that most 
salesmen are hired without definite method. The 
salesman must be a self-starter. A good memory is 
essential for sustained effort. His company’s practice 
is to employ only after a complete psychological test. 
Personality was rated more important than high gen- 
eral intelligence. A man with introversion, he said, 
could not be a good salesman. 

Four new members were added to the association— 
Norman J. Collister of the typewriter division, W. H. 
Parkin of Ticketograph division, and H. A. Tallquist of 
time recording division, all of International Business 
Machines Corporation, and George W. Nelson of Ditto, 
Inc. T. J. Gara, Addressograph salesman who was in 
the 100 Club last year and has met the requirements 
so far this year, was a guest. President A. H. Foxcroft 
was in charge for the first time since his serious illness 
during the winter. 
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CHICAGO STATIONERS ROUND TABLE 

The first meeting of the Stationers Round Table of 
Chicago was held Monday noon, April 18. About fifty 
were present, including a number of National Station- 
ers Association dignitaries such as Harold Hampton, 
president, Charles P. Garvin, general manager, and 
several members of the troupe who have been touring 
the country to attend Regional meetings. Following a 
Wis-Ill Club custom, each one present was called upon 
to stand and introduce himself. 

The gathering, which was held in the Eitel’s restau- 
rant of the Field Building, was strictly an informal 
affair whose only purpose was to further the cause of 
good fellowship among stationers in Chicago. Meet- 
ings are to be held every Monday noon, open to all 
stationers and manufacturer’s representatives. Fred 
Tracht, regional governor of the Sixth District, pre- 
sided over the first meeting. He appointed Al Skibbe 
of the Associated Stationers Supply Company to con- 
vene the succeeding meeting. Each convener is privi- 
leged to appoint someone present to function in a 
similar manner at the following meeting. 
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SPRINGFIELD OFFICE EQUIPMENT MEN ORGANIZE 


Office equipment men at Springfield, Ill., organized 
the Springfield Office Equipment Association in March, 
adopting the name, Springfield Office Equipment Asso- 
ciation. The officers chosen were: Fred H. Wilson, 
Royal Typewriter Company, Inc., president; H. G. 
Ackerman, Remington Rand, Inc., vice-president; 
E. W. Swain, Underwood Elliott Fisher Company, sec- 
retary; Robert R. Stevens, Simmons Stationers, treas- 
urer; W. Phillips, Monroe Calculating Machine Com- 
pany, program committee; L. J. Grady, Burroughs Add- 
ing Machine Company, membership committee. The 
roster of members is: Don Swan, Coe Brothers; Joe 
Fortune, Jr., Remington Rand, Inc.; F. S. Nicklas, 
International Business Machines Corporation; C. W. 
Lowe, Felt & Tarrant Manufacturing Company; R. A. 
Stickle, Stickle Typewriter Shop; T. G. McCrossen, 
National Cash Register Company; J. A. Peck, Spring- 
field Stationery Company; S. Virko, Dictaphone Sales 
Corporation; Don Anderson, Royal Typewriter Com- 
pany, Inc. 

Future meetings will be held the third Saturday of 
each month. The principal speaker at the organiza- 
tion meeting was Loftin E. White, Royal Typewriter 


Company, Inc. 
eee 


N. ¥. STATIONERS-GOLFERS TEE OFF 

With shiny new putters, unwrapped balls and hefty 
swings very much in evidence, the opening tournament 
of the twenty-second season of the New York Station- 
ers Golf Association was held at the Hackensack Golf 
Club, Oradell, N. J., last month. 

When the smoke of the opening battle died away 
the point winners for the season’s cups in Classes A 
and B were as follows: Class A—J. W. Tamany, 5; N. 
Kremer, 3; W. Hueglin, 2. Class B—H. Yager, 5; E. 
Payne, 3; J. E. Neary, 2. 

President Louis H. Tavernier was host for the day 
and prior to the opening game issued a statement to 
the membership in which he promised a grand season 
for those who turn out for every game. 

“Greetings and welcome to you at the start of our 
twenty-second golfing year,” the message read. “We 
are looking forward to a successful year. This can be 
assured through the same hearty support you have 
always given your officers and board members. 

“Congratulations are in order on the entry of our 
beloved chairman, Mr. Eberhard Faber, into his sev- 
enty-ninth year. E. F. is going along as peppy as ever 
and long may he be with us. 

“It gave your president great joy to have you honor 
those two old stand-bys at our last annual meeting 
with honorary memberships in our association—Mr. 
George W. Fairchild and Mr. Guy Hills.” 

The balance of the schedule for the association is 
as follows, with the hosts as named: 

May 3, Oakland, Tom Rudel; May 17, Green Meadow, 
George Fairchild; June 7, Englewood, Jim Neary; June 
21, Winged Foot, Ralph Kennedy; July 14, Ridgewood, 
Herman Price; July 26, Queens Valley, LeRoy Mc- 
Cready; August 11, Yountakah, Ray Urmston; August 
23, Pomonok, W. A. Force, III; September 13, Metrop- 
olis, Percy Elias; October 4, Wheatley Hills, Bob Brun- 
dage; October 18, Richmond County, Fred Huber. 

a ee 


CANADIAN GUILD HOLDS LONDON MEETING 


Stationers to the number of forty-one gathered in 
London, Ont., on Wednesday evening, April 20, for a 
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‘2 “COURT REPORTER, 
take the stand!” 











Q. “You are specially qualified to testify about 
typewriters, are you not?” 


A. “Yes, sir. Day in and day out, Court Report- 
ers probably drive their typewriters faster 
and longer than any other class of users.” 








Q. What qualities do you require in your Q. Is there one make of typewriter 
typewriter? preferred by Court Reporters over 


all others? 
A. First, SPEED -- to get the day's testimony 


transcribed in time. A. Yes ... very clearly. More LC Smith 


typewriters are used by Court Reporters 
Second, EASY ACTION -—— to lighten the load 


of a long day's typing. 


than all other makes combined! And 
Court Reporters use nearly three times 





Third, DEPENDABILITY — because we can't as many L C Smiths as any other one 
afford breakdowns. make ! * 

Fourth, LOW UPKEEP — because it comes Q. Is this marked preference of yours for 
out of our own pockets. L C Smiths of any significance to 


business generally? 
Q. You pick out whatever typewriter you want, 


for yourself? A. J should think it ought to be. When 
hard users like Court Reporters have 
independently chosen this one machine, 
in many different cities — and on no 
other basis than results — 1 should 
think lots of business houses could 
take the tip. We've done their test- 


A. Yes -- and pay for it ourselves, too. 
You see, we're paid by piece work, so 
our machines have got to produce at the 





lowest cost. 


*We surveyed all Court Reporters of record in every United 
States city of 100,000 population or over . . . and can verify ing for them! 
from the survey all the statements made above. 
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72S FIRST SIGHT” 


Ask any L C Smith Branch or Dealer for 
free demonstration, right in your office 


oy LC SMITH 


LC SMITH & CORONA TYPEWRITERS INC SYRACUSEN.Y.—Makers also of CORON \, the first PORTABLE TYPEWRITER 
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general meeting arranged by The Stationers’ Guild of 
Canada. It was the first meeting organized by Law- 
rence Beattie of St. Catharines, since his election at 
the annual meeting on March 14 to the office of dis- 
trict chairman for the Province of Ontario. This office 
automatically makes him a member of the Guild 
Executive Council, and as a true executive he gave 
others the work to do. The job of conducting the 
meeting was handed to H. P. “Bert” Nichols of Hamil- 
ton, who filled the chair very well. 

The purpose of the meeting was to place first hand 
information before the group respecting the activities 
of the Guild and particularly the important headway 
that has been made in recent months. 

Alec Cloke, of Cloke & Son, Hamilton, spoke of the 
cooperative effort amongst the stationers of Hamilton. 
Lawrence Beattie of Bixby-Beattie Company, St. Cath- 
arines, told of conditions in the Niagara peninsula. 

Fred Smart, secretary of the Guild, mentioned the 
activity of the Toronto group of stationers and also 
referred to the splendid effort of the stationers in 
Ottawa, who have recently organized an active Guild 
group, with George Smith of Instruments, Ltd., as 
secretary. 

There was time for open discussion and questions, 
and the following out-of-towners were heard during 
the evening. Nelson Mayhew, Windsor Office Supply 
Company, Windsor; Jim Jaimet, J. C. Jaimet & Com- 
pany, Kitchener; Bob Cranston of The Brown Bros., 
Ltd., Toronto; and W. G. Jewill of Robert Duncan & 
Company, Hamilton. 

Oe 
REMINGTON RAND COLUMBUS BRANCH 
CELEBRATES VICTORY 


The Columbus Ohio branch office of Remington 
Rand, Inc., 58 East Gay street, comprising twenty-three 
counties in central Ohio, held a victory banquet March 
25 at the Neil House as a company reward for being 
one of three winners in a national sales contest. The 
Columbus performance was outstanding in that all 
four divisions ended up in first place in their respec- 
tive lines, assuring additional prizes to managers and 
salesmen. The banquet was attended by the forty- 
eight employes of the Columbus branch and seven 
from the Springfield sub-office. Managers of the four 
divisions are: C. J. Byron, systems division; W. A. 
Dierksen, adding and accounting machines; J. S. Shep- 
herd, typewriters; and R. R. Dowd, tabulating ma- 
chines.—AK 

eee 
NEW YORK OFFICE MACHINE DEALERS MEETING 


The regular monthly meeting of the Office Machine 
Dealers Association of New York heard a brief but 
heartening report of the convention committee at the 
Hotel New Yorker, April 14. Sam Hutter, Checkwriter 
Company, Inc., chairman of the committee announced 
plans were progressing almost to the point of comple- 
tion, promising a program which would make the com- 
ing convention outstanding in history. 

President John Loser, Noiseless Writing Machine 
Service Company, had opened the meeting and A. H. 
Wittekind had read and received approval of the re- 
corded minutes. The chairman evidenced particular 
gratification, in which all the members concurred, 
when chairman of the Membership Committee Irving 
Ritchie, Adding & Bookkeeping Machine Company, 
read the names of nine new dealer members. 

A letter read by the secretary told of association 
activity in seeking the cooperation of civil authorities 
in closer contact with pawn shops in relation to miss- 
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ing typewriters. This action had its inception in the 
apprehension and conviction of an individual who had 
been quite successful in disappearing with rental 
portables. The civil authorities taking cognizance of 
the plea set aside a date later this month for a com- 
plete hearing. 

The business meeting was then adjourned and §S. 
Rest, representative of the Speed-O-Print Corporation 
of Chicago, Ill., gave an instructive demonstration of 
the Speed-O-Print and its applications. Dealer mem- 
bers gave strict attention and appeared very interested. 

we 
CANADIAN MANUFACTURERS ELECT OFFICERS 


At the annual meeting of the Canadian Business 
Equipment Manufacturers Association, held in the 
Royal York hotel, Toronto, on April 7, the following 
officers were elected: 

Honorary president, J. J. Seitz, president, Underwood 
Elliott Fisher Ltd.; President, G. Paterson, general 
manager, Dictaphone Sales Corporation Ltd.; Vice- 

















G. PATERSON 


president, J. L. Seitz, vice-president, Underwood Elliott 
Fisher Ltd.; Secretary, E. F. Koenig, secretary-treas- 
urer, Addressograph-Multigraph of Canada, Ltd.; 
Treasurer, F. G. McGinn, assistant sales manager, Un- 
derwood Elliott Fisher Ltd.; Directors, A. Cameron, 
factory manager, National Cash Register Company, 
and E. R. Green, general manager, Canadian Postage 
Meters & Machines Company Ltd. D. E. Bissell, sales 
manager of the Addressograph-Multigraph of Canada, 
Ltd., was elected chairman of the business show com- 


mittee. 
= a 


MIDWEST TRAVELERS’ NEW OFFICERS TAKE 
OFFICE 

Elected during the eighth regional district conven- 
tion at Kansas City last month, new officers of the 
Midwest Travelers Club have taken office and began 
their duties for 1938. The new executives are: 

President, Harold Graves, Wilson-Jones Company; 
first vice-president, Matt Dillon, Associated Stationers 
Supply Company; second vice-president, A. F. Seng- 
busch, Sengbusch Self-Closing Inkstand Company; 
secretary-treasurer, R. C. Moore, Columbia Ribbon & 
Carbon Company; Secretary, E. J. Mitchell, manufac- 
turer’s representative; auditor, Fred D. Pitt, The Pitt 
Corporation. 

Coincident with the election of officers the following 
new members were taken into the club: Russell W. 
Lake, The Wahl Company; Hap Worcester, Gibson Art 
Company; Roy Hogben, H. D. Lee Company; H. F. 
Sheets, Victor Safe & Equipment Company; George B. 
Hatten, Eagle Pencil Company; Fred M. Coleman, Wil- 
son-Jones Company; Lawrence Schubert, The Globe- 
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Ever since the first Monroe Adding-Calculator was made over a quarter of a century 
ago, Monroe has pioneered in designing and building efficient machines to speed up 
the production of business figures. 

Every model in the Monroe line—caleulators, adding-listing and accounting 
machines—has features that help to turn out large volumes of work accurately and 
economically. Every one is outstanding for wide adaptability, high speed, and easy 
operation. 


Leadership in its field has been achieved by Monroe through the superiority of its 


machines, the sturdiness and precision of their construction, and the high standard of 


Monroe service which is available everywhere. It is natural that throughout the world 


business depends on Monroe for figures. 


MONROE 


CALCULATING MACHINE COMPANY 


General Offices: ORANGE, NEW JERSEY 
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@ For greater acceptance recommend to 
customers Super-Filer—the Mechanized 
File—that cuts filing and finding time in 
half—has the visibility and accessibility of 
an open book—the greatest filing capacity 


per unit of floor space. 


Unmatched convenience—it pays its cost 
out of savings—it takes the 
rough work out of filing, 
the tugging and the wres- 
tling to find and to file 


correspondence. 


In presenting the story of GF 
Super-Filers to customers you 
assist in quick location of im- 
portant business papers—a def- 


inite and welcomed service 





to the modern business office. \ 
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THE GENERAL FIREPROOFING CO., Youngstown, Ohio 





METAL BUSINESS EQUIPMENT: ALUMINUM CHAIRS « STEEL DESKS + TABLES « FILING EQUIPMENT =» 
SUPPLIES * SAFES * STORAGE CABINETS * STEEL SHELVING « SPECIAL BUILT TO ORDER EQUIPMENT 
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Wernicke Co.; A. C. Van Horne, Eberhard Faber Pencil | 


Company; Loraine Saxon, Spencerian Pen Company; 
Fred Deutsch, S. S. Stafford, Inc.; W. T. Martin, Shaw- 


Walker Company, and Mr. Dor, The Buzza Company. | 


<=>? 
RIBBON AND CARBON DEALERS MEET 
The March meeting of the Carbon and Ribbon Deal- 


ers Association of Northern California was held March | 


18 at the Fly Trap restaurant, San Francisco. Presi- 
dent L. H. Chapman conducted the meeting. A com- 
mittee was appointed to report on the subject of 
charges for the installation of ribbons on typewriters. 
The members of the committee included T. J. (Ted) 
Gibson, chairman; Dave Scoville, Al. Hammergren, Mel 
Hoifman and W. H. Carscallen. 

John H. Griffith, secretary-treasurer, announced 
that future meetings will be held the third Friday of 
each month instead of Wednesday. The meetings will 
continue to be held at the Fly Trap restaurant.—SS 

ec © 
CHICAGO TYPEWRITER MEN CONSIDER 
ILLINOIS FAIR TRADE ACT 


At the regular monthly meeting held April 12, mem- 
bers of the Chicago Typewriter Dealers Association 


took action in reference to a method of cooperating | 
with The National Typewriter and Office Machine Deal- | 


ers Association to secure the signature of dealers in 
favor of the Illinois Fair Trade Act. President Al Hug 
reported that comparatively few dealers had sent in 
signed letters of approval. A committee was appointed 


to call upon those who had not yet done so, urging | 


prompt action. Several signatures were secured at the 
meeting. 

Letters were read from the principal manufacturers 
of typewriters concerning the producers’ attitude to- 
ward the Illinois Fair Trade Act. 
they were in favor and that they would sign up when 


eighty per cent or more of the dealers in Illinois re- | 


quested it. 

Among the out-of-town visitors present were Stan- 
ley Stemp of Madison, Wis., and W. J. Curtis, sales 
manager of the Barr-Morse Company, New York, N. Y. 

The final action of the meeting was the acceptance 
of an invitation from the Milwaukee Typewriter and 
Office Machine Dealers Association to meet jointly in 
Milwaukee on May 10. The Chicago and Milwaukee 
groups have been exchanging visits in this manner for 
some years. 


All indicated that | 





A little memento of the meeting was a copy of the | 


Sportsmen’s Guide & Directory given to each one pres- 
ent by Jim Ward, of the Shipman-Ward Manufactur- 
ing Company. 
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APPLICATIONS READY FOR INTERNATIONAL 
TYPEWRITING CONTEST IN CHICAGO 


Application blanks for entrants into the sixth annual 
International Commercial Schools contest, to be held 
in the Hotel Sherman, Chicago, on June 21 and 22, 
are ready for distribution. 

That was the statement issued last month by W. C. 
Maxwell, Hinsdale high school, Hinsdale, Ill., who is 
manager of the contest, and to whom all requests for 
entrance blanks should be made. 

As in previous years the contest will consist of sev- 
eral events for Class A, B and C entrants. These classes 
are respectively for novices, amateur and open. There 
will be contests in shorthand, typewriting, bookkeep- 
ing, machine calculation and dictating machine. 

Further particulars of the day and time of the vari- 
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THE NAME 


goes on last—just like signing a letter. 


And the pigment goes on to last—,just like making 
a perfect carbon copy. 

Only, you can't freshen up a carbon copy, like 
your boat, each season. Its lines must last as long 
as you may need to read them. 

And they will, if you select Carbon Paper from 
"The Line That Can't Be Matched." Each sheet 


identified for your protection. 







GUARANTEED 





NON-ANILINE 


DL UE Bae bate 


Smooth write ... Non-curling ... Long wear... Identified 


PENCIL. CAs 


from the complete line made by 


MANIFOLD SUPPLIES COMPANY 


Manufacturers of 


PANAMA and BEAVER 


188 THIRD AVENUE BROOKLYN, N. Y. 
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IN ONE 


Chat is what you are giving 
when you sell 


TWO 


STAXONSTEEL the modern corrugated fibre board storage drawer 
supported front and back—top, bottom and sides with steel. Such 
construction forms a perfect frame which eliminates all possibility 
of a binding load. No crushing weight can cause drawers to sag or 
jam. Only STAXONSTEEL offer you skeleton steel shelving already 


attached to the drawer—2 values in one. 14 stock sizes available. 








Write for complete descriptive catalog and dealer selling helps. 















FOURTEEN 
SIZES 


UNLIMITED 
STACKING 





STAX ON STEEL 


TRADE MARK 


COLLAPSIBLE (forage DRAWER 
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ous events will be furnished by Mr. Maxwell together 
with the application blanks. 
Oe 9 
SEATTLE DEALERS MEET 

As a result of close codperation between President 
William H. Burt of the Seattle Typewriter Dealers 
Association and President Lamont H. Wood of The .wa- 
tional Typewriter & Office Machine Dealers Associa- 
tion, a telegram was read at the March 15 meeting of 
the Seattle dealers that the Royal Typewriter Com- 
pany was immediately registering its retail prices of 
portable typewriter under the provisions of the Wash- 
ington State Fair Trade Practice Act. 

In an effort to reciprocate, Seattle dealers and others 
throughout the state have indicated a willingness to 
feature Royal portables in window and showcase dis- 
plays. Secretary Edward N. Phelan was asked to sug- 
gest to G. H. Stinson, portable representative of the 
Royal Typewriter Company at Portland, Ore., the 
sending of a cooperative notice to other dealers in the 
state of Washington. 

Remington-Rand, Inc., L. C. Smith & Corona Type- 
writers Inc. and the Underwood Elliott Fisher Com- 
pany has been asked by the Seattle body to adopt the 
same policy and register their portable retail prices. 
President Wood of the national organization was also 
notified of all steps taken.—_JCJM 

ae 
SQUARE CLUB MEMBERS LEARN BASEBALL 

Members of the Stationers Square Club of Greater 
New York learned all the intricate details and ins and 
outs of baseball when they gathered April 21 in the 
Greeley room of the Governor Clinton. 

Instead of the usual run of business the members 
were introduced to the national game as seen from the 
field when they listened to E. C. Quigley, supervisor of 
umpires of the National League of Professional Base- 
ball Clubs. 

Mr. Quigley, who should know, told his listeners just 
how much of the “kill the umpire!” cry from the 
bleachers may be discounted; why pop bottles are no 
longer sold in the stands, and how umpires feel about 
popular and unpopular decisions. 

The evening was an entirely enjoyable one for every- 
one present and Mr. Quigley was thanked heartily for 
the inside story of a deeply interesting subject. 

inl a 
ILLINOIS RIBBON DEALERS MEET 

With E. H. Saul, International Business Machines 
Corporation, as principal speaker, a meeting of the 
Illinois Carbon Paper & Inked Ribbon Association was 
held April 4 at the Atlantic hotel in Chicago. 

Mr. Saul, together with N. J. Collister, manager of the 
IBM electric writing division, gave his listeners an in- 
teresting description of the uses and operation of his 
company’s electric writing machines. 

The appearance of Messrs. Saul and Collister was 
in line with plans made by the organization to present 
at each meeting speakers whose addresses will be in 
the nature of valuable information for the member- 
ship of the association which they may apply with 
profit to their daily business dealings, according to 
William Fleischmann, secretary. 

a 
MICHIGAN STATIONERS MEET 

With twenty-five members and a number of guests 
present, a meeting of the Stationers Club of Michigan 
was held in the Tuller hotel, Detroit, on Wednesday, 
April 13. President C. W. Leonard wielded the gavel. 

The principal event of the evening was the appoint- 
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Star 
Stands 


Ont! 


*% She flies through the air with the greatest of ease and ten thousand people roar approval * 
Less spectacular, but no less amazing is the star performance of OLD TOWN ribbons and carbon 
papers % Day after day OLD TOWN comes through with flying colors, producing letters of spark- 
ling brilliance, copies of clean, crisp legibility % Secretaries, purchasing agents, executives like 
the ''prestige'’ OLD TOWN imparts to correspondence, the economy OLD TOWN effects on the ex- 
pense budget ¥% Mr. Dealer, OLD TOWN offers you a ready-made market, liberal profits and a 
friendly, co-operative business relationship %& It will pay you to write for full information about 


the OLD TOWN franchise * 





COMPANY INCORPORATEO 


Johnson and Prince Streets Brooklyn, New York 
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Oxford Filing Supply Co., 340 Morgan Ave., Brooklyn, N. Y. 


Vol. 1, No. 5 





“X%" REPRESENTS 


THE UNKNOWN! 


Most letter and legal folders are 914 
in, high over-all. Some systems call for 
folders 97% in. or 10 in. high, otherwise 
known as guide height. While all the 
popular styles of guide height folders 
are carried by Oxford, there are many 
“unknown” styles in use in “home 
made” system arrangements. 

That’s the reason for Oxford “X 
line” folders as listed in the Oxford 
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“X" folders are always ready for 
your special tabbing—at stock prices! 


Handbook on page 6. To this line we 
have added many new items. All are 
guide height, and carried on hand un- 
tabbed, ready for your special tabbing 
instructions. 

When you get a call for a guide 
height folder of some “unknown” style, 
remember that “X” equals the un- 
known, and that Oxford “X line” fold- 
ers will solve the problem. And at 
stock prices, the same as any stock 
tabbed folder of the same thickness, 
grade, and size. 


CUSTOMER WANTS 
STORAGE FILES, 





Oxford 


to offer 
Storage files, the 
good old original sliding drawer type, 
the first of its kind. Still going strong, 
because it is the lowest cost practical 
file offering the convenience of the 
sliding drawer. 


That’s the time 
“Standard Series” 








Push Items Create Orders 


Any item out of the ordinary 
to your prospect will serve as a 
push item. Given a sales story 
on it with a specialty slant, you 
have an excellent opener that 
brings orders from the folks who 
“don’t need anything today.” And 
then you never know what oppor- 
tunities for larger orders will 
develop. 

Whether or not you have used 
Push Items, write Oxford for de- 
tails on one that 

(a) Is just right during the 

summer 


Rear view of a box of the “Push 


Item” we refer to. What is it? 
Werth finding out—write and 


ask. 


(b) Takes up little space in 
the salesman’s brief case 
(c) Will click in almost every 
office 
(d) Will result in “trial” or- 
ders of $3.00 or more and 
develop in most cases into 
nice business. 
Use Push Items, 
when business drags. 
ford about this one. 


especially 
Write Ox- 





BUT 


MUST ECONOMIZE 








When is 
TRANSFER TIME ? 


Many firms transfer their files 
in their slow season. This means 
that every day is transfer time 
for somebody. That’s why it pays 
to push Oxford Storage files— 
and Oxford filing supplies, the 


year ‘round. 











Popularity of Kraft 
Folders Increasing 


There’s no doubt of it ... Kraft 
folders are coming in strong... and 


in Duratab (reinforced tab or double- 
top) style. Our sales figures prove it. 

That’s why we added them in another 
thickness, 914 point. The Oxford line 
of Kraft Duratab folders now includes 





8 point, 914 point, and 11 point thick- 
nesses, in all popular styles, and all at 
competitive prices. 

The new 914 point thickness will be 
shown in the next edition of the Ox- 
ford Handbook of Information and 
Prices. But they are in stock now, and 
offer Oxford dealers an additional 
means of meeting customers’ require- 
ments. Don’t pass up sales on Kraft 
folders—Oxford has them! 





Have You a Store 


and a COUNTER? 


on 8" oH BOY 











Salesmen, route men, and students will 
go for them. 


Then put on it a display box of a 
dozen Oxford File-Paks No. 351. Here 
are 60 3x5 ruled cards and a set of 
A-Z guides in an expanding pocket 
container. And all for 25c retail. 

Watch salesmen, route men, and stu- 
dents go for them. Here’s a self-seller 
that will cause you to re-order again 
and again. Specify Oxford No. 351. 
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ment of E. L. Larsen, Baxter & Larsen, Owosso, as 
secretary. Mr. Larsen takes the place of L. Begole, 
who was elected at the annual meeting in March but 
was unable to serve as an officer of the organization. 

After a general discussion of the fair trade laws the 
members and officers enjoyed a pleasant dinner, ad- 
journing at 8:30 o'clock. 

- o—= oe 

PHILADELPHIA STATIONERS GREET GOVERNOR 

Members and officers of the Philadelphia Stationers 
Association met at the Bellevue-Stratford hotel on 
April 21 to greet Regional Governor-elect Robert L. 
Thomas, Lucas Bros., Baltimore, Md. There was a 
splendid turnout headed by President Walter F. Crap 
and Secretary George Wustner, and everyone present 
made it clear to Governor Thomas that the Philadel- 
phia group will be solidly behind him during his year’s 
reign. 

>? 
LESSARD TO HEAD ST. LOUIS STATIONERS 

The Stationers Association of Greater St. Louis 
elected E. J. Lessard, president of the Lessard Printing 
& Stationery Company, president at the annual meet- 
ing and election of officers held April 18. He succeeds 
Chester A. Kennedy of the William J. Kennedy Sta- 
tionery Company to this post. 

Other officers elected are: William Fisse of the 
Blackwell-Wielandy Book & Stationery Company, first 
vice-president; Robert Lewis, Dennison Manufacturing 
Company, second vice-president; L. Walter Ruedy, S. 
G. Adams Company, secretary; Charles Spalding, 
Spalding Stationery Company, treasurer, and Retiring 
President Kennedy, member of the executive com- 
mittee. 

Several proposals which included the reorganization 
of the St. Louis organization along the lines of the 
national association, changes in membership rules and 
re-naming the association as The Stationers Club of 
Greater St. Louis were not acted upon at the annual 
meeting. Plans for a social gathering of the members 
will probably be taken up at the May meeting. The 
annual election of officers had been postponed from 
January at the request of members.—HB 


—_-_ —9-=i 9 


SO. CALIF. STATIONERS ELECT OFFICERS 
The Stationers Association of Southern California 
last month held a meeting and elected officers for the 
ensuing year. The new officers are: W. R. Lindsay, 
president; H. A. Morgan, vice-president; H. A. Morgan, 
William F. Johnston, Carl Grimes, W. R. Lindsay, Jo- 
seph Savell, Al Davidson, Ivie Stein and Franklyn 


Rising, directors. 
——— 9? —<-o—————— 


NORTHERN N. J. STATIONERS MEET 

Featured by a reading of reports of the banquet and 
resolutions committees, the regular monthly meeting 
of the Stationers Association of Northern New Jersey 
was held April 11 at the Hotel Douglas, Newark, N. J. 
The business meeting, which opened at 7:45, was pre- 
ceded by an excellent dinner to which the assembled 
members did justice. 
SEATTLE DEALERS SEE ROYAL DEMONSTRATION 

Salesmen of the Royal Typewriter Company and 
more than twenty Seattle dealers on April 7 attended 
a five-hour demonstration, sandwiched in with a lunch, 
of how Royal typewriters are built at the New Wash- 
ington hotel. Manager F. H. Norby arranged this 
unique display which was conducted by a specialist 
from the Royal factory —_JCJM 


Many brands... many weights 

many colors ... many finishes .. . 
unified under our new general trade- 
mark, so that M & V experience and 
care are at once identified with what- 
ever sub-brand you may be pushing. 


THOUSAND-AND-FIVE PRODUCTS EXCEL! 


Write for Samples and Prices 


MITTAG & VOLGER.. Ine. 


Principal Office & Facteries: Park Ridge, New Jersey 


Sales Agencies in Leading Cities the World Over 





POLARO! 


ILLUMINATION 


mukes SUMMEr A naw sling Season: | 


Polaroid Illumination has changed the whole perspective of artificial lighting. And it has changed the very 


season but all through the summer months. 


Days may grow long and tempers short, but wherever there is a desk, your salesman will find a rea 








perspective of selling. That “seasonal aspect” is gone. Now you have something dramatically new to sell—a 


lamp so utterly different that it will capture attention at sight, create customers not only in the regular selling 


welcome when he calls to demonstrate the Polaroid Desk Lamp. For it brings complete freedom from glare’ 


ye 


perfect rest for the eyes—and its superiority is so manifest that the desire to possess it is quickly 


regardless of the time of year. 














POLAROID ILLUMINATION 
The outstanding contribution of science 
to the crusade against glare 
The annoyance caused by glare is recognized 
by everyone. But glare is more than an annoy- 
ance. It actually affects the health, and the harm 

that it does is often permanent. 

Tests by scientists reveal that many people 
are especially sensitive to glare, that it takes 
up to 20 minutes for their eyes to regain normal 
vision after exposure to severe glare. 

Polaroid Illumination gives complete protec- 
tion from glare. Under its soft, even glow, shine 
vanishes from the glossiest paper. Ink is velvet- 
black, velvet-smooth. Colors are enriched. One 
reads without any sense of effort. 

Convinced by Polaroid sun glasses, ensusi- 
astic at the prospect of Polaroid headlights and 
windshields, your customers will wélcomeAhis 


entirely new kind of light. af Y P 
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offers you. /Ad ess a 


“" ot ae al Inc., West Haven, Conn. 
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This lamp enables you to make ayAntens) 





EAKIES MANUFACTURING CO. 
And S. ROBERT SCHWARTZ Division 


Decatur, III. 


GREIST MANUFACTURING CO. 


New Haven, Conn. 


THE SIGHT LIGHT CORPORATION 


Essex, Conn. 











lof the licensees listed be- 























DEALERS 
 phOhie 


MONARCH 101 


STANDARD 


Yes. the recently announced Monarch 
**101°° is the choice of Dealers because it 


is exactly the kind of typewriter they have 


long wanted. A full-size, standard of ex- 
clusive design, in the standard price class, 
to be sold by AWMCO and its Dealers. 

The Monarch ‘101°’ is as new as tomor- 
row and a real beauty in looks and per- 
formance. Handsomely streamlined, 
amazingly quiet, with a touch and action 
that is a delight to any operator. It is the 
hit of 1938 and the last word in modern 
typewriter construction. 

Send the coupon for all the facts. (This 
machine is available only in the United 
States. ) 


OFFICE APPLIANCES 


TEXAS NEWS NOTES 

According to R. P. Grieve, governor, the recent meet- 
ing of the Ninth District, NSA, held in Fort Worth, 
broke all records, and was considered one of the Dest, 
if not the best, meetings of its kind ever held in this 
district. Attendance was 138 men and 24 women, while 
44 registered for the annual golf tournament. 

At the close of the meeting a resolution was offered 
by P. T. Pearce of Houston, declaring it to be the 
most profitable meeting of its kind ever held, and 
recommended it as the type of meetings desired, which 
was passed. 

R. P. Grieve, as governor, and those who assisted 
him in the arrangements for this meeting, are to be 
complimented on their good work. 

ok * * 

Employes of Maverick-Clarke Litho Company held 
a dance at a small community, Oak Grove, near San 
Antonio, with 125 attending. Music for dancing was 
furnished by a popular orchestra and refreshments 
were served. This is one of a series of entertainments 
sponsored by the employes each year. 

Roy Klein, district representative for Yawman and 
Erbe, was in San Antonio this month calling on Paul 
Anderson Company, which has exclusive selling rights 
in this city for this firm’s products. 

Standard Printing Company has been reappointed 
exclusive agents for Carter’s Ink Company, makers of 
Carter’s midnight carbon paper and typewriter ribbons, 
according to William Dumestre, member of the firm. 

* * + 

William C. Clegg of The Clegg Company, and past 
NSA president, has been named a director of the San 
Antonio Rotary Club. 

Another member of the business equipment field in 
San Antonio, also prominent in club activities, is 
J. Andrew Smith of the J. Andrew Smith Company, 
active in the Lions Club, who recently related past 
activities of this club at a meeting in which an in- 
duction ceremony for new members was held.—BCR 
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STIRRAT-HANFORD 

A surprise to many Seattle friends in social as well 
as stationery circles was the recent marriage this April 
in Portland, Ore., of Mrs. Lauron Hanford, widow of 
the late Captain Lauron Hanford, head of Lowman & 
Hanford Company, pioneer stationery and printing 
business of Seattle, who died in December, 1935. The 
widow of the president of one of the important sta- 
tionery houses of the West drove up from Los Angeles, 
where she had been living since the death of Captain 
Hanford and was married in Portland to James R. 


AMERICAN WRITING MACHINE CO. 


115-117 WORTH ST. NEW YORK, N. Y. Stirrat, fruit and produce co-executive of Portland, 


Ore., where the couple will reside —CML 











MAIL THIS “101° COUPON TODAY = 
> 
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MASTER DURSCHLAG 
Bill Durschlag, of Stevens-Maloney Company, Chi- 
_— cago, handed out cigars to celebrate the birth of a baby 
boy to Mrs. Durschlag on May 3. The young man, who 
will probably follow his dad into the stationery busi- 
ness, weighed seven pounds, ten ounces, on the Hen- 
rotin hospital scales. 





American Writing Machine Co. 
117 Worth St., New York, N. Y. 


Please send me complete information about the 
new Monarch *‘101°° standard typewriter. 


Address 





City State 























No Use Boys 


You’re up against a Ys Duo Top. The combination of Super- 
tex Manila folding stock and our process of glueing the folded- 
over double top makes it almost impossible to separate the two 
sheets. That’s why Duo Top Filing Folders wear, and wear 
and wear—they’re hard to bend and don’t become dog-eared. 
If a double topped folder doesn’t stay glued, it’s worse than a 
single top. #2 Duo Tops stay glued—give years of service. 


Monroe. Michig: 














Both Are Tough 


Monroe, Michigan 


Ever try tearing one of our heavy weight Natural Kraft Duo 
Topped filing folders across the top or tabs? You'll have as 
hard a job doing it as the bull has chewing it. It’s tough for 
both. There’s a strength and sturdiness to the rugged texture 
of Natural Kraft Duo Tops that convinces one that they have 
honest-to-goodness, long-time wearing qualities. They’re made 
to give service and they do it. Ask your dealer for a sample. 
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R. B. BUSWELL 

R. B. Buswell, who ended thirty-six years of service 
with the Underwood Elliott Fisher Company by retiring 
in 1936, died April 13 at his home in Oak Park, Ill. He 
was sixty-three years of age and had been in poor 
health since leaving the business world. 

Born at LaGrange, Ohio, Mr. Buswell received his 
education in that state. At the age of twenty he went 
to Cleveland, thirty miles from his boyhood home, and 
obtained a job selling the Smith-Premier typewriter, 
a new machine for correspondence and legal work just 
then being introduced to the market. He was obsessed 
with the idea that bills are better made out on a type- 





THE LATE R. B. BUSWELL 


writer than by hand and he preached this belief when- 
ever he chanced to meet a bookkeeper, securing him- 
self some good sales thereby. 

In 1900 he decided to switch his connections to the 
then Fisher Company of Cleveland, manufacturers of 
a new flat-platen writing machine which had been in- 
vented some time previously for recording of public 
documents in sewed-bound books then in exclusive use. 
It was about the time that the Fisher Company dis- 
covered the flat-platen machine was adapted to com- 
mercial billing and statement work and that, with 
recent improvements in carbon paper, a bill and 
Salesbook record could be combined at one writing. 
The company has also perfected and introduced the 
two-color ribbon. All of this fired the ambition of the 
young salesman and he immediately began piling up 
an impressive record in the field. 

Two years later the company was united with the 
Elliott-Hatch Company, to become the Elliott-Fisher 
Company. Young Buswell was in his stride then, and 
stayed on at the Cleveland office until 1904 when he 
was ordered to manage the company’s exhibit at the 
St. Louis World’s Fair at which was made the initial 
showing of the first commercially successful writing- 
adding machine of Mr. Buswell’s firm. 

Mr. Buswell’s continued success led to his appoint- 
ment in 1914 to the position of manager of the western 
district with headquarters in Chicago. This position 
he held through the merger of the Elliott-Fisher Com- 
pany wtih the Underwood organization to become the 
Underwood Elliott Fisher Company, and up to the time 
of his retirement in 1936 as a result of failing health. 

Trained in the period when a successful representa- 
tive of any company was obliged more often than not 
to use his own judgment and to make many important 
decisions, Mr. Buswell has through the years shown a 
fine executive ability and initiative. Those who knew 


THIS BIG BUY 
FOR A DOLLAR 


@This pen is made to sell for.only 
a dollar—but it is made to look and 
write like a far more expensive pen. 
That’s why your customers will like it 
-and buy it. 

Your customers will like its smart 
bevelled shape—with a choice of eight 
popular colors. And they’ll like its 
flexible, iridium - tipped, guaranteed 
point that fits every style of hand- 
writing, and writes with that smooth, 
effortless action for which Spencerian 
Pens are famed. 

The surest way to sell more pens is to 
offer your customers more for their 
money. And that is what this Spen- 
cerian Pen does. There is extra business 
waiting for every dealer who sells it. 
And it is easy to sell, because a beauti- 
ful, colorful display does the job for 
you. It’s free with your first assort- 
ment of one dozen. Order now—with 
the usual dealer discount. 


SPENCERIAN PEN COMPANY 
434 Broadway, Dept. P, New York 


Ji THE NAME FOR WRITING 
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MANIFOLD 
PAPERS 





OECUND 











oHEETS- 


WRAPPED or BOXED 
White or Colors 


Light-weights, recommended for air-mail 
correspondence or inter-office communica- 


tion include 


Luster Duplex 
Ecco Manifold 
Regent Onion Skin 
Silkweight Manifold 


Other grades in heavier weights are, of 


course, also available. 


The opportunity to present samples and 
quotations to interested dealers will be 


appreciated. 


RUCRWELL-BARNES 
CUMPANY 


1511 West 38th Street ° Chicago 


OFFICE APPLIANCES 


him admired him for his promptness, fi. 1kness and 
square dealing, and there are hundreds in the field to- 
day to mourn his passing. 

Mr. Buswell is survived by his widow, Mrs. Katherine 
M. Buswell, a son, Otis L., and a daughter, Mrs. Vir- 
ginia M. Abbott. 

Funeral services were held at Oak Park on April 15 
followed by interment at Glen Oak. 


+ bk + 


J. E. PLEW 

James E. Plew, one of the founders of the Plew & 
Motter Company, Chicago, now the Workman Manu- 
facturing Company of the same city, died last month 
at his home in Valparaiso, Fla. He was seventy-five 
years of age. 

It was in 1912 that Mr. Plew did his part in forming 
and launching the Plew & Motter Company, which was 
located at 1200 West Monroe street. The firm was well- 
known as manufacturers of the P&M line of loose leaf 
equipment, etc. He was also a former president of the 
Chicago Towel Company, which he founded as a young 
man to finance his way through medical college. 

Mr. Plew, who was born in Brown county, IIll., moved 
to Florida fifteen years ago and founded the town of 
Valparaiso. He was an aviation enthusiast and was 
one of the first passengers to be carried by the Wright 
brothers in their first plane. 

He is survived by his widow, Nettie, and two daugh- 
ters, Mrs. C. W. Ruckel and Mrs. Clifford Meigs, both 
of Valparaiso. 

+ + - 


Cc. P. ADAMS 

Death came to Charles P. Adams, seventy, Topeka, 
Kansas, on April 12. He was president of the Adams 
Brothers Sales Book Company, one of the largest man- 
ufacturers of manifolding sales books and carbon paper 
in the country. 

The business was started in a small way in 1890, in 
Topeka, by Mr. Adams and his brothers, Guy and Wil- 
liam R., both deceased. After many expansions, the 
present fine modern plant at Second and Jackson 
streets was erected and occupied in 1926. 

Topeka has been grateful for years to Mr. Adams 
for his civic work and for his high standards in em- 
ployer-employe relations. He was the father of To- 
peka’s city planning and zoning system, serving as 
president and board member for eight years; a director 
of the Chamber of Commerce for years; president of 
the Y. M. C. A. for five terms. Mr. Adams held active 
memberships in Rotary, Fortnightly Club, Country 
Club, Beta Theta Pi fraternity, and the First Methodist 
church.—ATW 

+ | 


A. F. RUTTER 

Arthur F. Rutter, retired partner of the firm of 
Warwick Brothers & Rutter, wholesale and retail office 
stationers, Toronto, Ont., passed away last month at 
his home, 275 St. Clair avenue, that city, following a 
heart attack. 

Mr. Rutter, past president of the Red Cross Society, 
was honored with a jubilee medal from the late King 
George V for his untiring service on behalf of the so- 
ciety. From the time the first wounded soldiers re- 
turned from France during the world war his deep 
interest in the veteran’s welfare never lagged and he 
became the champion of all ex-service men. 

Born in Woodford, England, Mr. Rutter was in his 
eighty-third year and had been associated with the 
firm of Warwick Brothers & Rutter for over sixty years 
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THERE ARE MANY OPPORTUNITIES TO SELL 
DEPENDABLE G/W STEEL OFFICE FURNITURE 


A wide variety of standard and stock steel office equipment 
all bearing the nationally-known name ‘Globe-Wernicke” 
is available to meet the many require- 
ments of modern business. Efficiency, 
economy and long life are combined 
with attractive appearance, conven- 
ience and useful service. 


This profitable line is sold through 
are available fap meee dealers and we cooperate with them. 
record-keeping need in a Write for catalogs, prices and dis- STEEL GuELVING 

large or small business. counts and information about our val-  Gicie Were ncnPcations for 
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‘ ‘ a to install .. . be adapted 
Stock and special card uable exclusive franchise. to ‘individual sabia ax four aanee 
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to provide any type 
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STEEL DESKS 
Globe-Wernicke steel desks combine quality, economy 
and fine appearance . . . made in various styles and grades 
to meet the varying needs of business. 





STEEL HORIZONTAL 
SECTIONS 


Horizontal sections are widely used 
for filing records; also by engineers 
and architects. Stock units permit 
many useful combinations. 
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FILING LARGE ss 
“Hang them up” in 
Cello-Clip steel cabinets. 
This ideal method of 
filing blue prints, maps 
bate Mohd a-) MMB E- Fae (MME) al-1-3 2} 
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FILING CABINETS STORAGE CABINETS CASES 
for sales. There is a Globe-Wernicke steel These well-made storage or ward- oo 3 
filefor every business need and _robe cabinets meet every storage Globe-Wernicke steel sectional 
price range ... better grades requirement. Made in various bookcases protect books from duct 
have exclusive Tri-Guard _ styles and sizes to fit floor space and damage . . . more sections 
feature. available. easily added when needed. 













Frist Globe-Wernicke 


Glob& Cincinnati, Ohio 
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Service Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions —Sp¢ 

and Wood Equipment for Libraries, Schools and Public Buildings—Filing Suppl 
Stationers’ Products; Storage .and Visible Record Equipment and Steel Shelving 
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DO/MORE 
the 


POSTURE 
SEATING — 


S..... of the fact that Domore originated posture seating 
and in addition, has constantly led in development of this art, 


, =r it is possible for us to give you considerable added value. 
Domore has assembled an outstanding organization of men 
trained in the science of posture seating. Domore alone has 
always rendered a complete seating service through its edu- 
cational program which consists of instructing both employer 


and employee in the effects of sitting habits and how to sit 
correctly in order that the greatest benefit will accrue. 

The Domore idea of seating and educational service has the 
approval of many state and national medical and health asso- 
ciations. The consequent result is that Do/More Chairs, whether 
for Executive, Clerical or Factory use, stand in a class by them- 
selves. Both Do/More chair designs and actual installations in 
your organization are supervised by scientifically trained pos- 
ture specialists. 

Send for complete details of the entire line of Do/More 
Chairs. Tests in your own organization can be arranged abso- 
lutely without obligation. 

There are still opportunities available for high type dealers. 


DOMORE CHAIR CO., INC. 
101 MONGER BLDG., ELKHART, INDIANA 


DO/MORE 


Licensed by Posture Research Corporation 








POSTURE CHAIRS FOR EVERY SEATED OCCUPATION—EXECUTIVE, CLERICAL, FACTORY 
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prior to his retirement in 1936. He was a member of | 
the National Club and the Masonic lodge and is sur- | 


vived by a daughter, two sons, a sister and a brother. 


—SJL 
+ kh t 


F. BODENHOFER 

F. Bodenhofer, proprietor of the F. B. Manufacturing 
Company, 1228 Intervale avenue, New York, N. Y., 
manufacturers of loose leaf holders, died suddenly on 
March 24. 

Mr. Bodenhofer started the business in 1913 after 
inventing the device which he manufactured and sold 
to stationers all over the country. His organization 
and product met success from the start, and within 
recent years it was his boast that his sales accounts 
ran into the thousands and covered every corner of 
the globe. 

The business will be continued by the widow, Mrs. 
Fanny Bodenhofer under the same policies of perfect 
merchandise, 
Bodenhofer established at the beginning. 


+ = 
JOHN BRITT 


John Britt, 57, manager of the St. Louis offices of | 


the Burroughs Adding Machine Company, fell dead on 
April 5 at Broadway and Locust street while walking 
to the firm’s headquarters in the Boatmen’s Bank 
building. An inhalator, which was applied for more 
than an hour, failed to revive him and a physician 
pronounced him dead. 

Mr. Britt had been in St. Louis with the company 
eleven years. He was a member of the Rotary Club 
and of the Missouri Athletic Association. He is survived 
by his widow, Mrs. Elizabeth Britt, and two sons, John 
G. Britt and Paul Britt. He lived at the Hotel Gates- 
worth. 

Funeral services were held April 8 at the St. Louis 
Cathedral and burial was in Calvary Cemetery, St. 
Louis.—HB 

+ + & 


MRS. RALPH BAUER 

Mrs. Fannie M. Bauer, wife of Ralph S. Bauer—for- 
mer mayor of Lynn, Mass., and twice president of the 
National Stationers Association—died in a hospital in 
Lynn April 6. Mrs. Bauer was born in Chicago seventy- 
four years ago. She is survived by her husband and a 
son, Paul S. Bauer. 

In her husband’s political career and his long and 
active connection with The National Stationers Asso- 
ciation, Mrs. Bauer took keen and helpful interest. 
Her graciousness at the conventions and as hostess in 
the Bauer home is remembered by those who had the 
pleasure of her acquaintance. Her passing will bring 
regrets to many. 


: + 


R. G. BRIGGS 
R. G. Briggs, associated with the L. E. Waterman 
Company, Ltd., Montreal, Que., for thirty-one years, 
died suddenly last month in his forty-sixth year. He 
was well-known in many sections of Canada, having 
covered a large territory for his company during his 


more than a quarter-century of activity in the foun- 


tain pen line—SJL 
+ - 
J. L. SCHNEIDER 
Joseph L. Schneider, sixty years old, who for thirty- 
three years was associated with the Jasper Desk Com- 
pany, Jasper, Ind., died at his home in Jasper on 


dispatch and satisfaction which Mr. 
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“NOT A SINGLE MACHINE 
EVER CAME BACK 
IN THE SEVEN YEARS — 


7 








ACE STAPLES 





PILOT STAPLES 









CADET STAPLES 










__..WE HAVE HANDLED 


AGEs stn. 










IN THE 
The statement was made by COMBINATION 
a prominent dealer during LIES THE 






EXPLANATION 





the Regional Convention of 
the N.S.A. in Kansas City 
last month, and while it was simply intended 
as a compliment, it also provided a convincing 
object lesson on the importance of selling 
Staples by ACE for ACE Stapling Machines. 


Staples of an inferior grade are invariably a 
source of trouble, but Staples by ACE give 
absolute satisfaction because they are made 
to the same high standards of precision as 
ACE Stapling Machines. 


Give Your Customers a Square Deal 


Sell Them Staples by ACE 
Machines 


for ACE Stapling 


ACE FASTENER CORPORATION 


3415 N. Ashland Ave., Chicago 


Makers of 


WORLD'S BEST STAPLING MACHINES 


THE 
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CORRECT HEIGHT 


% Sher-Man Tubular Steel 
Stands are 26 inches high, the correct height for use 
of typewriters and other office machines. Fatigue 
caused by improper position of machine keyboards 
is entirely avoided. 


Sher-Man Stands provide the maximum of con- 
venience and usefulness, with their easy portability, 
their strong, rigid support, and convenient shelf 
arrangement for efficient handling of office work. 


Check the sales advantages of Sher-Man Stands 
and you will see why so many dealers find extra 
profit in handling the Sher-Man line. Write for 
general catalogue with complete listings of all models. 


SHERMAN-MANSON MFG. COMPANY 


625 SOUTH KOLMAR AVENUE « CHICAGO, ILLINOIS 


Pacific Coast Representative: C. J. Schubert, Jr., 339 E. Third St., Los Angeles 
Stock on hand for immediate delivery 


mG Al 


TUBULAR STEEL STANDS 
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March 18, after an illness of but a few days. Burial 
was in St. Joseph’s Catholic cemetery at Jasper. At 
the time of his death Mr. Schneider was foreman of 
the shipping department of the desk company. He 
was widely known to the desk trade and was uni- 
versally beloved. He is survived by two daughters. 
three brothers and three sisters—WBC 
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MRS. W. G. WHITTEMORE 

Mrs. Jennie L. Whittemore, wife of W. G. Whitte- 
more, head of the American News Company’s station- 
ery department, New York, died Friday, April 15, at 
Brooklyn, N. Y. 

For a number of years Mrs. Whittemore was a fa- 
miliar figure among members of the office equipment 
and stationery industry due to her constant attendance 
at many of the conventions with her husband. Three 
children, Harold, Carlton and Ethel Bell, survive. 

Funeral services were held from the New Utrecht 
Reformed church, Eighteenth avenue and Eighty- 
fourth street, New York, on Sunday, April 17, followed 
by private interment. 
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S. P. CROSWELL 

Samuel Palmer Croswell, for many years a well 
known member of the stationery trade in Boston, died 
March 21 at the Malden hospital after a short illness. 
He was eighty-four years of age. 

Mr. Croswell started his stationery career with the 
old Boston concern of Cutter, Tower & Company in 
1870, then located on Milk street. During the Boston 
Fire in November, 1872, their building with contents 
was destroyed by dynamite used to stop the fire from 
crossing Milk street. After the fire he went with 
Winkley, Thorp & Dresser when that concern took over 
the Cutter-Tower Company. Later he joined Francis 
Doane & Company on State street, where he remained 
until he retired in April, 1923, making fifty-three years’ 
continuous service. 

He lived in Medford some fifty years. His wife died 
about ten years ago. He was a man of genial disposi- 
tion, fine ability and integrity. He possessed an inven- 
tive mind and several of his inventions, on which he 
obtained patents, were placed on a royalty basis. He 
left no children. 

Funeral services for Mr. Croswell were held on 
March 24 at Allen’s funeral home, Medford, with burial 
in Woodlawn Cemetery, Everett, Mass. 
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G. D. WARNER 

Girvan D. Warner, owner of the Twin City School 
Supply Company, Neenah, Wis., died April 13, following 
an illness of more than a year and which resulted 
from an attack of pneumonia. 

Mr. Warner was fifty-eight years of age and had 
been in the office and school supply business for the 
past twenty-seven years, making a host of friends who 
will mourn his passing. 


tr it y 


H. C. MITCHELL 


Harold Crowell Mitchell, president of the All Steel 
Scale Company, and head of the eastern division of 
the Triner Scale Company, died recently in the 
Knickerbocker hospital, New York City. He was sixty- 


five years of age. 
Mr. Mitchell’s passing was sudden and totally unex- 
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INCREASE YOUR SALES WITH THESE 
FAST-MOVING OFFICE ACCESSORIES 


Now is the time to check your stock and order merchandise needed to 
meet the increasing demand for fast-moving ‘bread and butter’’ items 
made by Globe-Wernicke. These every-day business necessities are 
widely known for their dependable quality and value and some of them 
are needed in every office. 


There is a good profit from these staple items, so be prepared to supply 
the demands of your customers by having what they want when ready 

A new celluloid An all-celluloid z 

index tab with tab which i to buy. Send for a free copy of our stationers products catalog, to- 


EC sade §6cether with prices and discounts to dealers. 
skirt. .. hides nothing. 














INDEX TABS 








UTILITY 

















Every kind of business can 
use Globe-Wernicke index 
tabs. They are needed for 
pbate(-> ob ale Mb a-Yoloy ae (-¥E-b ale MN olole) -<-m 


STEEL WASTE BASKETS 


Attractive steel waste baskets 


for home and office . . . easy 
save time and work. to keep clean . . . rounded 
corners . . . two sizes, both 
Both ‘U-Mak-A”’ and with or without legs . . . va- 


“Utility’’ index tabs are riety of finishes. 


made in three styles—with 
rbatel-> obale Mh os abaha-teMebba-lon dh are) al 
celluloid ... strip type that 
can be cut to any size. . 





“ACCESSO”’ 
WOOD DESK TRAYS 


EVERYDAY FILES 


Made in eleven styles... 








and shield type in various 
sizes. Both strip and shield 
type tabs have removable 


indexed alphabetically, days 
of week, days of month, etc.... 
also with metal tabs having 
removable inserts. Available 


Wide hand openings on all four 
sides and bottom make it easy 
to handle papers . . . every office 
a prospect. Trays may be stacked 
















in standard and legal sizes. or combined laterally. 


insert labels. 


CLIP BOARDS 





Two styles . . . striped wood 
or Masonite board. The clip 
has powerful spring for hold- 
ing papers. Made in note, 
letter, cap and waypbill sizes. 


























MASONITE LAPBOARDS 


Handy for reading, writing, 
drawing, sewing . . . for re- 
freshments, games. . . for the 
student or in the sick room... 
attractive brown finish . . . two 
weights, 34” and 14” thick. 





THREE TYPES CARD INDEX TRAYS 


Write for additional infor- Available with or without hinged 
paat- 4a Co) a WME-T-baah oJ (-\-M- bale Mh ob olel-\- covers for 3” x 5”, 4” x 6”*and 
PIS ioome (eRe Math Act Ve-me 6S” x 8” cards. Wood filler in 
can receive a free walnut front of tray prevents tabs’ of 
display case. guides being mutilated. 


Globe-Wernicke 


Cincinnati, Ohio 
MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 


Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Special Steel 
Service and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Steel Shelving 
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The Dealer who frequently features 
outstanding values, draws the 
larger crowds .... recommend 
“THE RIGHT CHAIR AT THE RIGHT PRICE” 


From the local realtor to the leading industrial insti- 
tutions, the courthouse and the state capitol, there 
is always a yen for a good purchase. Money well 






spent leaves the same fine sense of satisfaction 
brought by money well earned. 


Genuine American walnut and birch, Eagle Ottawa 
fine leathers, Collier-Keyworth irons—upholstery 
tailored and woods framed and fitted by expert 
craftsmen go together to compose the fine value of 
JASPER CHAIR CO. leather upholstered chairs. 


More than fifty fine leather upholstered office chairs 
are illustrated in our catalog, besides a fine line of 
all-wood chairs for offices, school and courtroom use, 
but you need just a representative selection on dis- 
play to attract attention and interest and really 
develop extra worthwhile business. 


JASPER CHAIR CO. 


JASPER, INDIANA 





REPRESENTATIVES 
Geo. A. Litchfield, Sales Mer. 


R. J. Freeman (Eastern) 
505 Fifth Ave., New York, N. Y. 


E. W. Thomas 
(Southwest) 
Daytona Beach, Fla. 


S. H. MacDonald (West) 
Orpheum Bldg., 
Seattle, Wash. 






James S. Fowls (Southern) 
3414 Euclid Heights Blvd. 
Cleveland, Ohio 


W. H. Brown, (Chicago-Midwest) 
6708 Glenwood Ave., Chicago 
(Phone ROGers Park 3644) 
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pected. He had attended to business up to the last 
and went directly from his desk to the hospital for an 
examination, entirely unaware that his condition was 
serious. It was in the institution that he suffered a 
heart attack which brought about his death. 

He is survived by a widow, Mrs. Rose C. Mitchell. 


tt 


THE PASSING OF PAUL R. MAHONY 


In the February issue appeared a report of the pass- 
ing of the late Paul R. Mahony, assistant to the presi- 
dent of The Wahl Company. In this report was a 
statement, taken from the January 8 issue of the New 
York Herald Tribune, to the effect that Mr. Mahony 
died in Bombay as a result of contracting enteric fever 
while touring India. Since that time we have been in- 
formed that Mr. Mahony’s death was brought about by 
injuries suffered in an accidental fall “which is fully 
verified by the death record” and “further corroborated 
by witnesses of the accident.” 


— 


HOUSE OF SCHWAB IN 66TH YEAR 


Sixty-six years ago a band of earnest artisans with 
visions of the future gathered at Lafayette, Ind., to 
form and conduct a business of which the principal 
object was to be the manufacture of strongboxes. 
Some of them were businessmen, others were highly 
skilled workmen, but all of them were imbued with the 


desire to make safes “just a little better than seemed | 


necessary.” 








That was the beginning of the Schwab Safe Com- | 


pany, an organization which this year is celebrating 
its sixty-six years of continual business in the office 
equipment field in which it holds a place of distinction 
and honor. 


Back in 1872 a ponderous box of iron, locked with a | 
huge key, was considered a safe. And to a certain ex- | 


tent it was. It more or less foiled loss by theft but | 


afforded little or no protection against fire or flood. 
And it was at this point that the men who made up 
the Schwab organization demonstrated their ability to 
visualize the future and its wants. 

A safe, they reasoned, should be a safe. It should be 
able to resist fire and water, injury and disaster. They 
knew the dangers of dynamite and they even antici- 
pated the extent to which safe-robbing was to grow in 
tune with organized crime. 


| 
| 
| 
| 


And so it was that the youthful company began its | 


career with the avowed intention, 
through the years, of making a safe “just a little better 
than seemed necessary.” 


carried down | 


Today the company boasts that it gives to commerce | 
of the world the utmost protection for its valuables, be | 
they paper records or more tangible goods. With its | 


line of standard fire-proof safes, filing safes, under- 
writers’ label safes and vault doors, it offers full pro- 
tection from fire, theft, water, carelessness, vermin 


and wind. 
oh ea 


COMMERCIAL CARD SYSTEM CO. MOVES 


The Commercial Card System Company, manufac- 
turers of visible filing equipment, recently moved into 
larger quarters at 395 Broadway, New York, where 
additional facilities will make easier the job of 


promptly handling dealer trade. According to Ralph | 


Vogel of the firm his organization will continue to 


codperate with all dealers regarding inquiries on office | 


machines and rebuilt visible filing equipment of all 
standard makes. 








LARTER 


‘v 


w 


BETTER “IMPRESSIONS” 


...on the Boss... on the Customer... on the Office Manager 





SECRETARIES to important executives d d utmost neat- 
ness and legibility. They choose the very best carbon paper 
and ribbons . . . That's why they pick Carter's Midnight Carbon 
Paper and Carter's Ideal Ribbons. 








OFFICE MANAGERS are finding that Carter’s Midnight Carbon 
and Ideal Typewriter Ribbons are actually more economical 


than ordinary brands ... they “‘go farther” .. . Letters are 


neater, copies are cleaner. 








Midnight 
CARBON PAPER AND 
TYPEWRITER RIBBONS 
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SPEEDWAY 


FILE FASTENERS 




















The Speedway File Fastener is no mouse-trap. But 
it does lend credulity to that old saying “If you can 
build a better mouse-trap, the world will beat a path 
to your door." 


Speedway is a BETTER file fastener. Daily, new 
Speedway fans are asking us "Where can we buy 
them?" Dealers say "We've got to have them— 
there are calls." 


Users like the protection against accidental open- 
ing afforded by completely covered prongs. They 
like to know that fingers are safe from cuts and 
scratches when handling the prongs. They like the 
quick flip-of-the-finger-tip opening. And they like 
the permanent locking achieved by indenting the 
sliding plate. 


These are exclusive Speedway features—each play- 
ing its important part in attracting users through the 
doors of dealers everywhere. 

















37-18 Northern Blvd. 








FASTENER CORP. 


Long Island City, N. Y. 


PARROT SPEED 


Dea 


Lamont H. Wood, President 
Midwest Typewriter 
Company 
Kansas City, Mo. 


Mrs. Jessie I. Taylor, Treasurer 


Globe Typewriter Company 
New York, N. Y. 








ASSOCIATION NEWS 


L. C. Neuberger, 
Broadway Typewriter 
Exchange 
New York City, N. Y. 


J. Paul McWilliams, Secretary 
800 Grand Avenue 
Kansas City, Mo. 





Board of Directors 


Irwin Vincent, Western Type- 
writer Company, Topeka, 
Kan.; James P. Ward, Sr., 
Shipman-Ward Manufacturing 
Company, Chicago, Ill.; Theo- 
dore Schafer, United Type- 
writer Company, New York, 
N. Y.; Harry Russell, Office 
Equipment Company, Des 
Moines, Iowa; W. T. Corney, 


| Thomas & Corney, Ltd., To- 


ronto, Ont., Canada; Clarence 


| Bills, Typewriter Sales & 


Service Company, Washing- 


Hugh J. Williams, Iowa Sup- 
ply Company, Iowa City, 
Iowa; Elmer L. Young, Young 
Office Equipment Company, 
Chicago, Ill.; W. F. Clausing, 
International Typewriter Ex- 
change, Chicago, Ill; F. C. 
Waltz, Waltz Typewriter & 
Adding Machine Company, 
Cincinnati, Ohio, and R. H. 
Preston, Preston Typewriter 
Company, Knoxville, Tenn. 
Frank Marin, Typewriter Sales 
& Service Company, Chicago; 


J. S. Morse, Morse Typewriter 
Company, Inc., New York 
City, N. Y. 


ton, D. C.; G. S. Cambias, 
G. S. Cambias Typewriter Ex- 
change, New Orleans, La; 





Following out its fine spirit of helpfulness toward 
dealers, L. C. Smith & Corona Typewriters, Inc. has 
recently announced that the list price of Corona 
portable typewriters will be registered under the Fair 
Trade Act throughout California. Dealers in the 
golden state will deeply appreciate this action, which 
has also been taken by the Royal Typewriter Company 
and Underwood Elliott Fisher Company. 

* * * 

Thanks are also due to Allen Calculators, Inc., who 

voluntarily came forward in the adding machine line 


| and file list selling prices under the Fair Trade Act in 
| New York and New Jersey. 
% 


* * 


Dealers everywhere are warned to be on the lookout 
for shoplifters who have operated in several sections 


| of the country in recent weeks and whose activities 

| center on portable typewriters. These men generally 

| work in groups of twos and threes and while one of 

| their number engages a salesman in a lengthy demon- 

| stration of a machine his confederates walk out with 
a portable hidden under an overcoat. 
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MYTH OF DEADLINE AT FORTY 
Standard Brands, Inc., in a copyrighted advertise- 
ment in newspapers in April pictured Henry Simler in 
a story of his “Forty Plus” committee. The advertise- 
ment amplified the premise that many men and 
women of forty or over are of maximum value to their 


| employers. The Standard Brands advertisement indi- 


cated that men and women of forty are usually more 
efficient—that they are more conscientious than their 
juniors in work which is not supervised. 

The April issue of this journal carried a story of Mr. 
Simler’s “Forty Plus” movement which is challenging 
the attention of many employers. 

eI 


WOODSTOCK GENERAL SALES OFFICE MOVES 

In a statement issued on April 13, the Woodstock 
Typewriter Company, 6 North Michigan avenue, Chi- 
cago, announced that, effective April 18, its general 
sales office would be located at 300 Seminary avenue, 
Woodstock, Ill. 
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... They call it the ‘Omni’ ” 


“Tis proper name is the Model J 
Postage Meter and Machine — 
made by Pitney-Bowes. But most 
people call it the “Omni’—because 
it does everything.” 

Letters automatically fed into it 
come out sealed, with a meter- 
stamp, a postmark and an adver- 
tising slogan imprinted on the en- 
velopes—ready for the postoffice. 
It handles envelopes up to 9x12 
inches, and up to three-eighths 
inch in thickness. Sealing and 
stamping can be done simultane- 
ously—or separately. 


* * * 


WHEN you come to parcel post, 
the Omni shines! Shift a lever— 
and the postage comes out printed 
on gummed tape for parcel post 
packages or bulky envelopes. The 
tape is delivered dry or moist. 





The levers shift to any denomi- 
nation of postage required; from 
one-half cent to $9.99 in one model 
(capacity to $9,999.99 in postage), 
and from l¢ to $99.99 in another 
model (capacity to $99,999.99 in 
postage). Some machine! 

The Meter prints any amount re- 
quired in one meter stamp. 

The Omni takes the place of the 
old-fashioned stamps that some- 
body has to watch, because some- 
body can lose or steal them. 

The postoffice sets the Postage 
Meter upon payment for postage. 
Nobody can steal the postage when 
it is in the Meter. 

The windows in the Meter show 
the amount of postage available, 
the amount used, the number of 
pieces mailed. Postage accounting 
is a cinch, and postage control is 


positive. 


Metered Mail, too, gets a better 





break in the postoffice— need not 

be faced, cancelled, postmarked— 

gets away faster, makes earlier trains. 
* * * 

SMART mailroom managers and 

shipping clerks want the Omni the 

minute they see it. 

And smart executives see that 
they get it! 

Regardless of how many packages 
or how much mail you have to send 
out—what you have is important! 
There is a Postage Meter model for 
any business, large or small. 

Try out the Postage Meter in 
your own office, on your own mail 
—and see it save time and postage 
for you. And learn why thousands 
of progressive firms now use 


Metered Mail! 


PITNEY orreneo wil) BOWES 


THE POSTAGE METER CO. 


876 Pacific Street, Stamford, Conn. 


Branches in principal cities + 


Consult your telephone directory 
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NEW SKYSCRAPER CHAIRS 
for EXCLUSIVE SHAW-WALKER DEALERS 


There are now 21 Skyscraper Aluminum Chairs in the Shaw-Walker 
franchise of 4,000 items. For pictures, descriptions and prices 


see pages 290 to 294 of the 1938 Shaw-Walker BUYERS' GUIDE. 








’ 
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Right — No. 6427 


Skyscraper Executive 
Posture Chair 






Left — No. 6302 
Executive Side Chair 


(Used with both No. 6427 
and No. 6303) 





N... the exclusive Shaw- 


Walker dealer can fill every office seating requirement 
with Skyscraper Aluminum Chairs which are light in 
weight and guaranteed for ten years. 


From a sales producing viewpoint the major item in 
this new group is the Skyscraper Executive Posture i 
Left — No. 6303 Chair —a new type posture chair which is good look- 7 
Executive Sauivaneae ing. More important — this chair provides practical . 
posture and a high degree of relaxation and comfort. : 


All three of these new satin finished Skyscraper 
Aluminum Chairs for executives have air-conditioned 
upholstery with soft, cool Gros-Point Frieze covering. 


The complete line of Skyscraper Aluminum Chairs 
is just one of many individualized profit makers in the 
os enormous Shaw-Walker franchise embracing more than 
e 4,000 items, all of which are more easily sold by dealers 

. because of the Shaw-Walker BUYERS’ GUIDE. 


For the dealer who wants to sell on an exclusive 
basis in a protected territory Shaw-Walker has an 
attractive, profit-making proposition. 





, “Built Like a 
St \Skyscraper” 





J 


CHAW-WALKER 


Muskegon, Michigan 











Largest exclusive makers of office furniture and filing equipment in the world. 
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Seen and Heard 


in Southern California 


By Hobart W. Martin 
230 Avenue D, Redondo Beach 


USINESS, which has been quiet in other sections 
but fairly good here, seems to have lost its mo- 


mentum. While the grass has not yet started to grow | 


in the aisles of the stationery and office equipment 
establishments, nevertheless, if one were to judge from 
the expressions of some, it soon will do so. While con- 
ditions are not bad, still they aren’t good except in 
spots, but it is encouraging to note a more cheerful 
tendency which is beginning to manifest itself. A type- 
writer ribbon manufacturer reports the best business 
in March and April the company has had since taking 
new and larger premises, and better business than the 
organization ever had in its old location. 

A leading office furniture house says that while trade 
has been quiet, business is not so dull as some people 
claim. A stationer voices a similar sentiment. 

The hope and expectation are expressed that the 
low point has been reached and that a rising tendency 
has begun. 


Business in the typewriter and adding machine fields | 


is said to be quiet, but as time goes on replacements 


Re he 
Every Letter on 
Every Copy Is 
Clean and Sharp 
when you use... 


€EN-TR-KOTED 


CARBON PAPER 


.. with the Perfected Backing Sheet | 


Your customers will recognize CEN-TR- 

KOTED superiority the very first time they 

use this quality brand! Longer service, 

sharper copies, and absolute uniformity! 

Feature CEN-TR-KOTED Carbon Paper 
. and build big repeat business! 


become more numerous, which helps to keep the busi- | 


ness on an even keel. 


Ribbon and Carbon Men Elect Officers.—On Thurs- 
day, April 7, the Southern California Carbon and Rib- 
bon Dealers held their annual meeting at the Clark 
Hotel. W. E. Sibertson, American Ribbon and Carbon 
Company, was re-elected president, and E. W. Billings, 
Jr., of the Winn-Billings Company, was elected secre- 
tary for sixty days, that being the time he insisted 
upon, to give the association time to select a perma- 
nent officer. 

President at the meeting were: President Sibertson; 
Messrs. Ecclestone, Remington Rand; Billings, Jr.; Miss 
Pressey and Mr. Cisney, R.M., of the Bushnell Ribbon 
Manufacturing Company; Mr. Neeley, Industrial Print- 


ing and Stationery Company; Mr. Kalbfleisch, Waters | 


& Waters (Old Dutch); Mr. Bland, Western Carbon & 
Ribbon Manufacturing Company; Arthur G. Wilson, 
Wilson’s Carbon Paper Company, Ltd., and A. M. Heck, 
Columbia Carbon Company. 

Business conditions, getting new accounts and new 
items of interest were discussed. 


Mr. Kalbfleisch spoke on San Francisco and the | 


West Coast generally. 

It was decided to hold future meetings of the asso- 
ciation at the Chamber of Commerce. 

Members are requested to send in checks for six 
months’ dues. 


More About the Western Office Furniture Company. 
—B. J. Tufeld, proprietor and manager of the Western 
Office Furniture Company at 428 South Spring street, 
Los Angeles, believes with justice that he has one of 
the finest office furniture stores in the Pacific Coast 
region. If he were asked he would probably go farther, 
and with equal justice increase the territory. 

Mention of the removal of the Western Office Furni- 
ture Company to new premises was made in OFFICE 
APPLIANCEs for April. The work of removal and arrange- 


| 


Send for our helpful 
booklet ‘‘Carbon 
Paper Facts.” It will 
be sent to you free on 


request and will give 


you many informa- 


tive facts on Carbon 
Paper. 





An Exclusive Agency on Grand Prize 
Carbons and Ribbons in your city 
is a sure slep toward greater profits. 
Write for our dealer proposition 
booklet. 
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GRAND PRIZE 
CARBONS and RIBBONS 
PACIFIC CARBON & RIBBON MFG. CO. 


J. Francis O’Connor, Pres. 


Head Office and Factory: 1451 Harrison St., San Francisco 
Chicago: 608 So. Dearborn St. 


Portland, Ore. 


Houston, Tex. 
Denver Seattle 


Los Angeles 

















































Many dealers 


overlook the sales possibilities of this 
HEAVY DUTY STAPLING PLIER. and the par- 
ticipating profit possibilities. 

FIRST: It will fasten many materials which 
most other machines will not, such as corru- 
gated board, heavy bags for lime, cement or 
other material requiring tough containers. 
Heavy box board, thick tag stock, burlap 
bags, soft wood baskets, leather and belting 
can be easily and securely fastened, any- 
thing that can be pierced with a sharp flat 
wire staple, and within the thickness limit of 
the machine and staple. 

SECOND: The staple used is of strong 
FLAT wire, sharpened for easy penetration. 
The clinch is firm so that staple will not tear 
out of thin material or corrugated board. 

Your market, therefore, includes many pro- 
duction operations which increases the num- 
ber of staples used per machines sold. 

Be sure to have a sample machine for each 
of your outside salesmen to demonstrate. 
Every shipping room and factory is a good 
prospect. 

You can sell many of these machines in 
places where lighter staples and machines 
would not do the correct fastening job—and 
your profit from ONE sale equals two ordi- 
nary sales. 





For that rough and tough job that needs an 
extra sturdy machine and a strong flat staple, 
the NEVA-CLOG B-100 is the answer. A 
demonstration makes a sale, so always have 
them in stock. 


NEVA<LOG PRODUCTS. Inc. 


BRIDGEPORT. CONN. 
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ment was completed on April 20, when a profusion of 
flowers bedecked the big salesroom and the windows 
on either side of the entrance. Including the base- 
ment, main floor and balcony there are 40,000 square 
feet of floor space available for the moving of office 
furniture. In addition thereto, the company has a 
warehouse containing 40,000 square feet. 

The spacious main floor and the almost equally spa- 
cious balcony are richly carpeted. The main floor is a 
salesroom in which all of the company’s lines are 
shown, including the Stow-Davis, Clemco, Milwaukee 
chairs, Columbia files and other items. The company 
also maintains a typewriter department under the 
management of Arnold Silverstone. 

The balcony floor is fitted out with a number of 
solid walnut movable partitions of such height as to 
shut off the sight of the lines behind them, unless the 
onlooker deliberately seeks a view. Each model office 
is thus effectively set apart from its fellows, and may 
be of any desired size and arrangement. 

The stairs leading from the balcony to the main 
floor are broad and easy of negotiation, and Mr. Tufeld 
is to be congratulated upon having an establishment 
of peculiar merit. 

* * a 

Typewriter Concern Moves.—French’s Typewriter 
Company, for the last three years located at 319 East 
Ninth street, Los Angeles, has taken larger quarters at 
1021 South Main street. The company has been in 
business fifteen years. 

* * ok 

Sebrell Takes More Space.—J. .B. Sebrell, wholesale 
and retail dealer in typewriters, adding machines, sta- 
tionery and office equipment generally, has moved from 
410 South Spring street to larger premises at 224 East 
Ninth street, Los Angeles. 


oe ue 


L. C. Smith Executives Visit L. A—Early in March 
J. B. McCormick, vice-president of the L. C. Smith & 
Corona Typewriters, Inc., Syracuse, N. Y., and Richard 
L. Strobridge, representative of the Newell Emmett 
Advertising Agency, New York City, were guests of the 
Los Angeles Branch of the L. C. Smith & Corona Type- 
writers, Inc. 

A special sales meeting was called at 9:30 a. m., 
which was attended by nearly every L. C. Smith dealer 
operating under the jurisdiction of the Los Angeles 
branch, and also by all retail salesmen. 

Mr. McCormick reviewed the 1937 operations and 
pointed out that 1937 was by far the banner year in 
the history of the company. 

Interesting plans for the future embracing continued 
cooperation between the executive offices and the field 
were discussed. 

Mr. Strobridge gave an interesting discourse on past, 
present and future advertising campaigns. 

Both addresses were accompanied by interesting pic- 
tures illustrating the points brought out. 

The two guests encountered cloudy skies and other 
conditions appropriate to the rainy season in Southern 
California. 

* * ok 

Two Months Away from Chicago and Lands a Job. 
—The newest salesman on the staff of the Underwood 
Elliott Fisher Company is J. K. Milne, who is associated 
with the adding machine division. He hails from Chi- 
cago and has been in Los Angeles two months. 


* * * 


Bredimus Visits L. A.— Frank Bredimus, formerly 
manager of the Des Moines office of the Underwood 
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Planning your customer's 
Office is part of our job— 


We shall be pleased to give “ 4 Te 4 o 
you further details of ” 
this sales building 


feature. 
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LINCOLN-LIBERTY BLDG. 


COLUMBIA STEEL EQUIPMENT CO. puitapeLpHiA, PA. 
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SPONGEX CUSHIONS 








ARE SOFT\AND COMFORTABLE, 
\ Ng 
a 


ing 






EXTREMELY ATTRACTIVE, 


DURABLE, 





AND PRICED RIGHT TO 
BRING YOU STEADY PROFITS 


Your copy of the new booklet describing and illus- 
trating the complete line of Spongex Chair Cushions 
is ready. Your name on your company letterhead 
will bring it to you, together with price list showing 








trade discounts. Send for your copy today. 


- THE SPONGE RUBBER 
PRODUCTS COMPANY 


164 Housatonic Ave., Derby, Connecticut 


OFFICE SEAT CUSHIONS + TYPEWRITER AND 
OFFICE MACHINE PADS 
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Elliott Fisher Company, but now connected with the 
Washington, D. C. office of that company, visited Los 
Angeles a few weeks ago. 


a % * 


Leathercraft Reports Fair Business.—The Leather- 
craft Furniture Manufacturing Company, 2441 East 
Olympic boulevard, Los Angeles, are authority for the 
statement that, though business has fallen off a bit, 
the recession has not been serious enough to neces- 
sitate reduction in their crew. Their factory is run- 
ning smoothly under the supervision of two of the 
partners, Mr. Monteverde and Mr. Shubin, who are 


_ developing several new and strikingly attractive models 


for early fall showing. 
Mr. Graham has taken over the duties of office man- 


| ager, relieving Mr. Young, the third partner, who is 


now devoting his entire attention to sales management 
and the maintenance of direct personal contact with 
dealers in the metropolitan district of Los Angeles. 

Mr. Batz, a new addition to the sales staff, is now 
covering the Southern California district, while Mr. 
Floyd Charles continues to serve customers in the 
northern territory. 

Leathercraft produces many very beautiful custom- 
built pieces in soft goods in conjunction with their 
regular line of leather upholstered furniture. 


SS eee 


HOWELL, ALIAS CEDIERAS, ENTERTAINS BIBLE 
CLASS 
When Don Juan Cedieras, grand-nephew of the cele- 
brated searcher for eternal youth, Ponce de Leon, in 
appropriate costume, suddenly stalked into a bible 
school barbeque crowd at Lakeland, Fla., last month 
it was only A. E. Howell reminding the group of the 


| progress of Florida since Ponce de Leon made his fruit- 


less search for the spring which would make youth 
perpetual. 

For Mr. Howell, well-known in business school circles 
in Michigan and more recently as a partner in the 
Webb Business University at Lakeland, wanted to cele- 
brate the fact that he has now taken up permanent 
residence in the Florida town. 

So it was that the picnickers, all of them members 
of the Regular Fellows Bible class, were somewhat 
startled to see a figure, dressed immaculately in the 
picturesque clothing of the old Dons, even to the tas- 
selled hat, stride into their midst. They were more 


| startled when, in broken English, the visitor announced 
| his pseudo identity and said he had joined the party 
| to celebrate his 4000th birthday in the fairest part of 
| the state which his great-uncle discovered. 


The clever impersonation won applause from the 


| merry-makers, all of whom enjoyed Mr. Howell’s quips 


and laughter-provoking spoofing of several notables 
present. 

Mr. Howell has been a leading figure in the business 
educational field for many years, starting as an em- 
ploye of a school in Grand Rapids, Mich., and pur- 
chasing an interest upon the death of the owner. In 
1919 he organized the Michigan Private Schools Asso- 
ciation and some time later sold his interest in the 
school to establish a similar institution in Muskegon. 

Since establishing permanent residence at 943 West 
Ruby street, Lakeland, Mr. Howell has been the subject 
of two newspaper stories in “This Week in Lakeland” 
and “The Lakeland (Polk County, Fla.) News,” the 
latter devoting three columns of space to a fine story 
of his life and his unique impersonation of Don Juan 


| Cedieras. 
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- YOUR PROSPECT FILES, right now, are many office equip- 
ment buyers whose buying impulses will be stirred to new 
activity when they see today’s complete line of Art Metal 
Steel Files. 

They know Art Metal . . . know it as they do an old and 
greatly respected friend . . . know Art Metal's reputation as 
the world's largest manufacturer of steel office equipment, as 
the leader in constant betterment of office methods for half 
a century. 


If, as the authorized Art Metal agent, you show these 
prospects how Art Metal filing equipment, made in several 
complete lines and many different styles, provides literally 
thousands of different combinations for easier filing and 
faster finding, you multiply your chances for immediate 
sales and profits. When you point out Art Metal’s many 
exclusive features . . . such as (1) File drawers that pull out 
beyond the front of the case, for greater capacity and easier 
access; (2) Easy-acting friction clutch side-lock compressor; 
(3) Built-in touch control, permitting two-finger operation of 
any fully loaded drawer; (4) Interlocking rear corners in 


1888 








cabinets, welded together through all four thicknesses, snap- 
out guide rods . . . there will be no doubt about the filing 
equipment they want. 

Art Metal's 50-year record for customer satisfaction means 
more business for every Art Metal agent. For this reason, Art 
Metal is well represented in most localities, but a few ter- 
ritories are open. For information, write Agency Division, 
Art Metal Construction Company, Jamestown, N. Y. 


Art Netal 


Jamestown, New York 
1938 
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OU only devote valuable window space to important merchandise. That’s 
why John P. Morton & Co., Louisville, Ky., features Columbia as in the illustration. 


Last year John P. Viorton & Co., did substantially more business with Columbia than 


the year before—and they are counting on a big increase in 1938 over 1937. 





NOW IS THE TIME TO 
Not only in Louisville but all | (HLAANGE TO COLUMBIA? 
over the country dealers like 
these are showing constantly mounting sales by 
featuring Columbia Rib- 


satisfaction and store profits. 
Columbia quality, cooperation, 











and service will quickly prove of real benefit to 
you. Callon Columbia now to show you that “there 


changing to Columbia 
[S a difference” in ribbons and carbon papers! 


bons and Carbons in their windows —selling 
Columbia as the right merchandise for customer 
COLUMBIA RIBBON & CARBON MANUFACTURING CO.. Ine. 
Main Office and Factory: Glen Cove, L. I., N. Y. 
New York: 305-313 East 45th St. Kansas City, Mo.: Dwight Bldg. 


FACTORIES: MILAN, ITALY; LONDON, ENGLAND; SYDNEY, AUSTRALIA 


OLUMBIA 


TYPEWRITER RIBBONS & CARBON PAPERS 
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SUCCESS MARKS PHILADELPHIA BUSINESS SHOW 

The Philadelphia business show, which was held for 
three days, April 5, 6 and 7, was an outstanding suc- 
cess. The beautiful auditorium of the Insurance Com- 
pany of North American building was used and lent 
itself admirably to the purposes of the show. 

The show was held under the auspices of the Office 
Equipment Association of Philadelphia, of which N. C. 
Hale, Dictaphone Sales Corporation, is president. The 
committee in charge were Ralph Kelley, Kee-Lox 
Manufacturing Company, general chairman; A. J. Rus- 
sell, Friden Calculator Company, arrangements; A. R. 
Baker, A. R. Baker Company, space assignments; Ray 
Winger, Multigraph Sales Agency, publicity; Hiram 
Grone, Postage Meter Company, finance. 

At 8 o’clock on the evening of April 5 the show was 
formally opened by Mr. Hale, who introduced W. F. 
Knauer, director of purchases and supplies of the City 
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DISPLAY BOOTHS AT THE RECENT PHILADELPHIA BUSI- 
NESS SHOW.—A list of the exhibitors who displayed their 
products is given in the accompanying story. 


of Philadelphia. Mr. Knauer came as the official rep- 
resentative of the Mayor and the city to make a short 
address of welcome. 

Among the exhibitors were Art Metal Construction 
Company, A. R. Baker Company, Underwood Elliott 
Fisher Company, A. B. Dick Company, Friden Calcu- | 





That Mountain 
of Mail 


unexpectedly disappeared 
in just about half the time 
with the Dictaphone do-it- 
once-and- get -it - off-your- 


















mind technique. Released 
from her notebook, your 
secretary gets on with work 
that smoothes out your day. 


The “Cold” Notes § 


that took two hours to dictate yester- 
day, were still hot and easily trans- 


cribed. {ny girl on your staff can 


“get” your Dictaphone dictation, 


anytime — with accuracy. 













The Long-Winded 
Conference lost its wind, releasing 


high-priced men long before you ex- 
pected. Dictaphone cuts conferences 
just about in half—gets more worth- 


while ideas out of them besides! 







The $400 Mistake 
never occurred because the man 
who took the big telephone 
order got the specifications 
straight. With Dictaphone, any 
part of any "phone call can be re- 
corded and checkedas it happens! 


Now Learn HOW thousands of men find doubled ability to get things 
done with this modern dictating machine. Let us show you a dozen use- 
ful stunts you've never thought of—Right in your office. At no obligation 
whatever. In a few minutes’ time. Call us today and find out what Dicta- 


phone really does! 


THE TREND TO 


DUCWAP IONS 
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Dix taphone Sales Corporation, 420 Lexington Avenue, New York City OA-5 | 

i In Canada—86 Richmond Street, West, Toronto I 

I ] Please let me know when **Two Salesmen in Search of an Order” will be ex- 

l hibited in my city j 

i I want to see ir representative, t 

I Name I 

. 

1 Company ! 
' 


4ddress 
Lae on oan as ae on a a ee 
The word DICTAPHONE is the Registered Trade-Mark of Dictaphone Corporation, 
Makers of Dictating Machines and Accessories to which said Trade-Mark is Applied 
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THE NEW 
SUPER-PRONTO 


THE CORRUGATED BOARD STORAGE 
FILE THAT HAS EVERYTHING— 


COMPARE! 


OFFICE APPLIANCES 


lator Company, Postage Meter Company, D. L. Ward 
Company, Allen-Wales Adding Machine Company, Dic- 
taphone Sales Corporation, Recordak Corporation, 
Todd Sales Company, Atlantic Register Company, Mul- 
tigraph Sales Agency, Addressograph Sales Agency, 
Ediphone Agency, Kee-Lox Manufacturing Company, 
International Business Machines Corporation, Acme 
Card System Company, General Fireproofing Company, 
Monroe Calculating Machine Company and Autocopy, 
Inc. 

In a small theatre in the auditorium a moving pic- 
ture program was held each afternoon and evening of 
the show. Those exhibiting were International Busi- 
ness Machines Corporation, Dictaphone Sales Corpora- 
tion, Todd Sales Company and A. B. Dick Company. 

This is the first show independently sponsored by 
the Office Equipment Association of Philadelphia. It 


| promises to be an annual affair, and it is hoped that 











Patent No. 2,061,485 


@ AUTOMATIC STOP 


@ SLIDING SUSPENSION 
@ ALL STEEL BACK 


@ SIX ROLLERS 





Write for full details! 











PRONTO FILE CORP. 


349 Broadway :: New York,N. Y., U.S.A. | 


arrangements can be made next year to accommodate 


' all those who will doubtless wish to exhibit at that 


time. 
oie 


COLLEGE STORE ASSOCIATION HOLDS SHOW 
As part of its four-day convention which opened at 


| the Palmer House, Chicago, on April 25, the National 


Association of College Stores staged a business show 
in which a number of office equipment manufacturers 
took part. 

The exhibition was held in the fourth floor hall of 
the hotel and was well attended. At each of the vari- 
ous booths were several salesmen in attendance ready 
to demonstrate their products or furnish information 
to out-of-town buyers who were present in large num- 
bers on each of the four days of the show. 

Among the companies which maintained exhibit 
booths and those in charge were: 

Acco Products, Inc., Long Island City, William J. 
Boyd; Ace Fastener Corporation, Chicago, William F. 
Weber; G. J. Aigner Company, Chicago, Elmer Krum- 
wiede; Autopoint Company, Chicago, Tom Bledsoe; 
Charles Doppelt & Company, Chicago, Charles Dop- 
pelt; Eberhard Faber Pencil Company, Brooklyn, A. C. 
Van Horne; Esterbrook Steel Pen Manufacturing Com- 


| pany, Camden, N. J., R. N. Wood and R. B. Gingland; 


Feldco Loose Leaf Corporation, Chicago, Carlyle Feld- 
man; Charles M. Higgins & Company, Inc., Brooklyn, 
Harry Tehan; Frank Mashek & Company, Chicago, 
R. J. Vojta; National Blank Book Company, Holyoke, 
Mass., W. L. Schuster; Oxford Filing Supply Company, 
Brooklyn, Robert P. Jonas; Parker Pen Company, 
Janesville, Wis., Harron Dobey; Sanford Manufactur- 
ing Company, Chicago, Russell Carpenter; W. A. 
Sheaffer Pen Company, Fort Madison, Iowa, J. Graham 
Orr; Spencerian Pen Company, New York, F. T. Blake- 
man; Stein Brothers Manufacturing Company, Chi- 
cago, Leo Stein; Trussell Manufacturing Company, 
Poughkeepsie, N. Y., Claude M. Congor; The Wahl 
Company, Chicago, Charles P. Schoen; Wilson-Jones 
Company, Chicago, George Cormack. 

lla teins 


OFFICE EQUIPMENT FIRMS EXHIBIT AT 
INVENTOR’S CONGRESS 

Five well-known manufacturers of office equipment, 
machines and supplies maintained display booths at 
the annual Inventor’s Congress, held last month at the 
Stevens hotel in Chicago. 

Occupying the entire exhibition hall of the hotel 
the show was a mixture of inventive genius and manu- 
facturing ability. Featured among the booths were de- 


| vices ranging from mousetraps to electric welders and 
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NO MORE STRINGS 


Z , s 
New Agawietota 
QUALITY PARK ENV. CO. 


SLIDE FASTENER WALLET 





It’s so much neater and convenient to use than 


the “old fashioned” string method. 


This new expanding wallet is adjustable to any 
expansion. Light metal slide fastener quickly 
and firmly locks at the desired point, and per- 


mits instant access to the contents. 


Like all Quality-Bilt wallets, the flaps are 


doubly reinforced across the folds to prevent 








tearing and cracking. Foldover gusset tops are 


doubly reinforced to prevent breaking out at 





the corners. 





There’s a big market for this new slide fastener 


wallet. It’s made in a wide range of sizes and | | 











expansions—one to meet every requirement. wT | 
This is your chance to get those extra profits. ~ ' casei | 
ORDER YOUR SUPPLY NOW ge 


Neat and convenient 


QUALITY PARK ENVELOPE COMPANY 


11-116 Merchandise Mart Chicago, Illinois 


Factory at St. Paul 
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FULL 28-INCH DEPTH in all 5000, 7000 and 8000-line A-S-E 
Balanced Design Files. 


58 SALES-PRODUCING FEATURES 
Now, your sales job can be easier and your profits can be larger 
because of the 58 powerful sales points packed into the new, com- 
plete line of A-S-E Aurora “Balanced Design” Files. Every point 
will appeal to your customers. In total, they represent a sales 


argument that can’t be overlooked. 
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WHY “Relanced Design” WILL 
APPEAL TO YOUR CUSTOMERS 


“Balanced Design,” as developed by A-S-E 
engineers, incorporates, for the first time, 


specifications desired by every user but 


never before obtainable, in total, in any 
one make or model. Improvements have 
been made so that every detail of construc- 
tion, no matter how inconspicuous, is on a 
quality par with every other design feature 
and mechanical part. There is no one fea- 
ture you must sell to cover up the defects 
of other parts. You can sell all 58 features, 
from the sturdy inside frame to the finish 
on the follower. 

They offer 100% values easily recog. 
nized by your customers. 


SELL THE LINE THAT MEETS THE 
REQUIREMENTS OF ALL YOUR 
CUSTOMERS 


There is a model and type of A-S-E Aurora 
Balanced Design File to meet every size 
and arrangement need at prices to meet 
practically every budget requirement. The 
outstanding value of A-S-E Aurora Files in 
the popular price, large volume class will 
be immediately recognized by your cus- 
tomers. 

Sell this fast-moving, Balanced Design 
line. BE SURE TO GET YOUR COPY 
OF THE NEW 72-PAGE CATALOG. 
MAIL THE COUPON NOW. 
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TALANCED DESIGN HL 


Cradle Suspension 

7000 line)—ex- 
tra heavy rust 
proofed steel with 7 
heavy cross-ties 
Ten rollers per 
drawer, scientifi 
cally spaced for best 
balance of load in 
all drawer positions. 


Drawer Body 

sides and bottom of 
one piece. Drawer 
head welded to bottom 
provides unusually 
strong construction 


Roller 


(8000 line 


(Below) One of the many mod- 
els in the complete A-S-E 
Aurora line. No. 7484 (7000 
line) 4-drawer cabinet, each 
drawer divided into three com- 
partments for documents. 


(Above) There are models to 
meet every need in the com- 
plete A-S-E Auroraline. No. 
5401 (5000 line) is a very 
popular number with 4 stand- 
ard letter-size drawers. 


Suspension— 
maximum 
ease and quiet in drawer the 
operation made possible 
by new large 
floating roller 


Torque Plate 

sturdier, 
swayproof 
construction 
is provided by 
heavy V steel 
torque plate welded 
to cross members 
and upright frame. 


wide 


{ttractive Hard- 
ware 
hardware made and 
finished by crafts 
men is provided on 
all lines 
tial concealment of 
drawer catch. Re 
lease of catch is 


Frame — 
(8000 line) 
with lock and 
locking mech- 
anism. The 
complete 
housing of the 
lock is an- 
other ex- 
Follower— Positive, rh “ a E 
side locking both : . 
sides, finger-touch 
release, close ad- 
justment. Allows 
full 26% inches of 
clear filing space 


5000 line 
Aurora 
feature. It 
is fool - 
proof and 
positive 
in action. 


Note par 


semi-automatic. 


MORE POINTS TO HELP YOU SELL MORE f= AURORA 


Every one of the 58 
“Balanced Design” sales 
points is a convincing 
feature to which your 
prospective customers 
will respond. There are 
no “weak spots” —noth- 
ing to slide over in sell- 
ing — nothing to cause 
dissatisfaction. 

The new 72-page cata- 
log contains complete in- 
formation. Send for your 
copy today. Investigate 
this faster selling, more 
profitable line. Mail the 


coupon. 


28-INCH DEPTH 


BALANCED DESIGN 


NATIONAL ADVERTISING 
6 
A-S-E AURORA’S 25 YEARS’ 
MANUFACTURING EXPERIENCE 
* 
OUTSTANDING VALUES IN 
EVERY PRICE CLASS 


ALL-STEEL-EQUIP COMPANY, Inc. 
618 John Street 
Aurora, Illinois 

sitet Send me, without obligation, the new 


office 


FURWITURE 72-page catalog of A-S-E Aurora “Bal- 


anced Design” Filing equipment. 
Vame. . 
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FAMOUS 
MEPHISTO 


are known 
by your customers 


for their 


QUALITY 


A PENCIL 








of 


LASTING IMPRESSION 


Dealers everywhere know that the con- 


sumer demand favors MEPHISTO. You, | 


too, can cash in on its reputation. 


A counter display or display cards for your 


window are available and are big sales helps. 


CHECK YOUR STOCK TODAY 


KOH-I-NOOR PENCIL COMPANY, Inc. 


373 Fourth Avenue New York, N. Y. 


MEPHIST 


(The; Perfect Copying Pencil 











COPYING PENCILS 
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airplane motors, and from automobile accessories to 
miniature motorcycles. 

The office equipment manufacturers who maintained 
displays were: 

The Autopoint Company, Chicago—Showing a diver- 
sified display of automatic pencils and featuring its 
models made of bakelite. 

The Gregory Ink Company, Los Angeles.—This dis- 
play was maintained by the Fount-O-Ink Sales Agency, 
Chicago distributors of Gregory products. Here was 
shown the entire line of Fount-O-Ink writing sets in- 
cluding the latest models. 

Sengbusch Self-Closing Inkstand Company, Milwau- 
kee—Many models of Sengbusch desk sets were on 
display with the main exhibit consisting of the new 
Handi-Pen desk set for counter use, described in detail 
in the April issue of OFFICE APPLIANCES. 

The Add-O-Matic Company, Chicago.—Showing the 
new adding machine which the company manufac- 
tures. 

Executone, Inc., Chicago.—Featuring the company’s 
lines of intercommunicating systems, chief of which 
was the Twinphone described as “a direct private wire 
for inter-room conversation.” 


———_ =o 


CHICAGO ROTARY HOLDS BUSINESS SHOW 


The fifth annual business recovery exposition of 
the Chicago Rotary Club was held at the Sherman 
Hotel for four days beginning April 26. 

Among the many exhibitors were a number of 
manufacturers of office equipment, furniture and sup- 
plies who maintained attractive and educational 
booths. These include the following: 

Addressograph-Multigraph Corporation, with J. Basil 
Ward and W. H. Roquemore in charge; Art Metal 
Construction Company, Ray D. Cooper; Autopoint 
Company, Clarence N. Cahill; Burroughs Adding Ma- 
chine Company, Rex Rathbun and Charles F. Put- 
nam; Gaw-O’Hara Envelope Company, Thomas F. 
O’Hara; Horder’s, Inc., Frederick P. Seymour; Mar- 
chant Calculating Machine Company, Harry E. Shif- 
fiette; Mosler Safe Company, Charles A. Donnell; L. C. 
Smith & Corona Typewriters, Inc. Alfred H. Foxcroft; 
Yawman and Erbe Manufacturing Company, Charles G. 
Stiles. 


———_~— 9 —_—____ 


PURCHASING AGENTS TO HOLD CONVENTION 


Featured by a display of products of several office 
machine and equipment manufacturers, the twenty- 
third annual international convention of the National 
Association of Purchasing Agents will be held May 
23-27 at St. Louis, Mo. 

Among the manufacturers who will maintain display 
booths at the convention are the following: 

Oxford Filing Supply Company, Royal Metal Manu- 
facturing Company, Royal Typewriter Company, Inc., 
Scoville Manufacturing Company, Underwood Elliott 
Fisher Company, The American Crayon Company, 
Autopoint Company, Columbia Ribbon & Carbon 
Manufacturing Company, Inc., The Dictaphone Sales 
Corporation, Eagle Pencil Company, Eberhard Faber 
Pencil Company, Ediphone Division, Thomas A. Edison, 
Inc., Fred Medart Manufacturing Company and the 
National Vulcanized Fibre Company. 

As in previous years the manufacturers will display 
the latest models of their products at the Show and 
will maintain staffs of experienced salesmen and 
others to demonstrate and explain the various exhibits 
in each of the decorated booths. 
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TO A COMPLETE LINE WITH MANY EXCLUSIVE FEATURES 
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(GLE CLIPS—These clips 
¢ made of specially tempered 
jing steel. The spring is so 
ced that when the clip is re- 
gsed (opened) it remains 
gen until ready toclamp paper. 
lips are furnished in black or 
iver tone. They may be used 
gall Shannon boards, bulletin 
jards, etc. Illustrated at the 
ght is the Eagle Clip mounted 
athe new “Y and E” Fiberlite 


pard. 


DOK STYLE BINDERS— 
he Book Style Case illustrated 
the right is more economical 
an the Arch Case and is just 
practical where papers are 
# removed frequently. Fur- 
shed in 5 sizes. All Shannon 
amsfer cases are built in 
tock-down construction for 
invenience in packing and 


lipping. 


COMPLETE UNIT—Illustrat- 
ed at the left is a Shannon lami- 
nated wood board 3%” thick 
with rounded corners and 
green varnish finish. Complete 
with 314” high Lock Arch— 
Perforator—Index and Com- 


pressor. 


A COMPLETE UP-TO-DATE 
LINE—founded on the original 
genuine Shannon patents, pur- 
chased by “Y and E” from 
J.S. Shannon over 50 years ago. 
The new Die-Cast Arch bases 
—Green Varnished Boards— 
and the new Fiberlite Boards 
offer exceptional values. These, 
together with the exclusive 
“stay open” Eagle Clip and the 
positive Lock Arch make this 
line one of the most attractive 
items offered through the “Y 
and E”’ Franchise. 





AWMAN ,ND FRBE 


FACTORIES AND EXECUTIVE OFFICES, 1099 JAY ST., ROCHESTER, N. Y. 








SHANNON LOCK ARCH— 
With silver-gray die-cast base 
and nickeled arch. Takes stan- 
dard perforations 234” from 
center to center. The Lock 
Arch insures perfect security 
regardless of how heavily it 
may be loaded. These Lock 
Arches are stocked 315” and 6” 
high and may be used on all 
types of board. Illustrated at 
the right is the Lock Arch on the 
new Fiberlite Board. 


LOCK ARCH STYLE BIND- 
ERS—These transfer cases are 
equipped with genuine Lock 
Arches. Due to patented con- 
struction it is impossible for 
the Arches in these cases to 
gap. Cases are made of strong 
jute board and securely bound 
with cloth on all edges. Fur- 


nished in nine sizes. 


Ly hivex Cr 


ly ; € 4 
ot How fberbile wim IS A NEW ADDITION 


DIE CAST BASE .... STAY OPEN CLIP... . LOCK ARCH 





EAGLE CLIP FILE—IIluscrated 
at the left is a Shannon Wood 
Board equipped with Eagle 
Clip. These boards are fur- 
nished in four sizes—Note, 
Letter, Cap and Prescription. 
The new pleasing green finish 
harmonizes with the silver- 
gray tone of the die-cast arch 


base. 


“Y AND E” PERFORATOR— 
Style ‘“‘D’’ Empire Perforator, at 
left, offers the greatest service 
of any perforator. Handsome 
die-cast base acts as reservoir 
for punchings. Takes '%” of 
papers. Punches 14” perfora- 
tions 234” from center to cen- 
ter. Style ‘‘C’’ Perforator, a pop- 
ular number designed to punch 
a dozen or more papers at a 
time. Made of pressed steel 
with removable base. Perfora- 
tions 234” from center to center. 
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SHEAFFER MAKES 


THE ONLY 


LIFETIME PEN! 


Sell the pen with the White Dot or you haven’t sold your customers 
the genuine Lifetime° pen, recognized everywhere as the world’s finest 








writing instrument. 


To have satisfied customers don’t offer ANY pen at $8.75 or $10.00 unless 
it is the GENUINE Lifetime’ pen, a Sheaffer, marked by the White Dot! 


Remember, Sheaffer has uninterruptedly maintained its Lifetime’ 
Guarantee for more than 17 years. 


And this company is telling your customers, every prospective pen 
purchaser in America, on special positions in 4 colors in over 25 maga- 
zines and more than 150 metropolitan newspapers that, SHEAFFER 
MAKES THE ONLY LIFETIME? PEN. 


So when the counter sales-steps lead up the price bracket to the eight 
dollar mark, if you offer any other pen as ‘“‘just as good’’ you invite 
suspicion from your customer—for your customer KNOWS there can 
be no other pen as fine as a Lifetime® Sheaffer. 


W. A. SHEAFFER PEN CO._-FORT MADISON, IOWA 


SHEAFFER'S © 
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NEW A-S-E OFFICE EQUIPMENT CATALOGUE 

A bright new seventy-two page office equipment cat- 
alogue, carefully organized and complete, has just been 
published by the All-Steel-Equip Company, Inc., of 
Aurora, Ill., and is available to dealers. This catalogue 
covers the newly improved Standard, Commercial- 
Utility, Non-Suspension, and Junior Non-Suspension 
files as well as counter equipment, blueprint files, 
transfer cases, typewriter stands, key cabinets and a 
wide range of A-S-E storage cabinets. 

An outstanding feature of the new book is the clear 
and simple general index which makes it possible to 
find any number of any line at a glance. 

The catalogue has been designed and produced to 
be a permanent member of any dealer’s equipment 
library. The cover is a striking piece of advertising 
design, with an A-S-E Aurora file and trade-mark 
boldly embossed in gold upon a black background. The 


book, which is bound with a wire binding, illustrates | 


and lists every member of the file and cabinet lines 
with large clear illustrations in natural green. 

These pages of listings are introduced at the begin- 
ning of the book by a very original and pleasing 
ensemble of four introductory pages. 

Each of these pages contains a-large-size illustration 
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MANY, INC 





NEW A-S-E CATALOGUE 


of a grained cabinet in natural color and each page is 
die cut slightly smaller than those behind it so that all 
the cabinets and the top edges of all four pages can 
be seen at one time. 

A copy of the new catalogue will be mailed to estab- 
lished dealers by the All-Steel-Equip Company in re- 
sponse to requests mentioning OFFICE APPLIANCES. 


2 


MONROE ISSUES TWO INSTRUCTION BOOKS 

Featured by the new spiral binding, two office prac- 
tice courses for the Monroe Adding-Calculator have 
recently been published by the Monroe Calculating Ma- 
chine Company, Inc., Orange, N. J. 

The books consist of a basic twelve-lesson course 
and an additional eight lessons. They were prepared 
and written by the Monroe organization’s educational 
department. 

Spiral binding was decided upon because it permits 
the books to lie flat when opened at any page and 
may even be set up before the reader easel-fashion, 
allowing the reader to follow the text easily and main- 
tain both hands free for the mechanical operations 
indicated. 
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Test it On YOUR Customers 
If You Doubt It°s The Best 
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lL, won't take you long to prove the 
quality of Peerless Key-Imperial Carbon Papers—and 


we'll stand the expense. Just ask us for enough sample 
sheets to distribute to a representative group of your 
present or prospective customers. Let them test these 
great carbon papers and tell you whether or not you 
ought to sell them. 


@ This is the challenge we make to prove that the 
Peerless Key-I[mperial Carbon Papers we have devel- 
oped after years of experiment are genuinely superior 
—that they will stand up against any competition— 
that they will delight your customers on both quality 
and price—that you can sell them (with the help of 
our fested plan) more easily, more profitably than you 
have ever sold carbon paper before. 


Sit down and write us a line today, telling us you want 
to be shown. We'll do the rest. 
PEERLESS KEY-IMPERIAL Mfg. Co., Ine. 
The manufacturer with the dealer’s viewpoint 
General Office & Factory: 401-407 Mulberry St., Newark,N.J. 
BRANCHES 
New York City, 321 Broadway 


Detroit, 1000 American Radiator Bldg. 


Chicago, 19 S. Wells St. 
Los Angeles, 1127 WallSt. 
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MEET 


THE 


TWIN 


























, 

Lie TWIN has been around for quite awhile 
but lots of folks have never met him. He is a regular 
member of the ACCO family. He looks exactly like 
his brothers ACCO FASTENERS but has no re- 
enforcing ridges in the base. He is a wiry fellow; as 


thin as a lath. 


For most users, the regular fastener is still the best 
bet. Large users of ACCO FASTENERS, however. 
such as Insurance Companies, Banks, Hospitals, Public 
Utilities, and Governmental Agencies should be intro- 


duced to the TWIN. 


Filing efficiency is increasing. Large users of fasten- 
ers are interested in space saving. This is where the 
flat base comes in. It fits closer to the file folder and 


takes up less space. 


Introduce the flat base to all your large fastener 


users. They will appreciate its advantages. 


{ Stock No. 112 for 
1” capacity 234" 
a etoec 
Stock No. 122 for 
2” capacity 234" 
ctoc 
Stock No. 112L for 
I" capacity 2%," 
centers 
Stock No. 122L for 
2” capacity 234" 
centers 


ACCO PRODUCTS. INC. 


39th Ave. and 24th St. 
Long Island City 


This illustration shows 


Vo. 112L Base only. 

















a e 
ENGLAND 


Acco Co., Ltd., London 


CANADA 


Acco Canadian, Ltd., Toronto 
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MELTON NAMED WALKER ST. LOUIS MANAGER 

Charles D. Melton, acting manager for the past five 
months of the St. Louis, Mo., branch of Walker & Com- 
pany, 225 Broadway, New York City, last month was 
given the permanent appointment. 

During his service in St. Louis Mr. Melton has proved 





' 














CHARLES D. MELTON 


his ability as a salesman and as a branch manager, 
with the result that he has worked up an enviable 
reputation in the field. 

His many friends in the St. Louis area will be glad 
to hear of his permanent appointment to the position. 


o—— et 


BRILLIANT COLOR DISPLAY FOR NORMA PENCIL 

Flashing olor and modern lines distinguish a new 
easel produced by Autopoint Company, Chicago, for 
the display of the Norma pencil. The new card depicts 
the outstanding appeal of the pencil—‘four color 
mechanisms in one pencil”—by a flashing sweep of the 
four colors (black, red, blue, green). This color sweep 
emanates from the point of an actual Norma pencil, 


TAE UNUSUAL 


MECHANICAL 





y 


wr 


/ 


j 


ask for Q DEMONSTRATION. 


NORMA PENCIL COLOR DISPLAY 


held by a clever die-cut representing a human hand. 

This display thus combines the human touch with 
the color possibilities of the Norma pencil, in a lumi- 
nous dash of color. Dealers will find this high quality 
color card a splendid piece to boom their sales of the 
Norma. 


mete 
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ThisAd L Nearly 22Nears Oh 


THIS ADVERTISEMENT 

APPEARED IN THE NO- 

VEMBER 1916 ISSUE OF 
THIS MAGAZINE 























STEEL DESKS 


and TABLES 22 Years of 


mand for durable and fireproof office furmture p ° - 
loneering 


22 Years of 


Progress 


Designed and priced to meet the growing 








A COMPLETE LINE CARRIED IN STOCK. 
SPECIAL DESIGNS FURNISHED TO ORDER 





/METAL_OFFICE/ 








WASTE BASKETS 


teal alde 
have solid steel sides and bottoms electrically welded 


together. The only opening is at the top. 
FIREPROO! NDESTRUCTIBLE-—LOW IN PRICE but attractive 


j 
n appearance because they 
i 


From four steel office 
furniture items to 
hundreds . . . each 


re designed and finished Ike wood 





SEND FOR LITERATURE AND PRICES 


METAL OFFICE FURNITURE CO., Grand Rapids, Mich. 


a leader in design, 
workmanship and 








efficiency... 


I O DAYZ 




















The 1938 Steelcase line is complete—desks, 
filing cabinets, sectional filing units, stor- 
age equipment, counters, waste baskets, 
etc.—sizes, styles and types for every office 
need. In desks alone there are four grades 
and eighty-two sizes and styles to meet 
every service and price requirement. Steel- 
case filing cabinets come in five grades and 
various price ranges—every possible type 
of demand has been anticipated. 


Is it any wonder that the Steelcase line is 
so popular with both dealers and their 
customers? Quality at a reasonable price, 
coupled with a broad variety of efficient 
units are the success secrets. The Steel- 
case line is a consistent profit maker for 
ambitious dealers everywhere. Write at 
once for complete details as to how you 
may participate in Steelcase profits. We 
assure you that they are well worth having. 


‘STEELCASE 
Business FE. quipm err , 


jo 











FIND OUT MORE ABOUT STEELEASE NOW/ 
METAL OFFICE FURNITURE (CO. Grand Rapids, Michigan 
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You can depend 
on the handi-nen to give 


your customers real satisfaction 


35 years of Sengbusch leadership and specializa- 
tion stand behind it... 


The popularity and success of the Sengbusch handi-pen is a natural for 
two reasons: (1) Its original, saleable idea of a reservoir for a year’s 
supply of ink, with the pen always resting in ink ready to write, and 
(2) the fact that Sengbusch, as the pioneer dip-pen and pen-in-ink desk- 
set manufacturer, has learned through years of experience how to build 
the handi-pen so that it really works to your customer’s complete, 
long-time satisfaction. 

Sengbusch knows the correct rubber composition to use to minimize 
corrosion and failure. The exclusive handi-pen construction practically 
eliminates ink loss and caking due to evaporation. The featherlight 
Iridium-tip pen writes with amazing smoothness and speed, with no 
constant dipping, no clogging or flooding. 

There are handi-pen models to meet every writing need. Sengbusch 
has built up and established the dip-pen and pen-in-ink desk-set trade 
for the dealer — here is your opportunity to get in on the profits 
of this best seller Write today for complete information 


Sengbusch Self-Closing Inkstand Co. 


515 Sengbusch Bldg. Milwaukee, Wis. 
Canadian Distributors — Brown Brothers, Ltd. Toronto, Canada 











Its ingenious construction 
puts Handi-pen ina class by 
itself in the pen-in-ink field! 














This cross-section drawing illustrates 
the unique construction of Sengbusch 
Handi-pen Desk Set, which contrib- 
utes largely to customer's satisfaction. 
You will note that the vacuum dome 
holds a large quantity of ink. The 
proper ventilation which is necessary 
in this type of inkwell is so arranged 
that it will not gum or thicken a small 


quantity of ink around the pen point. 
In Handi-pen the nib always rests in 
a large volume of fresh ink. Approxi- 
mately 3 sq. inches. The rubber used 
in the construction of the set is of a 
special composition which defies de- 
terioration. Only Sengbusch’s 35 years 
of experimenting and testing gives 
you this “grief proof’’ construction. 
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NEW MACHINES AND DEVICES 
(Continued from page 37) 

This machine is especially intended for use in comp- 
trollers’ offices, banks, insurance, title and other com- 
pany offices for punching confidential papers which 
cannot be allowed out of the office. The Kamket punch 
can be used on any weight or thickness of paper or 


card stock and is adjustable to any size from a 5x3 | 


card to letter or legal size paper. The Kamket multiple- | 


grip loose-leaf binding (featured in all Kamket brief 
folders) will hold material up to 13/16 in. thickness. 


<> —__ 


DUOTYPE KEYBOARD FOR SMITH-CORONA 
TYPEWRITERS 
L. C. Smith & Corona Typewriters, Inc., Syracuse, 
N. Y., have announced a Duotype keyboard for both 
L. C. Smith standards and Corona portables which en- 
ables the operator to write both Russian and Latin 
characters on the same typewriter. Russian characters 
are in lower case position and Latin characters in 
upper case. This makes possible writing English, Rus- 
sian, French, German, etc., all on one typewriter. 
The company has also announced the Corona reverse 
carriage machine for writing Hebrew. The mechanism 
of this machine is in reverse which permits typing on 
a line from right to left, instead of left to right as in 
writing English characters. Type is provided for writ- 
ing Hebrew and Yiddish characters. 


TWO NEW CEL-U-DEX ITEMS ANNOUNCED 

Two new products last month were introduced to the 
trade by the Cel-U-Dex Corporation, 1 Main street, 
Brooklyn, N. Y., using the trade names Vis-I-Dex and 
Mark-It-Memo. 

Both numbers, illustrated here, are constructed with 
aluminum backs and celluloid pocket faces. The 
Vis-I-Dex panel contains thirty-two pockets of suffi- 
cient width to permit cardboard inserts of two-line 


Information 


Credit Control 
ee 


Phone Record 





THE VIS-I-DEX AND THE MARK-IT-MEMO 
BY CEL-U-DEX. 


typewriting space and is sold with blank inserts for 
general office use. 
The Mark-It-Memo is a kitchen reminder with the | 


{| STAPLES 
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—=BY VAIL= 


for use in all popular desk 
industrial machines 














and 


Just as the automotive industry acknowl- 
edges the superiority of bodies made by 
specialists, so must be acknowledged the 
undeniable superiority of STAPLES 
BY VAIL. 

Specializing as we do, in the drawing 
of fine gauge plated wire, we are enabled 
to supply our trade with an unparalleled 
degree of staple perfection—perfection 
that begins with accurate wire gauge and 
temper and follows through with a pre- 
cision of construction that only such 
material, plus up-to-the-minute equip- 
ment and the finest type of expert 
craftsmanship, can insure. 

Packaging, due to the fact that we 
operate our own folding and set up box 
department, is in keeping with the high 
quality standard of the product itself. 

None of the common ills to which 
staples are subject—poor cohesion, in- 
verted, flared or dragging legs, off gauge 
wire, incorrect temper, inaccurate shoulder 
radius, slanted strips and irregular leg 


lengths, to name a_few—will ever 
embarrass the dealer who distributes 


STAPLES BY VAIL. 

Why take chances? Hold your trade 
and develop new satisfied customers. Our 
prices are no higher. A trial order, or 
request for quotation and samples, sent 
right now, may well prove to be your 
wisest act of the day. 





VAIL 


MANUFACTURING 
COMPANY 


Chicago, III. 


900 E. 95th St. 


“MAL TO VAIL” 
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FIBRE BOARD 
PROFIT PRODUCERS 
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Make a window display of them. 
Send along a trial order today. 


IMPERIAL METHODS CO. 
FOREST PARK ILLINOIS 


PACIFIC COAST REPRESENTATIVE: 
James H. Davison, 6602 Cahuenga Terrace, Los Angeles 
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various names of food necessities showing through the 
face. Small colored signals are furnished to permit 
the housewife to designate her needed commodities, 
and are easily removed or replaced. 

An exclusive feature claimed for Vis-I-Dex is that 
inserts are put in from the front and therefore it is 
not necessary to remove the pocket from the panel 
for this purpose. Signals for both items measure six 
by thirteen inches. 

—--.————— 


ART STEEL’S PHONE BOOK HOLDERS 
Manufactured to cover every standard-size telephone 
directory in the country, three steel telephone book 
holders have been announced by the Art Steel Com- 
pany, Inc., New York, N. Y. The holders are of heavy 
steel electrically welded and finished in oven-baked 





No. 3 TELEPHONE BOOK 
HOLDER IN USE 


olive green enamel. Two screws for attaching are 
packed in each individually wrapped holder, which is 
also ideal for holding order forms, job envelopes, ship- 
ping forms, etc. 
ae ee 
TOM O’BRIEN JOINS BROWN COMPANY 

Thomas F. (Tom) O’Brien, well-known in the field 
and for some time a member of the Herbert H. Witt- 
stein organization in Detroit, last month became asso- 
ciated with the George A. Brown Company, Springfield, 
Ohio. He takes charge of the newly-created office 
equipment department of the company which hereto- 
fore specialized in blank books, county records and 
special forms. 

Mr. O’Brien, while regretting severing connections 
with the Wittstein firm, was elated over the new con- 
nection due to the fact that Springfield is his “home” 
town where he is already renewing many old friend- 
ships. 

eS eee 
VICTOR’S “BUSINESS TIME SAVERS” READY 

The Victor Safe & Equipment Company, North Tona- 
wanda, N. Y., has recently published two new price lists 
which are now available to dealers. One is retail price 
list No. 708-1, and the other is the retail price list No. 
608-1, covering the entire line of the company. 

Containing twenty and thirty-seven pages respec- 
tively, the two booklets are punched for looseleaf filing. 
The No. 608-1 embraces the Victor filing supplies and 
systems exclusively while the balance of the Victor 
products are covered in the other booklet. 











MAY, 1938 107 








NIAGA RA DUPLICATOR dealers have become accustomed to 


watching Niagaras out-speed other stencil duplicators. In com- 


petitive demonstrations they have proven again and again that 
the Niagara K2 Automatic Feed Electric, for example, is nearly 
100% faster than any other office printing device! 


Such speed is essential in modern business . . . especially where 
quantity production is involved. Quantity production calls for 
consistent performance ... for real endurance at great speed. 
Therefore, speed of operation, coupled with structural capacity 
to maintain it, was the formula with which Niagara engineers 
endowed every Niagara model. Every Niagara has speed and 
extra strength of construction ... construction which insures 
automatically-controlled precision for the life of the machine. 
Each of these Niagara qualities, speed and endurance, have 
played an equally important part in establishing the Niagara 


as the leader in its field. 


NIAGARA 


DUPLICATOR CO. 


MAIN OFFICES: 128 MAIN STREET, SAN FRANCISCO 

PLANT No. 1: 5815 THIRD STREET, SAN FRANCISCO 

PLANT No. 2: 37 LITTLE WEST 12TH STREET, NEW YORK CITY 
CABLE “NIADO” U.S. A. 
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PENN-MAR-VA ROSTER PUBLISHED 


The Penn-Mar-Va Travelers Club has just completed 
and published a new roster of its membership. It is 
made up in a black pressboard cover with aluminum 
lettering and an Accopress binder, four and one-half 
by eight and one-quarter inches, made by Acco Prod- 
ucts, Inc. 

The flyleaf carries the information that the club was 
organized in 1929 with a membership of twenty-seven 
—now grown to 111. The roster includes a list of the 
present officers, their connections and addresses and a 
list of presidents and life members. The list of mem- 
bers also includes their addresses and business con- 


nections. 
—>.—__— 


U E F TRANSFERS R. E. WARD 

Raymond E. Ward, who had been manager at Spring- 
field, Mass., for the Underwood Elliott Fisher Com- 
pany, has been transferred to a new territory at Syra- 
cuse, N. Y. He will have jurisdiction over sales in the 
cities of Utica, Binghampton, Ithaca, and Rome. Mr. 
Ward has been connected with UEF at Springfield for 
eight years and has been manager the past seven years 
in the local territory, which comprises western Massa- 
chusetts and southern Vermont. 
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ART METAL OFFERS DEALER AID.—This large 
and colorful window and counter display fea- 
turing Postindex Better-Sight index is being 
offered to dealers by the Art Metal Construction 
Company, Jamestown, N. Y. It presents an 
actual lighted unit of ten or twenty panels 
with cards made out to demonstrate various 
applications of Better-Sight index. The display 
unit is taken by the dealer from his own stock. 
Further details of this free offer can be obtained 
by writing to the Art Metal Construction Com- 
pany’s home offices. 


$$ 


GUMMED INDUSTRIES TO ESTABLISH PRODUCTS 
BUREAU 

As a means of assuring the maintenance of quality 
standards in the industry, the Gummed Industries 
Association has established an independent certified 
products bureau the services of which will be available 
to all subscribers. 

To members whose products conform with bureau 
standards the bureau will offer the use of a new copy- 
righted label which is to be a hall-mark of quality for 
all products consistently meeting specifications. 

The bureau, which is to be self-supporting, will also 
offer to members the following services: 

1. Manufacturers may submit products for bureau 
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75% 


OF THE RECORD PROTECTIVE 
DEVICES IN USE TODAY ARE 


OBSOLETE 


Mr. Dealer— 


What are you doing to get your share of the 
replacement business? 


It's Easier to SELL 
Better Protection 
EILIN 





Jhe DEALERS LINE 





Meilink Safes are Built in numerous sizes 
in one, two and four hour grades. 


The interior equipment is made up of 
shelves, partitions and drawers and may be 
arranged to fit your customers individual 
requirements. 





Meilink Factory Cooperation and Dealer 
Helps, Increases Your Sales and Profits. 





If you are not selling Meilink protective 
devices write today for our dealer proposition. 


More and Easier Safe Sales 


MEILINK STEEL SAFE CO. 


TOLEDO OHIO 
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National 
Advertising 











HOW'S YOUR STOCK ? 






Wearever De Luxe will make sales for you 

this June in big volume. Advertising in 
the Saturday Evening Post, Collier’s, Time and 
Esquire will call attention to the pen “you'll be 
proud to own and glad to give.” Get your order 
in now. 


Wearever De Luxe features 
THESE BIG TALKING POINTS: 
@ 14 Carat Solid Gold 
Reinforced Point 
@ Big Ink Capacity 
@ Instant Flow 
@ Leak Proof Cap 
@ Quality Finish 






— De Kine VEARE VE pp 


\ pencil to match the pen 50 
This gorgeous GIFT SET $1.50 


Have you seen the New Line for 
1938? Retailing from 10c to 
$1.50. And every one is a tested 
sales getter! 


DAVID KAHN. Ine. 
North Bergen. N. J. 


Since 1896...The World's 


Finest Popular Priced 
Writing Instruments 


NATIONALLY 
ADVERTISED! 
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endorsement and the certified products label, if issued, 
may be used on the product in question so long as its 
quality remains intact. 

2. The organization will work to enlist the interest 
and sympathy of consumers of the product of its mem- 
bers in quality standards established and to conduct 
suitable publicity campaigns to enhance the standing 
of the bureau and the value of membership. 

The bureau will be maintained by assessments pro- 
rated among its members. Membership, divided into 
various classes, is open to manufacturers, trade asso- 
ciations, paper merchants and consumers. A set of by- 
laws describing in detail the purpose, functions, limits 
and qualifications of the bureau is now available. 

In a published statement the association further 
identified the plans laid down for the bureau in the 
following words: 

“The establishment of the bureau is not intended as 
a criticism of the Bureau of Standards of the United 
States Department of Commerce, through which in 
1930 recommendations for a physical property test for 
No. 1 Kraft sealing tape were made and a simplified 
practice label offered to conforming goods. Though 
the program set minimum standards of paper prop- 
erty, length, width and aimed to standardize the pack- 
aging of these objects, it failed to establish an 
adequate guard against violation, and sub-standard 
manufacturers have been able to distribute tape short 
of length, width and of inferior paper quality under 
the unmerited endorsement of the simplified practice 
label.” 


—-><e- 


NOVEL ARRANGEMENT FEATURES TELL CITY 
DESK CATALOGUE 


A modernistic cover, thirty-two well illustrated pages 
and a novel method of presentation of the contents 
are the principal features of a new catalogue issued 
recently to the trade by the Tell City Desk Company, 
Tell City, Ind. 

Fine halftone pictures of the company’s lines of 
desks, stands, telephone tables and costumers adorn 


_ each page of the book. But the unusual feature is the 


absence of all written matter beneath the various illus- 
trations except the catalogue number and size of the 
pieces shown. Instead, the detailed specifications, in- 
cluding those of the drawers, are banded together on 
rear pages of the book. Through this arrangement 
every page provides ample space for the pictures with 
a resultant additional standing out. 

By way of a preface the first page of the catalogue 
contains brief histories of the founding of Tell City in 


| 1858 and of the Tell City Desk Company in 1890. 


Tell City, the preface explains, was founded by a 
group of earnest settlers sent out by the Swiss Colon- 
ization Society. They braved the hazards of travel of 
those early days to bring with them the traditions of 
centuries of men skilled in the art of woodworking, and 
today descendants of those settlers are still engaged 
in the woodworking industries of Tell City. 

Officials of the Tell City Desk Company are proud 
of the reputation of their firm, enjoyed since its found- 
ing forty-eight years ago, for the quality of its prod- 
ucts. This nationwide reputation, they believe, is due 
in great part to the inherited skill of the descendants 


| of the original settlers. 


Company executives have made _ arrangements 
whereby copies of the new catalogue, with its splendid 
presentation of Tell City products, may be obtained by 
dealers who apply to the firm’s home offices. 














es 








MAY. 193 


11] 




















the Way 
SIMPLEX JR. TRAY 


The New Simplex Jr. Machine Bookkeeping Tray, just introduced 
in the National line, is finding instant acceptance. And for excellent 
reasons: 

It’s a really good-looking tray: clean-lined, round-cornered, designed 
to be a credit to the best-furnished office of today. It is beautifully 
finished in a neutral gray that harmonizes with any office color-scheme 
—a finish applied by a new process that gives it an infinitely fine- 
grained wrinkle texture. 

The open sides let in more light on records in use, give better visibility. 
It is lighter in weight—actually 11% under the weight of old models 
of this size. 

Wider, rounded grips for lifting make it easy to use. 

Rubber feet and bumpers prevent scratching tables and desks. 

Great capacity of 10!” between follower plates permits a full 1500 
sheets of 32-substance ledger, with 50 pressboard indexes. 

Easily visible label-holder. 


Last but by no means least, the follower-plate is easy to work—it’s the 


famous National construction, simple, strong, positive in compression. 


your National representative or write today for full particulars. 


ero NATIONAL BLANK BOOK COMPANY mtqus= 


TNATIONALT LEATIONAL 
i HOLYOKE, MASSACHUSETTS a 


ORIGINATORS OF EYE-EASE RECORDS 
N.Y. City-100 Sixth Ave. Chicago-328 S. Jefferson St. Boston-45 Franklin St. 
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Cry, | The Magic Key 
to NEW SALES VOLUME 


Tuned to the times—modern as tomorrow—Invincible Modernaire Desks have 
created unusual dealer interest. Because it’s a COMPLETE line—a desk or 
table for every need. A line that packs a wallop of dramatic sales appeal—with 
selling points your customers can see and feel—new refinements—exclusive 
patented features—advanced construction. Every desk and table as modern 
in price as in design—an array of beautifully matched modern business furni- 


ture that will enable YOU to 





build new sales volume! 
Write at once for literature 
and full details. 
INVINCIBLE METAL 
FURNITURE CO. 


MANITOWOC, WISCONSIN 
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McCLURE HEADS GEORGIA STATIONERS 

With the election of A. W. McClure of the McClure- 
Baldwin Office Equipment Company, Macon, as presi- 
dent, the Georgia Stationers Association last month 
started upon its third year of activity. 

J. L. White of The White Company, Columbus, was 
elected vice-president of the association, and G. A. 
Stroecker of the Foote & Davies Company, Atlanta, 
was re-elected secretary. All members of the board 
of directors, including Henry I. Coleman of Nathan 
Coleman and Son, Savannah, retiring president; 
Charles Marshall of the Ivan Allen-Marshall Company, 
Atlanta; A. W. McClure, G. A. Stroecker, C. J. Wyatt 
of the Wyatt Book Store, Rome, and G. A. Booth of the 
McGregor Company, Athens, Ga., were re-elected. 

The second annual meeting, which was predominantly 
a social event, opened at the Hotel Dempsey at two 
o’clock, April 3, with a brief business session and the 
election of officers for the coming year. And at eight 
o’clock in the evening the annual banquet was neld 
—featured by an address from Roy A. Neal of the 
Macon Telegraph and a floor show put on by the Sells- 
Floto show people, who make Macon their head- 
quarters. 

Reports made at the meeting showed that the asso- 
ciation has enjoyed steady growth during the year and 
has been of real service to the stationers and office 
equipment firms of the state—JHR 

siteName 
FULTON TO PUSH SALES ON LAUNDRY MARKING 
OUTFIT 

Prominent among items in the extensive Fulton lines 

which have been singled out for Spring and Summer 


sales promotion is the Fulton Specialty Company’s | 


indelible laundry marking outfit. 


This item is packed particularly to appeal to women. 
It is put up in an attractive box and includes three 


alphabets of type, a stamp pad and a bottle of special | 


indelible marking ink in standard black. 


Further details may be obtained by writing the Ful- | 


ton Specialty Company, 200 Fifth avenue, N. Y. C 


ee 


GIRL WINS GARY TYPING CONTEST 


Jean Underwood, a Gary, Ind., girl, last month was 


declared winner of a speed typewriting test staged as 
a part of the annual state commercial contest at Mun- 


cie, Ind. The young lady won the race on a Royal | 
typewriter which had previously been checked by the 


Jacobsen Office Equioment Company, Gary, Ind. 





IN OTHER LANDS 
(Continued from page 49) 
them together as the GSA. The association as it stands 
today has been the base upon which has been erected 
a part of the new general German trade federations.— 
ERB 
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GERMANY PROHIBITS GOLD FOUNTAIN PENS 


Sturges 


POSTURE ,CHAIRS 


WAREHOUSE stipe ong 
W holes: ale Office fen qt 
39 St 5 


ici 
Office Equipmer 
609 Third Avenue 
Seattle, Washingt 
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SOLD EXCLUSIVELY THROUGH DEALERS 
CATALOG ON REQUEST 


STURGIS POSTURE CHAIR CO. 


STURGIS, MICHIGAN 











Prohibiting the use of gold in any percentage in the | 


manufacture of fountain pen nibs and ordering manu- 
facturers to utilize palladium in its stead, a special 


order has recently been issued by the German Gov- | 


ernment. The order also prohibits the import of gold 
fountain pen points. 


The order was issued February 5 and becomes effec- | 


tive one year from the date of issue. This time limit 


was set to permit dealers and manufacturers to dispose | 


of their stock of pens equipped with gold points ERB 








Hidden Value 


Doppelt cases have an "eye-value" second to 
none—but the thing that "brings them back for 
more’ is the “hidden value'—better-than-good 
materials, more-than-careful workmanship. That 
is what makes Doppelt cases better—keeps them 
looking better after long service—and brings the 
customers back for more. 


PP ee 


tint 1catnen GOODS 


412 Orleans St. Opposite Merchandise Mart 
Los Angeles Office: C. J. Schubert, Jr., 339 E. Third St. 
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EQUIPMENT 


FOR PERMANENT FILING— 
This Automatic 


TRANSFER 


Transfer time is nearly here—and _ this 
unique economical binder will enable 
your salesmen to get new and lasting busi- 
ness. Appeals instantly to larger users— 
Department Stores, Public Utilities, In- 


surance Companies, Banks, etc. I's novel 
principle of post construction creates a 
tremendous potential market. Descriptive 
Booklet with dummy samples on request. 


EQUIPMENT for ALL PURPOSES 


The Cesco Line comprises a complete range of 
Binders and Forms—Visible Record Books, Pen 
and Machine Posted Records, Peg Boards, Cat- 
alog Covers and all types of housing devices. 
Send for Catalog and details of our exclusive 
agency plan. 


TheC 


44-O1 215 Street,- LONG ISLAND CITY, N.Y. 


.E. SHEPPARD CO., 
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NEW WEBSTER CATALOGUE OUT 

Containing over thirty well-illustrated pages and fea- 
turing a cover to which is fused a cellophane coating, 
a new catalogue has recently been published and issued 
to the trade by the F. S. Webster Company, Cambridge, 
Mass. 

The foreword is presented in an exceptionally clever 
manner. The illustration is that of a close-up of a 
typewriter in which is a sheet of writing paper. Typed 
upon this is a brief history of typewriter ribbons and 
carbons from the time the F. S. Webster Company was 
formed in 1889 up to the present time. 

In addition to pictures of the firm’s entire line of 
typist materials, the book also contains fine illustra- 
tions of the decorative boxes in which Webster carbon 
papers are packed, colored boxes for ribbons, effective 
window displays used by dealers and electros available 
for dealers’ catalogues. 





A SHAW-WALKER INSTALLATION IN SPRINGFIELD, ILL.— 
One freight car load of steel office furniture manufactured by 
the Shaw-Walker Company, Muskegon, Mich., was recently 
installed in the offices of the International Brotherhood of Elec- 
trical Workers Local No. 702, at Springfield, Ill. The job was 
done by Jeffersons Stationers, Inc., also of Springfield, and 
consisted of desks, tables, files and chairs. (Top) E. E. Scott, 
official of the union, and his secretaries, Mrs. Lauretta Craven 
and Miss Lois Sturgeon, and (lower) the general office. 


——~< — 


FORD & COMPANY CHANGES NAME 


Coincident with a move into new quarters where 
a greatly enlarged stationery department has been 
made available, J. P. Ford & Company has changed 


| its name to the Ford-Bodevin Printing Company, 209 


West Jackson boulevard, Chicago. The former address 
was 333 South Market street. 
J. P. Bodevin, who is an executive of the organiza- 


| tion, was formerly connected with the American Dis- 
| tilling Company in an executive capacity. 
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THE CONTROL 
that 


SELLS ‘em! 


BASSICK FLOTILT CHAIR 
CONTROL IS SOMETHING 
YOU CAN TALK ABOUT 


Control is the heart of any office chair 
—and the heart of any sales argument. 
What will it mean to your customers in 
terms of comfort? Of easy, quiet opera- 


tion? Of lasting satisfaction in use ? 











1 The rubber tilting control unit is 
the heart of the chair. Rubber is 
encased in steel by hydraulic com- 
pression and protected against de- 
terioration. 


2 Elevating mechanism completely 
enclosed. Swivel bearings encased 
and self-lubricating. 


3 Fingertip tilting tension adjust- 
ment. 








4 Elevating adjustment control. 











Therezs no other control like Flotilt 


Flotilt offers the dealer every possible modern chair control 


feature. It is simple in design and operation — provides 
easily controlled tilting action. It has no springs — which 
eliminates the danger of serious accident from spring 
breakage. It requires no lubrication —can never disturb 


with squeaks or squeals. 


Many chair manufacturers are now using Flotilt as stand 
ard equipment — many dealers have found that it pays to 
feature it. It provides a Selling Edge you can’t afford to 
overlook. Write today for complete information and list 


of manufacturers who have adopted Flotilt. 
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THE BASSICK COMPANY e BRIDGEPORT, CONNECTICUT 


The world’s largest manufacturers of Casters and Floor Protection Equipment 
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yout cid LIQUID 
Av UNITED enscess DUPLICATORS 
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AUTOMATIC 
sf |) LIQUID FEED 
RETAIL 





No Pump?! 
No Valves! 
No Gears! 


HAND 
PAPER FEED 










AUTOMATIC 
LIQUID FEED 


AUTOMATIC 
PAPER FEED 


ar A ea 


= features will appeal to your customers because fewer 
working parts mean lower maintenance and service cost. 
The United Direct Process duplicator has distinct advantages over other methods of 


duplication. No stencils, no type to set, no gelatin, ink or ribbons. It’s simple and easy 
to operate—reproduces anything that can be written, drawn or typed. United duplica- 


tors cost less to operate and there’s no waste. 
NOTE THESE 


United duplicators are high quality machines built —, i 
7 utstanding 


to give outstanding service. They produce clean, per- 


fectly registered copies at a fast speed. Your customers FE FE AT U R F S 





and prospects will instantly recognize the extra values 
. . ... No Pump 
in United machines. . . » No Valves 
. . . No Gears 
e ce ‘ . . . » Automatically controlled liquid feed 
The United is made in two models, one a hand feed _ ... Convenient Adjustable pressure con- 
a oo . —e trol 
listing at $59.50 and the other an automatic feed listing _ .. . Visible liquid supply gauge 
70 7 . . » Roller bearings on pressure roller 
at $ 9.50. . . . Four colors can be reproduced at the 
same time—purple, red, green and 
— bl 
United products are sold ONLY thru dealers. om up to 9” x 14” 
: INITIAL SUPPLIES FURNISHED 
Write or wire for available territory. FREE WITH EACH MACHINE 


UNITED BUSINESS MACHINES, INC. 


515 S. Laflin Street Chicago, Illinois 
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WIS-ILL CLUB NEWS NOTES 

The Wis-Ill Club meeting on April 15 attracted an 
overflow attendance. This was due partly to many of 
the travelers coming in town for the regional meeting 
to be held the following week. A visitor who when in 
the territory was a member was Cortland B. Horr of 
the McMillan Book Company, Syracuse. Chuck Lof- 
gren of Sanford Manufacturing Company passed 
around cigars in honor of the youngest member of the 
Lofgren family. 


* ¥ * 


William Boyd, chairman of the golf committee, re- 
ported that the Wis-Ill Club’s first tournament this 
season would be at the Western Springs Country Club 
and that the date would be May 11. 


* * * 


Despite the absence of many members due to par- 
ticipation in the Seventh District NSA Regional meet- 
ing at Minneapolis, a group of twenty-five assembled 
for luncheon on Friday, April 22. President Balch 
commented upon the Sixth District gathering which 
had been held a few days previously, expressing par- 
ticular appreciation to Herb Walsh of the Southworth 
Company and his committee for the way in which they 
handled “The House of Friendship” at the Chicago 
meeting. 

Bill Boyd of Acco Products, Inc., reported that the 
annual Wis-Ill Club Golf Tournament would be held 
at Western Springs on May 11. He anticipated a good 
turnout. 

Another committee chairman who reported was Bill 
Schuster of the National Blank Book Company. As 
manager of the Wis-Ill Club soft ball team, he called 
upon members to cooperate in maintaining a schedule 
throughout the summer. 

Six new members were added to the roster of the 
Wis-Ill Club at the April business meeting held on the 
twenty-ninth. They were as follows: Leonard O. Rose, 
National Blank Book Company, E. L. Thompson, Eag!e 
Pencil Company, Leonard E. Tyas, Minnesota Mining 
and Manufacturing Company, Roy A. Edgren, Corry- 
Jamestown Manufacturing Company, Howard E. 
Hedges, Hedges Manufacturing Company, and Jack 
McWilliams, Eberhard Faber Pencil Manufacturing 
Company. 

— o ~~ 


BURNAP-MEYER TRUSTEE APPOINTED 

The April 14 issue of the Kansas City Star carried a 
brief item to the effect that James H. Harkness, a local 
attorney, had been appointed by Judge Albert L. 
Reeves of the federal court to act as trustee of Burnap- 
Meyer, Inc., a stationery store at 1005 Walnut street, 
Kansas City. According to the report Mr. Harkness 
was authorized to operate the store for a period of 
thirty days and then sell the company. 

One year ago the firm filed a petition in the federal 


court under the National Bankruptcy Act asking au- | 


thority to reorganize. 


DAUGHTER OF IRA COLE ON RADIO PROGRAM 





Mildred Cole, daughter of Ira Cole, vice-president | 


of Mittag & Volger, Inc., well known manufacturer of 
typewriter ribbons and carbon paper at Park Ridge, 


N. J., gave a recital of vocal numbers on the evening | 
of April 18 from a radio station in Roanoke, Va. Mil- | 


dred is majoring in music at Hollins College, Hollins, 
Va., and represented the school in her radio per- 
formance. 
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VUL-COT IS DURABLE— 


Nowhere at any price can you buy a 


stronger wastebasket than VUL-COT. 
Test its strength this way .. . Lay any 
VUL-COT on its side with the rivets on 
the floor. Then let any person weighing 
100 Ibs. stand on it. WUL-COT will 
bend . . . BUT, it will not dent or crack. 
It will spring back into its normal shape 
when the pressure is released. Made of 
National H-A‘R-D Vulcanized Fibre 
with super-strong, double-rolled fibre top. 
NO SOFT FIBRE to dent or crack. No 
metal to bend out of shape. In sizes and 
shapes to meet every need. In a variety 
of colors . Olivegreen, maroon- 
brown, oak, walnut and mahogany. 


NATIONAL VULCANIZED FIBRE CO. 


VUL-COT 
Guaranteed 5 years 


-the National Wastebasket 














better value . . 


juilon 1900 Grade 


Early American 


| BETTER because of select, high-grade materials — crossfigured 
| 
| 


. and why 


walnut or “‘fiddleback”” mahogany veneers—genuine walnut or 
mahogany for all exterior parts. Craftsmanship of design, stout 
framing, writing beds 114 inches and panels % inch thick. 
| BETTER because of graceful, pleasing design, reflecting the im- 
| portance and dignity of the individual using it. Working space, 
| storage accessibility, etc., have received proper consideration. 
| Finished with lacquer. Rubbed to beautiful finish, fitted with 
solid cast brass pulls. In 66, 60 and 55 inch lengths with inset 
| panel back—also single pedestal and typewriter desk, costumer, 
| waste basket, telephone cabinet, and four sizes of tables to match. 
| One of ten designs illustrated in the Jackson 408 catalog. 


Jasper Office 
Furniture Co. 


JASPER INDIANA 
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India Rubt 


Risecs (rub- 


ber) from trees of 
specially selected 


ity Standard. 


and long manufacturing ex- “exacting” standards 
perience is one factor in pro- 


ducing erasers recognized as acting” typist. 
WELDON ROBERTS RUBBER CO., Newark, N. J., U.S. 


imerica’s Eraser Specialists 


rtesy ““The 
! er World 
the World’s Qual- 


The Weldon Rob- 
plantations is demanded for erts Eraser No. 900 SUEDE 
the manufacture of Weldon with its unique, octagonal 
Roberts Erasers. shape and its superior gray 
@ This exacting selection of compound is one of the 
rubber, combined with care Styles produced under these 


meet the needs of the ‘“ex- 
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PROFIT OPPORTUNITIES 
in the DENNISON HANDI-CABINET 


1. Contains 24 handy items used in every office. 


2. An attractive 4 drawer cabinet available in 2 finishes — 
green or maroon imitation leather with colorful catalin 
drawer pulls. 

3. Builds more repeat business on more items. 

4. A bargain in office necessities — $3.25 worth of mer- 
chandise — and the cabinet — for $3.00. 

5. A new unit giving you a new entree to those “‘hard-to- 
get'’ customers. 


*/ncreases size of average sale and gives multiple profit on a single sale. 


FRAMINGHAM - MASS. 




















OFFICE APPLIANCES 


11TH REGIONAL NSA MEETING 
(Continued from page 41) 
pleted the day’s program by giving their standard 
addresses. 

Lester L. Hunter, Pacific Stationery & Printing Com- 
pany, Portland, put the members of the NSA troupe 
and the northwest officers on parade for the generous 
applause of the gala banquet assembly. Mr. and Mrs. 
W. J. Ortel, Mr. and Mrs. J. S. Ball, Mr. and Mrs. W. A. 
Montgomery and Mr. and Mrs. L. B. McManus were 
hosts and hostesses for the entertainment and dinner 
dance. 

Friday Morning Session 

Friday morning, April 15, was devoted to the much 
heralded and widely advertised “Sales Institute.” Over 
200 dealers and salesmen assembled for this program. 
None were disappointed. In spite of the enthusiastic 
reaction to the convention meetings thus far, the 
“Sales Institute” stole the show, to quote lobby re- 
marks. Roy Wells, Art Metal Construction Company, 
and Ted Caswell, F. S. Webster Company, opened the 
attack on the sales education program by well directed 
shots. Mr. Wells pointed out that dealers handling 
steel equipment were salesmen for the factory just the 
same as traveling representatives. Working together 
they could accomplish real results. His suggestion that 
dealers keep a reminder folder for all lines represented 
by travelers and file their memos on matters they 
wished to discuss with each traveler was received with 
extremely favorable comment by dealers. Mr. Caswell 
defined the successful store as one with a principle 
and a policy that is understood by the individuals 
within the organization as well as by the customer. 
Too many stationers are operating on the old style 
“oeneral store” basis. Elimination of discounted orders 
and of buying more than current needs to get quantity 
discounts, training of sales force, active supervision of 
stock control and stock turnover were cited as some 
solutions to the problems of profitable distribution. 

During the closed meetings for dealers the Northwest 
Travelers held a separate meeting and perfected a field 
division organization similar to those established else- 
where under the supervision of the national associa- 
tion. Cordell Smith, The Wahl Company; F. C. Wil- 
liams, Yawman and Erbe; A. V. Gillin, Weis Manufac- 
turing Company, and Richard Zeisler, Boorum & 
Pease Company, were chosen to guide destinies of the 
Northwest Field Division. 

The feature of the Friday afternoon final session 
was an illustrated discussion of “Steel Manufacturers’ 
Policies Affecting Dealers,” by Dick Newton, Kilham 
Stationery & Printing Company, Portland. Mr. New- 
ton presented the matter of net costs of and gross 
profits on steel filing equipment by a detailed chart 
showing the actual situation as it affected dealers in 
Zones I, II and III. He was appointed chairman of 
a Pacific Northwest Committee to prepare and present 
this matter for further action by all Zone III dealers 
with their manufacturers. 

The business session concluded the convention. 


o—~—e 
CROWL NOW MANAGER OF GRAY COMPANY 
Lester Crowl, formerly of the Gray Printing Com- 
pany, Fostoria, Ohio, has been named general man- 
ager of the Blade Printing and Paper Company, 232 
Superior street, Toledo, announced Charles H. Shields, 
president of the Blade firm. Mr. Crowl, who has al- 
ready assumed his new duties, was recently intro- 
duced at the Exchange Club meeting by Alfred C. Gall 
of the Central Ohio Paper Co.—AK 
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DISTINCTIVE FURNITURE 


IS HALF SOLD BEFORE YOU 
EVEN SEE YOUR CUSTOMER 





An intensive advertising and publicity campaign in three dozen leading peri- 
odicals is creating a fast-growing national demand for Royalchrome furniture. 
Already accepted as ideal equipment for the office and reception room, this 
finest and best known of all chrome furniture will help you realize far greater 
volume. Thanks to Royal's policy of cooperating with the dealer in every 
possible way, this volume will show you handsome profits. 

You'll find Royalchrome easy fo sell. It's the last word in up-to-the-minute 
equipment . . . styled to reflect grace and beauty . . . built to give many, 
many years of great service. So write today for the special dealer proposition 


and the 58-page catalog in color. 
An attractive  bro- 
chure showing select- 


ROYAL METAL MFG. COMPANY © <2: ee 


groups sent on re 


General Offices 1107 South Michigan Avenue, Chicago 
quest. 


Factory: Michigan City, Ind. 
Branch Factories and Showrooms: 
Los Angeles 





Toronto 








ROYAL METAL MFG. CO 
CHICAGO - NEW YORR - 10S ANGE. 





s 





New York 





Showrooms: Miami Beach Pittsburgh Boston 
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“Metal Furniture Since ’97”’ 


Our national advertis- 
ing has warned pros- 
pective purchasers of 
chromium furniture to 
insist on the metal 
Royalchrome name- 
plate, which is attached 
to every piece, 
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BO th annual 


National 


BUSINESS SHOW 


America's Efficiency Exposition 


Commerce Hall, New York 
8th Ave. and 15th St. 


October 3rd to 8th inclusive 
1938 


The Annual meeting place of 
users, makers and distributors 
of better business machines, 
and office equipment. 


National Business Show Company 


FRANK E. TUPPER, President E. O. TUPPER, Secretary 
50 Church Street, New York 


Chicago, 20 N. Wacker Drive 
C. H. Hunter, Manager 
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NEW ENGLAND TRAVELERS NOTES 

With the robins arriving in ever-increasing numbers; 
traffic cops putting away their winter uniforms and 
the putting greens really turning green, a howl goes 
up from the membership to the tune of “when do we 
play golf and where do we play it?” And in answer 
we hereby publish for the first time this year the fine 
program arranged for our 1938 golf schedule: 

May 18, Norfolk Country Club, Westwood, Mass., Jim 
Towhill, host. 

June 8, Pawtucket Country Club, Pawtucket, R. L., 
Ed. Freeman and Joe Bonney, hosts. 


June 25, Poland Springs Country Club, Poland | 


Springs, Me., Regional Governor Berry, host. 

July 6, Bellevue Country Club, Melrose, Mass., Frank 
Fisher, host. 

August 17, Pine Brooks Valley Country Club, Weston, 
Mass., Sam Narcus, host. 

September 16, Vesper Country Club, Lowell, Mass., 


Jim Armington, host. 
a co * 


John H. Sanders, the progressive stationer at 244 
Washington street, Boston, has moved to much larger 
quarters at the same address where additional space 
will simplify the care of his growing business. 


* * * 


Fred Salmen, president of our club, has recovered 
from a knee injury which kept him more or less handi- 
capped for three weeks of last month. 

Oo * * 

We learn with deep regret of the death of Ralph C. 
Newell, long associated with Plimpton’s, Hartford. 
Ralph was a splendid friend to all members of our 
club and we will miss him greatly. 


* * * 


Congratulations of the membership go to Mr. and 





Mrs. George Hayes, of Thomas Groom & Company | 


fame, on the birth recently of a baby girl. 


* * * 


The above news items were gleaned from the N. E. T. 
Club News, official organ of the New England Travelers 
Club. 


> Ee -@--.. -- 


PRUITT COMPANY MOVES SOON 


The Pruitt Company, well-known Chicago firm deal- 
ing in new and rebuilt office machines, will move into 
its own building at 425 North La Salle street about 
June 1. Four times the space available in the old loca- 
tion at 172 North La Salle street, will be at the com- 
pany’s disposal in the new home. 

According to officials of the firm a considerable 
quantity of modern equipment will be installed in the 
new location as a means of speeding up service to the 
dealers. 

Or 


LOOSE LEAF COMPANY INCORPORATES 


The Federal Loose Leaf & Ledger Company, 416 | 


South Dearborn street, Chicago, has incorporated with 
Harry E. Matson as president. Mr. Matson formerly 
was connected with Wilson-Jones Company and R. R. 
Donnelley Company. Associated with him are Clarence 
L. Matson and Roy C. Huerlin, formerly a public ac- 
countant and for fourteen years secretary of a com- 
pany in another field. The company manufactures 
loose leaf binders and special covers, also loose leaf 
forms. 
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SOCIAL SECURITY 


RECORDS 
ON TABULATING CARDS ARE 
MORE ECONOMICALLY 
AND CONVENIENTLY 
HOUSED IN — 


AUTOMATIC 
TABULATING 
CARD 

FILES 


MANY NEW SELLING 
AND COST-REDUCING FEATURES! 


Write today for complete information:- 


AUTOMATIC FILE & INDEX CO. 


DEPT. 785, 629 W. WASHINGTON BLVD. 
CHICAGO, ILLINOIS 


- 

















| Zhe STANDARD 


For over 79 years Esterbrook has 
been the standard pen for business 





and school use. For over 79 years 
Esterbrook has been the leader in 
the steel pen field. Consistent adver- 
tising to consumers the world over 
has firmly established this fact in their 
minds. This is a background which 
youcan use totremendous advantage. 
ESTERBROOK STEEL PEN MFG. CO. 


86 Cooper Street Brown Bros., Ltd. 
Camden, N. J. ” Toronto, Canada 


ster buuk 


World's Greatest Pen Makers since 1858 





























No. 1742T—42x32” Patent Pending 


SECRA-TYPE 


The Modern Typewriter Pedestal 


A standardized device for all sizes of desks 42-54 & 60 inch. 


It eliminates the cut out top and the old space wasting 
pedestal, holding typewriter and all supplies in a standard 
pedestal; more rigidly, conveniently and economically. 


It is the inevitable and long overdue successor of the old 


original types. 
It Is Proving Big News To Big Business. 


Grand ; 














efficiency and dependability 
fo the dealer... 

assured profits in permanent 

staple repeat business / 


CAttractive colorful displays, 
leaflets, mats and electros, FREE 
to authorized MARKWELL dealers. 


Onguirics solicited from select dealers 


HTARKWELL MEG.CO, ix 


200 HUDSON STREET NEW YORK 








OFFICE APPLIANCES 


EIGHTH REGIONAL NSA MEETING 

(Continued from page 44) 
Paul, presided at the first afternoon meeting. He 
called upon Stanley Griebel of Yawman and Erbe 
Manufacturing Company who expressed greetings from 
the Northwest Travelers Club of which he was presi- 
dent. Mr. Jerue expressed the response on the part of 
the stationers and told of the excellent codperation 
they always had received from the Travelers organiza- 
tion. 

Willis Mohn, of the Holden-Kahler Company, Cedar 
Rapids, spoke on ‘Sales Control.” He told of a system 
which he has used for six years. Every customer and 
prospect is listed on a six by four card. Each one is 
valuated carefully as to potential business. Salesmen 
start with approximately twenty cards for a day’s call- 
ing. Accounts are reviewed carefully every six months 
and reassigned when that seems advisable. Weekly 
calls, so far as possible, are made on the same day of 
the week. Salesmen are instructed to watch their call 
frequency. Sales control is used to give the salesman 
the maximum of productive time. The effectiveness of 
the system depends on faithfulness in observing it. 
The system provides a check up on the attention to 
various lines which the stationer sells and provides for 
more orderly sales procedure. 

“Selling and Its Requirements’ was discussed by 
W. F. Block of Victor Safe & Equipment Company. A 
similar talk given by Mr. Block is referred to in the 
story of the Chicago meeting. It was filled with excel- 
lent ideas on turnover and other important points 
which kept the close attention of the ‘convention and 
was followed by a discussion led by Mr. Garvin in 
which Mr. Block answered many special questions from 
dealers. Blackboard charts presented forcefully the 
cost of carrying stock from one month to one year. 
Mr. Jerue remarked that Mr. Block’s presentation of 
the subject was the best he had heard, to which other 
dealers promptly assented. 

The afternoon program was completed with a dis- 
cussion of Fair Trades Acts by Mr. Garvin. This was 
a closed session for dealers only. 

Mr. Griebel served as toastmaster at the annual ban- 
quet. The members of the traveling troupe were intro- 
duced, local officers and members of the convention 
committee. Mrs. Hanson, wife of the regional governor, 
was presented with a beautiful bouquet of roses. 

The second day’s program opened with Art Grayston 
of Thomas & Grayston Company, Minneapolis, presid- 
ing. He introduced J. C. Irvine of Willson Stationery 
Company, Ltd., Winnipeg, who spoke on the subject 
“Trade Cooperation, How Well Do You Know Your 
Competitor.” He opened by saying that this conven- 
tion was one of the most interesting and educational 
he ever attended. He extended the best wishes of the 
western Canadian stationers. 

Mr. Irvine reported that as a result of five years’ 
effort through the Stationers’ Guild of Canada ap- 
proximately fifty per cent of the articles sold in 
western Canada are sold at list. He suggested the 
stationers meet twice a month, citing the experience 
of the Winnipeg stationers, who meet twenty-three 
times a year with an average attendance of ninety- 
eight per cent. Each meeting has a program which is 
well planned in advance. He gave several illustrations 
showing how stationers have benefited from the new 
conditions. Retailers, he said, should push products of 
manufacturers who agree to cooperate in price main- 
tenance. He expressed his appreciation to Mr. Gray- 
ston for inviting him to Minneapolis, said that he came 
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THE WOLBER DUPLICATOR FILLS A DAILY 
NEED IN EVERY BUSINESS, LARGE OR SMALL 
Comes in 3 Sizes S749 to $3Q50 


They sell on demonstration, these efficient, direct duplicators 
of the Wolber Mfg. Co. Every business, large or small, can 
use them; has a need for them. They save time, money and 
space because they banish mess, dirt, expensive stencils, 
ribbons and office drudgery. When you use a Wolber there 
is no gelatin, no stencils, no ink, no type, no muss, no 
smearing, no waste, no ribbons. They use an economical, 
clean and odorless fluid which dries immediately on any 
kind of stock from tissue to card stock. Just make a carbon, 
insert in machine and turn crank. Adjustable guides center 
the message on large or small sheets. Reproduces anything 
that you can draw, write or typewrite. Combinations can 
be made in four colors: purple, blue, red or green from one 
master. Legal master and Letter-Master have exclusive half- 
Wolber Legal-Master (Top turn roller release, which makes it possible to clean roller 
photo). Takes legal size in half a minute. Comes in three sizes, each finished in 
sheet, 814x14 vee $39.50 green crackle, stain-proof enamel. All Wolber models are 
7 guaranteed against any mechanical defect for one year. 





Jobbers and Dealers—Write or wire for attractive Proposition. 





Wolber Letter-Master(Center 


photo). Takes letter size 
sheet, 8/4x11 $21.50 B Q 


WOLBER MANUFACTURING COMPANY 







Wolber Junior Model (Bot- 
tom photo). Takes sheet, 14 95 1203 CORTLAND STREET, CHICAGO, ILLINOIS 
615x914 S * Cable address: ‘‘Wolbers, Chicago’’ 
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Left: Marble & Shattuck Chair 
Co., Cleveland, Ohio, present 
this handsome chair with ex- 
clusive rubber scuff plate 
base. Center: An executive's 
chair of dignity made by the 
Sikes Company, Inc., of Buf- 
falo, N. Y. Right: From the 
new “Modernistic”’ line of the 
High Point Bending and Chair 
Co., Silver City, N. C. 














CHOSEN FOR MODERIITY 


AGLE-OTTAWA leather is the wisest choice 

for upholstery material on business furni- 
ture designed to express the modern spirit. 
The available range of colors — from bright 
hues to mellow tones—and the variety of 
finishes of eye-pleasing texture, give delight- 
ful appeal to unrelieved large plane surfaces. 


Yet the versatility of Eagle-Ottawa leather is 
such that, by different design treatment, it is 
equally capable of expressing dignified re- 
straint and character when used for office 
furniture in traditional period styles. 


Providing a total of 155 tones and colors, 
Eagle-Ottawa Colonial, Guildhall and Dixie 
lines give you the quality, color, finish, and 
long-wearing tannage you need for every 
type of commercial furniture. 
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his Wan ts Vow 
PERFECTING 


A NEEDED Service 
FOR YOU « « « 


Revolutionary in its 
scope — amazingly ef- 
fective in cutting costs 
and intensifying style— 
this new Eagle-Ottawa 
Service will make his- 
tory. Complete details 
soon will be released. 
To insure getting the 
whole story at the earl- 
iest possible moment, 
write us NOW to add 
your name to our list of 
those who are to be sent 
advance information. 








See 
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to learn and could conscientiously say that the desired | 


result had been accomplished. Following his talk 
President Harold Hampton appointed Mr. Irvine a 
colonel on his staff. 


“Selling by Telephone” was covered dramatically by 


P. E. Fader, district sales manager of Northwestern 
Telephone Company. With a helper he puts on skits 
showing the right and wrong way of doing business by 
telephone. Among the points brought out were the 
following: Always get name of person calling. Keep 
person on line if a prospect. Say something to make 
other person visualize product. Do not stop at mention 
of price but carry conversation further. Quote on bet- 
ter grade merchandise and work down if necessary. 

A. J. Walker of Farnham Stationery & School Supply 
Company, Minneapolis, and past president of NSA, 
spoke on the cost of doing business in District No. 7. 

After explaining that record keeping is the funda- 
mental factor in “knowing what it costs to run a busi- 
ness,” Mr. Walker touched upon the lack of knowledge 
of proper mark-ups among dealers. He said: 

“It is my honest conviction that a great many firms 
in our line are selling their products at a non-profit- 
able mark-up due to a positive lack of knowledge of 
what the mark-up should be to cover the operating 
costs and then show some kind of profit. Business and 
profit-destroying price-cutting is largely, if not en- 
tirely, due to ignorance of cost.” 

The speaker then explained how much of every dol- 
lar taken in goes for the merchandise itself, deprecia- 
tion, fuel, light and power, building service, taxes, in- 
surance and rent To these he added salaries, commis- 
sion, selling expense, samples and advertising. These 
expenses, he said, must be known to the dealer, be- 
cause they are of vital importance in running his busi- 
ness. 

“Surely this is a serious situation with which every 
business man is confronted today, and if, because of 
carelessness or some other reason, he is not cognizant 
of his operating cost, he lacks the knowledge to deter- 
mine what mark-up he should take in order not to be 
forced out of business within a few years,” 
cluded. 

Charlie Consodine of Wallace Pencil Company and 
vice-president of NSA, was a pinch hitter, covering the 
subject “Planned Selling.” 

The final session opened with Governor Hanson pre- 
siding. It took the form of a Sales Institute in which 


Mr. Hampton and Mr. Garvin played the principal | 


parts. It was somewhat similar to Sales Institutes held 
at other meetings and was filled with good ideas for 
dealers and their salesmen. 

The governor-elect is Willis Mohn of Cedar Rapids. 
The next meeting is to be held in Des Moines. Tele- 


grams of invitation were received from the mayor and | 


the chief of police, also the governor of Iowa. 
——e 
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INSURE YOUR | 
REPEAT BUSINESS... 


by selling merchandise today that has already proven satis- 
factory in the past. DURABILITY branded Filing Supplies are 


produced to give enduring satisfaction and real value. All the 
items in the DURABILITY line are attractively boxed for real 
merchandising appeal. 

SEND NOW ... for samples and our Catalog No. 138 contain- 
ing latest prices and sales helps. 


C. L. BARKLEY & CO. 


ESTABLISHI 
Vianufacturer f Filing Supplies 
517 S. JEFFERSON STREET CHICAGO. ILL 











FINCH & McCULLOUCH ADOPT NEW SALES PLAN 


Involving the appointment of three new representa- 
tives to cover the territories affected, Finch & McCul- 
louch, Aurora, Ill., last month adopted a new sales plan 
whereby its “Memory Masterpieces” line of perpetual 
calendars will be demonstrated and sold to dealers in 
the Eastern and New England states by salesmen direct 
from the factory. 

Under the plan the Finch & McCullouch organization 
now has direct sales representation in every state in 


the Union. The three new salesmen and the territories 


they take over are as follows: 


Chauncey A. Krotz, Bass River, Mass., will cover Con- | 


They're 


KIND 


to the 
Operator! 





Because they save her eyes! her time! her energy! With the 
margins and scales printed right on the stencil, the operator not 
only sees what she types or draws, but where. Thus she saves 
time, avoids errors and eliminates all fatigue from eyestrain. 
Such advantages are kind to the operator! Result: better work- 
manship. Here is an opportunity for dealers. Introduce Tempo 
Surprinted Stencils and you are sure to increase sales. Mail 
coupon for samples and details today ... for an early start. 


MILO HARDING CO. LTD. 


Manufacturers of Tempo Duplicators, Stencils, Ink, etc. 





PITTSBURGH ST. LOUIS * LOS ANGELES 
MILO HARDING CO., LTD - Reliable 
617 Commonwealth Annex — 


Pittsburgh, Pennsylvania ) Solicited { 
Send Free Samples Tempo Surprinted Stencils [] 


Also include details of your Dealer Plan (] 





(Please pin to your Letterhead) 
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new MAILBOY 


MOISTENS ENVELOPES, 
STAMPS, LABELS, ETC. 





onty °22° 


_,_ pitenalgpnanes new scientific brush-moistener 


makes gummed surfaces stick tight, fast! 





Sanitary! 


Speeds up mailing! Neater! Cleaner! 
Sells on 


Stream-lined, nickel plated, enameled. 
sight, at unheard of low price. 


4 standard, guaranteed product manufactured by 


BETTER PACKAGES, INC. 
SOLE DISTRIBUTOR 


A.W. KELLOGG SALES CO., Waltham, Mass. 


DEALERS: Write for liberal discounts! 








SHIPMAN-WARD 


Service! 


PLATENS AND PARTS: 
All parts and platen orders are shipped the 
same day, even if received on the last mail in 
the afternoon. 


NICKELING: 
All nickelplating received in the morning is 
shipped back the same day. If received in the 
afternoon it is shipped the next morning. 


ENAMELING: 

All enameling is shipped the next day if re- 
ceived in the morning, or the third day if re- 
ceived in the afternoon, as it is necessary to 
take off the old enamel, rub down the parts, 
put on a new coat of enamel, bake it, put on 
a second coat, again bake it, and, finally, put 
on the transfers. 


For PROMPTNESS, 
QUALITY and SATISFACTION 


send all your orders to 


SHIPMAN-WARD MFG. CO. 


325 N. Wells St. Chicago, IIl. 
LOS ANGELES MINNEAPOLIS MONTREAL 
Shipman-Ward Mfg. Co. Shipman-Ward Mfg. Co. Shipman-Ward Mfg. Co 

314 W. Olympic Blvd. 116 S. Fourth St. 20 St. James St. 
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necticut, Rhode Island, Massachusetts, Vermont, New 
Hampshire and Maine. 

Harold O. Atwood, Jamaica, N. Y., will travel Mary- 
land, Delaware, New Jersey, New York City and eastern 
Pennsylvania. 

J.S. Sebastin, Detroit, Mich., will represent the com- 
pany in Michigan, Ohio, western Pennsylvania and New 
York state. 

With the appointment of the three men Finch & Mc- 
Cullouch terminated an association with the Mutual 
Stationery Company, Inc., 368 Broadway, N. Y., which 
had been the eastern and New England distributor of 
the Aurora’s company’s product for some time. 


en 
TENACITY ENLARGES EXPERIMENTAL 
DEPARTMENT 


The increased demand for loose leaf devices brought 
about by bookkeeping demands of social security and 
other tax laws has prompted the Tenacity Manufactur- 
ing Company, Cincinnati, to greatly enlarge its ex- 
perimental department, according to officials of the 
company. 

Working with the latest type machinery purchased 
in recent months company engineers have redesigned 
and improved practically every item manufactured 
by Tenacity in loose leaf devices for post, ring and 
catalogue binders as well as record books. 

The most outstanding result of experimentation has 
been the adoption of a new method of protecting 
loose leaf metal mechanisms from rust by which the 
rust-prevention coating is set more firmly than here- 
tofore. 

—-¢ — 


McDONALD JOINS EAGLE-OTTAWA 


For the purpose of providing expert attention to 
the scientific color control of its product, the Eagle- 
Ottawa Leather Company, Grand Haven, Mich., last 
month appointed Sterling B. McDonald director of 
color and design. 

Mr. McDonald takes to his new position a wealth 
of experience and an impressive reputation in his 
field. Among many outstanding designing jobs he has 
done is that of five streamlined trains which he 
created for the Budd Manufacturing Company and 





MR. McDONALD AT WORK.—He is 

shown in the Eagle-Ottawa color 

room comparing pigment with his 
master color sample. 


the Union Pacific Railroad. He also designed several 
trains for the Santa Fe Railroad and designed inter- 
iors for a number of sleeper planes for the American 
Airlines. 

In addition to his work with colors and finishes, 
Mr. McDonald will also create for Eagle-Ottawa special 
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Corry-Jamestown Equipment incl 


COUNTER HEIGHT EQUIPMENT . . 
LAW BOOK UNITS ... 


TAL WIDE-SECTIONS ... 


SECTIONAL BOOK CASES .. 
VERTICAL FILING DEVICES ... 


WRITER STANDS... 
for BANKS . . 


- COURT HOUSES .. 





Dealers appreciate one thing in 
particular about Corry-Jamestown. 
That is the fact that in any grades 
there is no finer built equipment... 
or more structural refinements than 


Corry-Jamestown offers. 


Naturally we are enthusiastic about 
our line. We know how it is made 
... the care and skill that enters 
into its manufacture ... the rigid 
quality standards at each step in its 
fabrication .. . the never ending 
search for ways and means of mak- 
ing the product better and more 


efficient. 


However it is not necessary for you 


to take our word for this quality 
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Ask 


yourself 
this one 
question 


advantage which Corry-Jamestown 
offers. It is easy to check this for 
yourself. Compare any Corry- 
Jamestown unit. Check it point for 
point. Then ask yourself... if the 


line you feature provides as much. 


After you have made this compari- 
son we are sure that you will want 
more detailed information about 
the scope of the Corry-Jamestown 
line and the attractive dealer fran- 
chise. A wire or letter will bring the 


information without obligation. 


CORRY-JAMESTOWN MFG. CORP. 
CORRY, PENNA. . . EXPORT ADDRESS, 
1105 CHESTER AVENUE, CLEVELAND 


: Jamestown 


udes—BOOKSHELF UNITS... 
. DESKS... . HIGH LINE EQUIPMENT .. 
LETTER TRAYS... 
SHELVING ... 
WARDROBES .. . 


. HOSPITALS... LIBRARIES... 


- LOCKERS .. 
STORAGE CUPBOARDS . . 
WASTEBASKETS ... 


PUBLIC INSTITUTIONS. 


CARD INDEX CABINETS ... CARD TRAYS... CHAIRS... 
- HORIZONTAL HALF-SECTIONS .. . HORIZON- 

PLAN DRAWER EQUIPMENT... . SAFES 

TABLES .. TRANSFER CASES... TYPE- 


Also Custom-Built Equipment 
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STAPLE PATTERNS—LOW PRICES 











| 

i 

1 
‘} Ss No. 1161-F \! 
Ht eae (| 60x32” ly t 
) pie . . 


i Long experience in making dependable desks in the low priced grades is 
m= the reason why more dealers are stocking the ALMA line of staple pat- 
terns in office furniture. The 1100 series is made in oak, walnut and 


mahogany finishes. 


ALMA DESK COMPANY ,,ltti#.tmt 











Why this is the best 
BANK OF ENGLAND 
Office Chair 
FOR YOU TO SELL! 


Ir WILL give perfect service longer than 
any other chair we know of—because of a 
special construction principle. 

Note that the back posts are one continu- 





ous piece, from the floor to the top, steam strength and rigidity multiply its years of 
bent, and that they are bolted to the seat and service. The cleancut appearance is an addi- 
to a one piece steam bent rail which circles tional selling feature. 

under the back and sides of the seat from High Point Office Chairs are actually pro- 


duced under highest standards of construc- 
tion. They are attractively designed and 
finished, and sold at popular prices with 


profitable margin for the dealer. 
Catalog and full details sent on request. 


Bending & Chair Company « SILER CITY, NORTH CAROLINA 


one front post to the other. The great 











Three Good Lines Sold and Shipped Together 
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For All Standard Typewriters—a 52-inch pedestal typewriter desk — by Myrtle 








/MYRCO 


Where space is at a premium in offices or homes, 
and production is to be maintained at high speed, 
the new MYRCO Desk offers especial advantages. 
Ample knee room for the user whether typing or 
engaged in secretarial work on the writing top— 
plenty of room, yet only 52 by 32 inches floor space 
required. 


The typewriter pedestal measures only 13!/, inches 
and will house any standard typewriter. It can be 
furnished with compartment in either right or left 
hand side of desk according to user’s preference. A 
three-drawer pedestal is located opposite and a cen- 
ter drawer of good size in the top of the knee space 
afford standard office desk storage accommodations. 
The typewriter is supported on a platform by a fix- 
ture operating on a track. When not in use, it is eas- 
ily folded down and housed in the pedestal. When 
in use, the platform is locked securely and rigidly in 
position. 


2553 M. C. 
combination oak 


2653 M. C. 
combination mahogany 


2753 M. C. 
combination walnut 


3453 M. C. 
combination walnut and 
mahogany 


Ready for 
Immediate 


Shipment 


in the various woods specified. It has 
already been displayed by dealers, quan- 
tity orders have followed and shipments 
made. The small space required, the con- 
venience and capacity for work together 
with the modern, pleasing design are fea- 
tures assuring more than ordinary de- 
mand. Send your order for show room 
display at once. Shipments will be made 
in order of receipt. 


MYRILE DESK COMPRIy 


HIGH POINT, NORTH CAROLINA 





Three Good Lines Sold and Shipped Together 
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NWIK- SET LOOK TO 


THE NEW 


KWIK-SET 


FOR MAKING RUBBER STAMPS, 
quickly? 





This new and revolutionary Fulton 
product assures impressions as clear 
as from the finest custom made rub- 
ber stamps. Full details next month, 
or write for advance information. | 
The new KWIK-SET is a com- 


panion product to Fulton’s well- 
known DRI-KWIK STAMP PAD 

a positive necessity where the rapid 
use of rubber stamps is required. 
Impressions dry quickly and without 
odor. Will not injure rubber stamps. 


Various sizes and colors of inking. 


FULTON 


SPECIALTY CQO. 





Elizabeth, N. J. 


Factory 


Sales Office: 200 Fifth Ave., New York City 















AUTOMATIC 


STAPLER 


Show Your Trade How It Works 


AUTOMATIC—at 


the 
staple—ADJUSTABLE, taking 40 sheets as easily 
as two. Most modern in performance, depend- 
ability and durability—hardened moving parts, 
positively jamproof—use of No. 333 staples 
assures perfect service. Feature this 


your touch, it drives 





$400 
retail new and improved stapler; send us 
your order for demonstrator. 

x zm >) a Bl 
FASTENER 
Corporation 


2531 N. Ashland Avenue 
CHICAGO, ILLINOIS 


4 4 4 AUTOMATIC TACKER 
compresses automatically, is 
adjustable and cannot kick 
back. Use No. 444 staples for 
perfect service. 
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designs for furniture intended specifically for up- 
holstery in leather. These will be available to manu- 
facturers together with samples. 


—____—.9-i 9 ——— 


SPENCERIAN ISSUES NEW CATALOGUE 
Featured by Kamket binding in a heavy, varnished 
cover, a new forty-eight page catalogue has been is- 
sued to the trade by the Spencerian Pen Company, 434 
Broadway, New York, N. Y. 
The new book, measuring eleven by eight and one- 


half inches, was made to fit conveniently into standard 


files, while the novel Kamket binding was included to 
enable dealers to add or remove pages at will. Large 
illustrations are shown on every page and include the 
Spencerian steel pens, ‘““Everbrite” stainless steel series, 


| steel pen assortments, display cases, Big Dipper reser- 


voir penholders, the new Write Oblique penholders, 
School Series, Frances Moore broad edge and Spen- 


| cerian art series pens. 


Other sections fully describe and illustrate the Crow 
quills, Shakesperian steel pens, all Spencerian fountain 
pens and the complete line of Secretary Quality type- 
writer ribbons and carbons. 

For the convenience of dealers a supply of postage 
paid reply cards are bound in the back of the cata- 
logue. Sales helps and window displays are listed and 


shown. 
o—= ee # # # — 


ROYAL APPOINTS THREE NEW FIELDMEN 
The appointment of two additional fieldmen and the 


promotion of a salesman to a similar position was an- 


nounced recently by the Royal Typewriter Company, 
New York, N. Y. 

The first appointment was that of Larry O’Brien, 
formerly a salesman in Royal’s Metropolitan sales de- 
partment selling standard machines. He early showed 
an unusual ability and in 1937 was promoted to the 
portable department after intensive training in New 
York in portable typewriter merchandising. He will 
operate out of the Boston office. 

Lester Pendleton and George C. Witzel will take over 
their fieldmen duties in the New York Metropolitan 





LARRY O'BRIEN 


LESTER PENDLETON 


district and Westchester and Hudson counties respec- 


| tively. The previous experience of both men fits them 


particularly well to aid Royal’s portable dealers in mer- 
chandising and selling typewriters and they stand 
ready to aid in planning sales campaigns, general sales 
efforts and display work. 

A portrait of Mr. Witzel was not available at the time 
of going to press. 
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No. 8273 


Bank of England line. 
Rounded _ corners. 
Roomy  deep-saddled 


A SENSATIONAL SELLER 7 orga ask 








the most comfortable Steno chair ever built! A leading seller every- 
No. 7235 shown above. Back has adjustable height and tension. Form- where. Available in 
fitting posture shape. Scooped seat adjustable in height and form. arm and armless swiv- 


Self lubricated casters. No grease or dirt. ° ° 
a neue : : a els and straight chairs. 
You Can Get This Chair in the Following Variations: ° eal 
» Es : An outstanding value 
No. 7235-B. Has removable channel leather or imitation pad back for > ines . 
extra comfort. Other features same as No. 7235. at a low price. 
No. 8239. Has handsome channel upholstered back. Other features 
same as No. 7235. 
No. 8241. Has smooth type of upholstered back. Other features same 
as No. 7235. 
No. 8235. Has deeply padded upholstered spring seat. Same chair in 
all other features as No. 7235. 















No. 8283 


An especially attrac- 
tive chair. Built for 
extra comfort = and 
long life. Seat has ex- 
clusive ‘“‘Murph-Ease” 
spring construction. 
Smooth, noiseless 
swivel action. Self-lu- 
bricated casters allow 
free easy movement. 


















MURPHY CHAIRS ARE TOPS IN 
QUALITY— BUT NOT IN PRICE! 


Dealers will be amazed at the unusual profit possibilities 
offered by the new 1938 line of Murphy Chairs. The 
comfort, utility and smartness found in Murphy chairs 














make them an outstanding value that appeals to every 








customer. They have the style appeal—the quality appeal 





and the price appeal that wins quick acceptance and 
builds profitable sales. 





The new “Murph-Ease” spring construction adds extra 
comfort to Murphy’s upholstered chairs. It’s an exclusive No. 8288 


comfort feature found in no other chair. Gives you a ; , 
An outstanding favor- 


new and different sales point that impresses customers ite. Quality construe- 
and clinches sales! The ‘“‘Murph-Ease” feature guarantees tion throughout with 
extra comfort throughout many years of service. the exclusive new 


*“‘Murph-Ease” spring 
seat design. An _ un- 


SEND FOR FREE 1938 CATALOG usually comfortable 





chair — extra _ strong, 
Write today for complete details on the Murphy line of chairs built to give years of 
and the generous profit plan offered to dealers. Get ready to service and priced to 
enjoy your biggest, most profitable year by selling the greatest make it a real value. 





chair value on the market today. Write for our new, fully illus- 





trated catalog showing the complete Murphy line! 


MURPHY CHAIR COMPANY, INC., OWENSBORO, KENTUCKY 


MURPHY CHAIRS 


There’s no substitute for the rich, warm beauty of office furniture made of wood! 
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DRAKE UNIVERSITY LIBRARY 





. LEOPOLD FURNITURE 


INSTALLATION BY STOREY KENWORTHY COMPANY —- DES MOINES 





THE Complete LINE IS THE 
STRAIGHT LINE TO Profits 


Study This List—It Means More Business—Repeat Business—To You 














CARBON PAPERS CARBON ROLLS INKED RIBBONS 
Cleangrip Tailor’s Marking Stormtex Silk 
Whitedge Photo Offset _ — Stormtex Cotton 
Clean Pull silling Rolls for Elliott- Cameo 
C, Fisher Machines auiniies 
ameo Billing Rolls for Burroughs nan 
American Posting Machines Reliance 
Reliance Register Rolls Ribbons for Addressograph- 
Carbons in all weights Tally Rolls : Multigraph 
and fistehes Teletype Carbonized Rolls Secidimenia 
Danae Rolls for Elliott-Addressing Speedaumat 


Machines Dupligraph, etc. etc. 
Special Rolls 
QUALITY GOODS FOR DISCRIMINATING USERS 


Write Today for Full Information 


H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons 
561 GRAND AVE. BROOKLYN, N. Y. 
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JONES BROTHERS CELEBRATES 25TH 
ANNIVERSARY 

Back in 1913 the citizens of Oneida, N. Y., awoke 
one morning to find a new stationery store on one of 
the chief streets. Two modest windows, a T-model 
Ford delivery car and two very earnest young men— 
LaVerne R. and Clifford A. Jones—who announced 
they made up the organization, which was to be known 
as Jones Brothers. 

Today the company is still “Jones Brothers” but is 
a far different and larger organization than that which 





LA VERNE R. JONES CLIFFORD A. JONES 
opened its doors twenty-five years ago, and recently 
celebrated its silver anniversary by issuing a silver- 
jacketed booklet, described in a brief item in the April 
issue. 

Although the company features office supplies, from 
stationery to filing cabinets, it also deals in many other 
lines, some of which have been carried since the 
organization was formed. There are separate depart- 
ments dealing in wall paper, paints and gifts, all of 
which have grown side by side until they have formed 
one impressive and imposing whole. 


JONES BROS 


WALL PAPER STaTiomerv 
. Prd nr ~ o's 





FRONT OF STORE AND DELIVERY TRUCK OF THE 
JONES BROTHERS, ONEIDA, N. Y. 


The business was opened at 117 Lenox avenue and 
only four years later was considerably expanded when 
the Jones brothers opened an adjoining store at 115 
Lenox avenue. It was this move with its attendant 
doubling of floor space that permitted the enterpris- 
ing brothers to create individual departments for their 
many lines. 

Another change in arrangement of the store came 
in 1936 when a line that had promised but little suc- 
cess in 1917 demanded extension of the floor space 
into a third store at 113 Lenox avenue. A notable even’ 





New Improved AIRMA IL Model 


TRINER 
Airmail 
Special 
No. 300 


EXTRA 
FINE 
CONSTRUCTION 





Capacity 1 Ib. x Y oz. 


for automatically indicating with highly improved 
legibility of figures: 

Airmail 

First-class Mail (local & out-of-town) 

Foreign First-class 

Merchandise & Printed Matter 

Catalogs, Books, Newspapers 

Publications, ete. 
Built throughout of steel, highly sensitive and accur- 
ate, handsomely finished in chrome and satin black. 
This special model offers a new range of opportuni- 
ties for selling scales for Airmail as well as general 
mail. 


TRINE 


Write for Circular X. 


SCALE & MFG. CO. 


2714 W. 2\st St. Chicago, Ill. 











“STORALOT™ 


No. 400 


A NEW FULL-HEIGHT STORAGE CABINET 
PRICED RIGHT FOR PROFITS! 


Storalot No. 400 will 
prove to you that 
profits and sales in- 
crease when you can 
offer a quality stor- 
age cabinet at such a 
reasonable price. 


Storalot No. 400 is a 
full height cabinet. 
It is 78”x36"x18". 





All four shelves are easily and quickly adjustable 
on %” centers. All welded construction gives 
permanent rigidity. Finish is olive green. Shipped 
completely set up. Chrome plated hardware, lock 
and two keys. 


You'll sell a lot with Storalot! 


THE PAR-BROOK MFG. CO. 


4660 Brookpark Rd. CLEVELAND 
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PULL-PUSH 
ACTION | 








You sel 


| duplicator users— 


| why not feature 





Thousands of duplicators are 
in continual use every working 
day (many of them in your 
territory). Owners are inter- 


ested in improv-ng the quality 





Me Me, 

sa 4 
a /ES COMPANY 
—, Seer caro xe 


of their work and reducing 


costs. CANODE’S DICTATOR 
INKS are excellent for dupli- 








(either open 


worth while business. If you 


| 
cating purposes 
| or closed drum machines), will 


not separate and have unusual are interested in sampling a 





few of your Al prospects, we 
shall be 
Wnite for prices and details. 


| drying qualities—rich, black, 


| fadeless tones, not affected by glad to cooperate. 


climate. Don’t miss this extra 


‘INK SPECIALTIES CO., INC. 


519 So. Laflin St., Chicago, Ill. 
Fred B. Canode, Pres. 
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at this time was the growth which marked the gift 
department. 

Today the firm maintains modern window displays 
of practically all its merchandise, a smart delivery 
truck and a staff of three persons. 

The booklet, which marked the anniversary, paid a 
fine tribute to the store’s customers by containing as a 
preface the following lines of verse: 

“In the hustle and bustle of business 
With its saving and slaving and grind, 
We're too apt to credit successes 
To the works of our own hands and mind. 
But we pause on this special occasion 
To give credit where credit is due, 
To thankfully say that our progress results 
From the friendship of such folks as you.” 
And it is with this spirit of gratefulness for whatever 
has been its share of success and prosperity that the 
Jones Brothers organization begins its second quarter- 
century of life in the business world. 





INSURANCE OFFICE EQUIPMENT MANUFACTURED BY THE 
GENERAL FIREPROOFING COMPANY.—This large installa- 
tion was recently made in the offices of the Travelers Insur- 
ance Company, Utica, N. Y., by Walter S. Purvis, GF dealer 
of the same city. The large quantity of furniture on one order 
is indicative of many of the bigger business organizations in 
scrapping their old and obsolete furniture and equipment to 
make way for new. 
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TOOL ROLLS Are TIME SAVERS 


Neatly arranged Tools are easily and quickly located 


These sturdy Tool 
Rolls with rein- 
forced edges will 
also save unneces- 
sary wear and tear 
on your tools and 
kit. Made of heavy 
black duck material 


No. BTR—Tool Roll is equipped with a ‘© Carry your tools 4. erp too! Roll has 25 pock- 
sturdy web strap with buckle and the safely for a long  ¢tg that are extra handy for all 
tool pockets are well stitched. Especially time. those small wrenches and other 
adapted for use of adding machine often-used typewriter mechan- 
mechanics. Get yours now for $0.60 THEY FIT YOUR KIT ics tools. Yours for only... $0.45 


AMES SUPPLY COMPANY 


Manufacturers and distributors of typewriter and adding 
machine platens— parts — tools —ribbons—carbons and supplies 





564 West Randolph Street CHICAGO, ILLINOIS 
37 Murray Street 206 Lane Street 11 Pryor St., S.W., 583 Market Street 617 Commercial Place 
NEW YORK DALLAS ATLANTA SAN FRANCISCO NEW ORLEANS 


BOSTON—CINCINNATI—CLEVELAND—DENVER—LOS ANGELES—PHILADELPHIA—PITTSBURGH—SEATTLE—W ASHINGTON, D. C. 


ADDRESSING MACHINES 


Send today on business letterhead for systems bulletin that 
interests you — Payroll, Tax Work, Public Utilities, Publishers, 
Banks, Insurance, Laundries, and Coal Dealers. 


Made in Cambridge, Mass. Sold everywhere. Look in your telephone book. 


Elliott Addressing Machines are sold by Elliott’s thirty-five 
branch offices, but this ELLIOTT ENVELOPE SEALER is a 


product that is sold by stationery stores. It is the fastest office 
appliance in the world and easily automatically feeds, seals and 
delivers 400 envelopes per minute with any average thickness of 
contents. 

In 1937 the Elliott Envelope Sealer was greatly changed and 


improved. 
ASK FOR OUR PROPOSITION TO DEALERS 


THE ELLIOTT ADDRESSING MACHINE CO. 
144 Albany Street Cambridge, Mass. 
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FOUNT-O-INK Writing Sets — The Original” 


Modern offices say ‘‘goodbye’’ to both 










old-fashioned writing pens and inconven- 
ient fountain pens. For FOUNT-O-INK 
Writing Sets combine the best 
features of each — eliminating “B 


—— 


the disadvantages of both! < | 3 


These Features Mean Maximum Sales 


a: hapa asap and Pr of its f or You! Sell 
Always ready to use—pen fills itself. O . 
n Sight To: 


Instant starting—no dipping. 















<n Automatic Ink Supply—No Well Filling OFFICES 

Modern Streamlined Beauty. 

Every Set complete with Ink. SCHOOLS 

Deabl Wide range of Non-Corrosive pen points aimee 

Ser ; 5th year of successful operation PROVES FOUNT-O-INK. 

<ageren REPEAT SALES! HOTELS 
ACCOUNTANTS 


Save time and money for busy. offices 
Write for Catasog and Price List. 


GREGORY INK CO. 


2652 Pasadena Ave., Los Angeles, Cal., U. S. A. 


Advertisement Copyrigit 1938 Gregory Ink Co. 











@ Full Walnut exteriors. Drawer 
fronts, pedestal backs and oe — . oo tae ae 
eenter back panels veneered 


__ Sine sinus’ ““""""" 1 GIVE YOUR CUSTOMERS MORE FOR THEIR MONEY 
5-ply tops, 1% thick over 
legs, 34” sure, rounded on AND YOU’LL MAKE MORE MONEY FOR YOURSELF! 


all outside corners. Movable 
drawer partitions. Pen and 


pencil tray in knee drawer. | . . i 5 . " P “i 
Vestiadt Gic Grenss tn tele. What's the secret of IMPERIAL dealers’ success? The plus-value that is built 
hand double drawer. into every IMPERIAL desk, table and matched suite! Beautiful 
@ Cast brass bar pulls, Ultra ‘ = . ° ° ° 
Antique finish. Tumbler locks. styling, fine materials, expert workmanship and moderate price are combined 
@ No. 2700 Grade includes to help IMPERIAL dealers give customers more for their money. . . 
three flat top desks, two ee . _ ‘. " 
bl : The distinctive, modern No. 2761 desk (shown here) is typical of the plus- 


tables, a bhookease, a_ cos- 
tumer and a telephone cab- 
inet. 


Write today for 
details of the line 
that’s making money 
for dealers in all 
parts of the country. 
No obligation. 







value that IMPERIAL offers in every price range. 












IMPERIAL 
DESK 
COMPANY 


EVANSVILLE 
INDIANA 


LA et CNN es pate een 






No. 2761 Flat Top Desk— 
60" x34" x30," high. 4 
chaste, sleek contemporary 
design, interpreted in rich- 
ly figured wood. 
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PACIFIC NORTHWEST NOTES 


Half century in the typewriter business was recently 
celebrated in Portland, Ore., by A. B. Cole, 3256 S. E. 
Stevens street, Portland, head of the Oregon Type- 
writer Company in the Oregon metropolis. It was in 
the Spring of 1888 that Mr. Cole first began his type- | 
writer career in St. Paul. Then in 1891 he began | 
work as a repairman for the Remington Company, 


joining the Smith-Premier Company when that type- | 


writer organization opened offices in the twin cities 
in Minnesota. At the turn of the century he was 
transferred to tne Smith Company offices in Chicago as 
foreman. Then in 1904, with a knowledge of type- 
writers from the foundation upwards and _ inside 
and out from long servicing of the machines, 
he transferred his energy and knowledge to the 
selling end — but later returned to _ repairing, 
and became superintendent of the Rebuilt Type- 
writer Company in Chicago. Coming to Portland and 
the West Coast in 1912 as the territory representative 
of the Underwood Company, nine years later he was 


able to enter the typewriter business on his own. | 


Establishing his present business in 1921, he has de- 


veloped it to present proportions during the past seven- | 


teen years. 


* * /” 


Recently appointed to manage the office of A. E. | 
Fransen Company, Seattle, Sherrill Brown has taken | 


over this new post in the Third Avenue stationery 


and printing house. This new manager of the down- 


town establishment is well known in the stationery 
field, having previously been with the Lowman & Han- 
ford Company, pioneer stationers of Seattle, with 
which firm Mr. Fransen himself was once connected. 


* + a 
Frank A. Carson of Blake, Moffitt & Towne, Seattle, 
has had new honors heaped upon him this April, with 


election as new president of the Purchasing Agents 
Association of Washington. 


* * * 


The Pioneer Office Equipment Company has been 
established in the prominent corner at 600 First 


avenue, Seattle, where new and used office furniture | 


and typewriters, adding machines and filing cabinets 
have been grouped for merchandising. —CML 


SS ee 


ART STEEL ISSUES NEW CATALOGUE 


Containing sixty pages many of which are devoted 
to a number of new items in the filing equipment line, 
a new catalogue has been published by the Art Steel 
Company, Inc., New York, N. Y. 

A foreword, appearing beneath a large picture of the 
company’s plant, carries the motif of the Art Steel’s 


desire to be of continual service to the dealer in every | 


respect. It reads in part: 
“Our policy since the company’s inception has been 


of the commer- | ‘ 
not only to keep abreast of the needs e || Dealers interested 


cial stationer and office equipment dealer, but to an- 
ticipate those requirements with developments estab- 


lishing the dealer as the primary source in his com- | 
munity for new and practical items in steel office | 


equipment.” 

Each page is well illustrated and there is a cleverly- 
arranged index, the whole being enclosed in a black, 
looseleaf folder. 

Dealers interested in obtaining a copy of the new 
catalogue should apply to the company’s home office, 
423 College avenue, Bronx, N. Y. 





137 


FOR 70 YEARS 


|'We Have Been Making 
BETTER OFFICE TABLES 


Since 1868 we've been mak- 
ing America’s favorite office 
tables here in the world’s larg- 
est table factory. No wonder 
they are the fastest and most 
profitable sellers. Write today 
for our catalog and price list 
showing our complete mini- 
mum-inventory line. All the 
best selling colors and sizes, 
with sturdy dove-tailed draw- 
ers with 3-ply bottoms. A line 
designed for turnover, profit, 
and customer satisfaction. 


Finials» Gielek You 
CAN DO BETTER 


With the Famous 
Johns 





| St. Line! 





St. Johns Office Table No. 24 








Northern Gray Elm. Golden 
Finish. Tcp, %” thick. Legs, 
214” square. 6 sizes: 24 x 36, 
27 x 4, 21 x 4, 27 x B, Bs 
60, and 30 x 72. Shipped K.D. 
Packed two of one top-size in 





crate. 











bide: JOHNS TABLE COMPANY 


CADILLAC, MICHIGAN 


Office Furniture Warehouse Company, 57 73 Broadway, 


New York 





The New Eff & C Line 


Finds Favor 
With Dealers 
because— 


The 


fundamental scientific 





essential and 
posture principles to- 
gether with stylized 
comfort promote sala- 
bility. 


in a chair that may 
be sold with confi- 
dence—write for in- 
formation and 
prices today. 


Eff & C No. 250-P 
THE FRITZ-CROSS COMPANY 


304 East Fourth Street Saint Paul, Minnesota 


























BALANCED ACTION 
CHAIR IRONS 

















A COMPLETE LINE 


OFFICE-STOOL AND 
TYPEWRITER IRONS— 
EQUIPPED WITH RUBBER CUSHIONS 
OR STEEL SPRINGS C-K PRODUCTS ARE 
OF HIGHEST QUALITY, SERVICEABLE 

AND WELL BUILT. 


CATALOG ON REQUEST 














COLLIER-KEYWORTH CO. 


GARDNER, MASSACHUSETTS, U. S. A. 
































1888 -:- GOLDEN ANNIVERSARY = 1938 


LUNE INENCE 


he result of 50 years satisfactory service of 


“Little” Carbons and Ribbons 


Uniform high quality and unexcelled service with 
loyal dealer cooperation and protection—result in 
absolute confidence of dealers in “Little” products 
and policy. Consistent cooperation with the office 
equipment dealer, directing the facilities of a skilled 
and specialized organization to his sales and serv- 
ice problems his developed close contact with 
dealers covering important trade centers. In some 
territories, however, there is exceptional opportunity 


for capable sales representation. 


Oldest Exclusive Manufacturers of Typewriter 
Ribbons and Carbon Paper 


oA: ° ITTLE. 
IN 


Ce 
MANUFACTURERS 


Factory Rochester, N. Y. 


1888 GOLDEN ANNIVERSARY - 1938 
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RODECKER PROMOTED BY SMITH-CORONA 


Harold H. Rodecker has been appointed field repre- 
sentative of the Corona division of L. C. Smith & 
Corona Typewriters, Inc. He will travel in the Buffalo, 
Pittsburgh, Cincinnati and Columbus territories. 

Mr. Rodecker was educated at Miami and Ohio State 

















H. H. RODECKER 
(Bachrach photo) 


Universities. He entered the employ of L. C. Smith & 
Corona Typewriters, Inc. as city salesman in the Cin- 
cinnati office, January 2, 1930, and in 1933 transferred 
his activities to the Columbus office. 

Mr. Rodecker is a member of the Masonic and other 
orders and Phi Delta Theta, college fraternity. 

nig Silage 
NEW BOORUM & PEASE CATALOGUE 

The Boorum & Pease Company, 84 Hudson avenue, 
Brooklyn, N. Y., last month issued a new loose leaf 
covers and forms catalogue listed as the No. L-23. The 
book supercedes and annuls all loose leaf catalogues of 
previous issue. 

Containing 191 amply-illustrated pages, the cata- 
logue covers the entire output of the Boorum & Pease 
organization. Numerical, alphabetical and sectional 
indexes make for quick reference. 
















LOOSE LEAF 








COVERS AND FORMS 








CATALOG 
no.L-23 





BOORUM B PEASE COMPANY 


BROOKLYN 
new VORK 


NEW BOORUM & PEASE CATALOGUE 


The book, which features many improved and re- 
vised items, includes one complete section devoted to 
social security records and equipment. In addition 
to the Boorum & Pease wide variety of forms, there 
are listed post binders, prong binders, zipper covers, 
special covers and columnar pads. 
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Without | rumpets 


or beating of drums 


be Pre 
nr CYY enct 
Q 2 for By 


moves up 
front! 


- ap 
Talk about a 
phenomenon— 








we never even 
mentioned 
SAPHIR in our ad- 
vertising. Yet today 
it has moved in among 

the leaders in the 2 or 5c 
class. Because buyers like the 
super-smooth writing of SAPHIR 





lead. Because volume consumers like 





its economy. Because Dealers are de- 
ighted with its long-range profit. Push 
SAPHIR. It pays—and how! Hexagon, all- 
yellow, gilt ferrule and imprint, rounded 

Send Sek semeailen aad qalem tadev. ' corners. Made in degrees, 2, 2.5, and 3. 
Yo gross in a box. 


MADE IN U.S.A, 
QP EABER Ze wevsnes 














THE COMPLETE OFFICE 
of today is, of course, furnished through- 
out in steel. PEERLESS dealers are 
equipped to supply the finest and most 


efficient types of this modern equipment. 





, ae 


Peerless Steel Equipment Company 


UNRUH AND HASBROOK STREETS 


sd abd E-Ko(-¥ bo) abt- We x-Sabat- o 
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S$ ror § 
Compare 
the Service 


For more than 6() years 
Jasper Desk Co. has 
maintained an unvarying 
standard of quality. 
Close supervision, thor- 
ough inspections have in- 


; sured the value we build 
See the : 


Jasper Desk Co. 





into our desks. 


No. 1718 Genuine American black walnut or Catalog. 


genuine mahogany. Five ply beds and panels 


beds 114 and panels °¢ inches thick. 134 inch turned 
legs fitted with sliding shoes. Drawers finished in- a sp e r e ~ O. 


side and out and fitted with partitions, trays, etc. 


Standard walnut or mahogany finish. High grade JASPER INDIANA 
statuary bronze knob pulls. Three sizes: 60, 66 New York Warehouse: 573 Broadway. 
and 72 inches—also made in three drawer pedesta Chlonigs Repeesontatives W. Tl. Reet, 618 Clen- 


48 and 54 inches in addition to above. wood Ave., phone ROGers Park 3644. 


BIG PROFITS for Wide-awake Dealers 


THE AMAZING NEW Instant Cozy LIQUID DUPLICATOR 


CLEAN— 


no messy gel- 

















FAST —no 

type to set, or atins, no sten- 

gelatin to pre- cils, 

ie LOW COST 

SIMPLE — —INSTANT 

Write, type or COPY pro- 

draw on duces copies 
economically 


glossy paper, 
insert in ma- 
chine and pro- 
duce copies. 


in one to five 
colors without 
expensive sup- 


plies. 





NO cecatin NO stencits NO rissons NO tyre NO ink NO mess 


The new INSTANT COPY Duplicator performs perfectly every duplicating task di- 
rect from the original—faster—more economically—and more efficiently. A complete 


range of models is available, priced from $11.95 to $49.50. Write today for our 
profit-building proposition on these new low price liquid duplicators. 


KEEN MANUFACTURING COMPANY 
800 NORTH CLARK STREET CHICAGO, ILLINOIS 
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TYLER RETIRES FROM CARTER SERVICE 
Bringing to a conclusion thirty-nine years of service 


during which he attained an enviable reputation in the | 


field, S. W. Tyler, manager of the ink and adhesive 
sales department, last month retired from service of 
the Carter’s Ink Company. 

Graduating from Yale in 1895 Mr. Tyler joined the 
Carter’s organization as a carbon and ribbon salesman. 
He held that job for four years and then resigned to 
take up another business venture. In 1903, however, 


he returned to the Carter ranks to specialize in the | 


management of the ink and adhesive sales department, 
to which work he has given all his time and out- 
standing ability. 


All those who have enjoyed the privilege of friendly 
contact with Mr. Tyler in the work of the company | 


and in a social way will regret his retirement but will 
also be glad to see him free and footloose while many 
years of healthful activity remain to him. 


$= —$__ 


HURLBUT SMITH DUE BACK FROM EUROPE 


Hurlbut W. Smith, president of L. C. Smith & Corona | 


Typewriters, Inc., Syracuse, N. Y., who together with 


Mrs. Smith sailed for Europe in March, is due back in | 


New York the latter part of this month. 

Mr. and Mrs. Smith sailed aboard the SS Queen Mary 
on March 23 for an extended tour of several European 
countries. The tour was to include visits to several 
Smith-Corona agencies abroad where Mr. Smith 
planned to obtain first-hand knowledge of business 
conditions and prospects in their respective territories. 

Previous to his departure Mr. Smith was honored at 
several banquets by citizens and friends who expressed 


their appreciation of his activities in civic and philan- | 
thropic enterprises, and wished him a happy voyage | 


and safe return. 
—— 

SIMLER NOMINATED SECRETARY OF N. Y. SALES 
EXECUTIVE CLUB 


Early in May, Henry Simler, president of the Ameri- | 
can Writing Machine Company, was nominated to the | 


position of secretary of the Sales Executive Club of 
New York. The election is to take place at the annual 
meeting of tne organization on May 17. 


It will be recalled that as chairman of the Executive 


Club’s Employment Committee, Mr. Simler sponsored 
the “Forty-Plus’” movement which is organized to fight 
the assumption that men past forty cannot compete 
successfully with younger men in business and indus- 
try. A detailed account of the movement appeared in 
the April issue on pages 26 and 27. 


ee 


NEW ISSUE OF “WRENN HOUSE” OUT 

A new edition of “The Wrenn House” a timely and 
helpful publication issued by the Wrenn Paper Com- 
pany, Middletown, Ohio, has recently been published 
and will be mailed to dealers throughout the country. 

The booklet deals at length with the merits of the 
Wrenn Showblott and how it solves the problem of 
“how to display desk blotters and at the same time 
keep them clean.” 

Those not on the mailing list for the Wrenn House 








should communicate with the company’s home offices. 


The snappy and modern little house organ is known | 


to the trade in practically every section of the country 


| 


and with every issue carries a message of importance | 


to stationers handling the Wrenn Paper Company’s 
many lines. 
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Sanymelal 








Sanymetal Steel Costumers exclu- 
sively feature: 


STEEL COSTUMERS 


Modern lines, enduring imitation 
wood finishes, and “balanced” 
construction. 


Sanymetal Steel Costumers are 
guaranteed to stay upright even 
when the load is all on one hook 
. .. do not loosen or warp... 
have no rough edges to catch at 
clothes. 


List Prices F.o.b. Cleveland, Ohio, 
are as follows: 


Green or gray................ $10.00 
Mahogany, walnut or 
OG M-530. 3. tase 11.00 
White enamel ................ 13.50 
Write for dealer discounts and 
descriptive folders. Sanymetal 


Costumers are regularly moving 
items. 


THE SANYMETAL PRODUCTS 
COMPANY, INC. 


Urbana Road, Cleveland, Ohio 
e 


1681 





Popular Office Chairs 


QUALITY CRAFTMANSHIP ... 
MODERN STYLING ... 
EXTRA COMFORT 


Office furniture dealers can 
make greater progress and 
do more business with 
Jasper Seating Co. chairs. 
Keyed up to present day 









demands in points of style, 
construction and comfort, 
their self evident value often clinches the sale for 
the entire ensemble—desk, 
table, cabinet, etc. Good 


: furniture . . . prompt ship- 
ments. Catalog and de- 
i tails on request. 
i] 


Jasper Seating Co. 
JASPER, INDIANA 


1 


Hi. Farber, 529 So. 
Phone: Webster 3217 


CHICAGO: L. 
Wabash Ave. 


NEW YORK: Office Furniture Ware- 
house Co... 573 Broadway 


























Si triking Beauty COMBINED 
wita Functional Efficiency 


n Wood Desks 





EVANSVILLE DESK COMPANY presents 
THE COMMERCE GROUP 
in NUBIAN BLACK 


The brass drawer pulls and leg ferrules contrast richly with 
the gleaming surfaces of the desks to produce an eye 


arresting effect. 
Write for details, also ask for the Portfolio of Designs if 
you do not have it. 


EVANSVILLE DESK COMPANY 


BUILDERS OF WOOD OFFICE DESKS 








EVANSVILLE INDIANA 
SK Bad temper, reduced ef- 
A, Be 5 ]i ficiency and floor repairs 


\ y ‘ were running into many 
4 dollars yearly until an 


UCI ® 


e 
PW 
f > Sa 
7— =p | 
NAW y < 
M\\= = =e office equipment dealer 
\N = ra ry . . 
eZ pointed out the costli- 
ness of “cheap” casters. 


HZ After buying a set of .. 


. he wonders how he 
ever did without them. I 


MORE 


work, has no more floor 


He now does 
repairs, and shows his 
gratitude by always trad- 


ing with the dealer who 





first sold him Darnell 


Products. 


DARNELL CORPORATION, Ltd. 


P. O. Box 4027-0, Sta. B, 
36 N. Clinton, Chicago . . 


Long Beach, California 
. 24 E. 22nd, New York 
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FRANK HARRIS—MANUFACTURER’S 
REPRESENTATIVE 

Equipped with a physical vigor usually associated 
with a much younger man, and a mental vigor that 
expresses a long and successful experience in the field 
of sales and distribution, Frank F. Harris has estab- 
lished himself as a manufacturer’s representative 
covering the Chicago area. 

Although his many years of activity in the business 
world have all been concerned with the stationery in- 
dustry, (thirty-five years with the Carter’s Ink Com- 
pany and quite a few years with Loring, Short & 
Harmon of Portland, Me.), Mr. Harris is not limiting 
his scope as a sales representative to lines of com- 
mercial stationery manufacturers. Characteristically, 
he says, “In other fields, I'll have the advantage of 
not knowing what can’t be done.” 

Mr. Harris has opened an office in Room 1522, 14 
East Jackson boulevard. In response to an advertise- 
ment in a nationally distributed newspaper offering 
his services, a number of things were brought to his 
attention. Thus far he has selected only one, a shoe 
refitting device, to which he has already found the 
market responsive. 

About April 15, Mr. Harris chanced to see a Terry 














FRANK F. HARRIS 


Penfiller, a device for automatically filling fountain 
pens, made by the Terry Penfiller Company, Janes- 
ville, Wisc. The line attracted him, and upon learn- 
ing that the manufacturer had no resident representa- 
tive in Chicago, negotiated for a connection. Matters 
were soon consummated, and he is again contacting 
the stationery trade, this time in the interests of the 
Terry Penfiller Company. 


~ —=—_- —— 
SMITH-CORONA SALES CONTEST ENDS 

L. C. Smith & Corona Typewriters Inc., completed 
a successful sales contest covering February and March. 
The contest was based on units sold of the Super- 
Speed L. C. Smith, Corona adding machine and Vivid 
duplicating machine. There were five divisions as 
follows: 

1. All retail salesmen; 2. All L. C. Smith dealers and 
agents; 3. All Branch Offices; 4. All Branch Wholesale 
Representatives, and, 5. All Home Office Field Repre- 
sentatives. 

Each contestant in the above groups competed for 
a trip to Syracuse and also for special cash prizes, 
which were awarded at the end of February and at the 
end of March. 

The contest was named “Top o’ the Heap” Sales 
Contest, the idea being that the winners who fought 
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SSS DESK No. 7070 












Epi Design 

n-usual Service 

Hersene Appearance 
igh-class Material 








Aaamte Construction 
ow in Cost 


It actually reduces lost mo- 
tion—enables typist to do more 
and better work with equal ef- 
fort. Made of special steel, ex- 
cept baseboard and side leaves 
which are 5-ply built-up wood. 
Business-like design. Smart, 
smooth, oven-baked enamel on 
metal parts, CelUhl finish on 
wood parts. When side leaves 
are folded up and steel roll cur- 
tain pulled down, everything in- 


Compact when 

closed. Fioor 

area occupied 
25” x27” 







side is secure. 


The Toledo Metal 


Furniture Company 
1646 Hastings St. Toledo, Ohio 


Ask for 
Catalog 





No. 7070 




















FILING SUPPLIES 
made for, priced for and 
sold to Dealers, ONLY 


GUSSCO Dealers are never limited to the small orders or 
over the counter sales. They go right after that "big stuff.” 
Because they know the GUSSCO Line is good, sound mer- 
chandise, made right and priced to meet all comers. And, 
GUSSCO Dealers know they need never fear direct compe- 
tition from us for we sell thru dealers only. 


The GUSSCO Line is complete yet not overburdened with 

: hundreds of slow moving, costly num- : ihe 
bers. If what you want isn't in our cata- bates. ed 
log our modern plant and organization fo ef 
is equipped to turn it out for you in 


jig time. Sell GUSSCO for real profit. 
GUIDE SYSTEM & SUPPLY CO. 


335 CANAL ST. NEW YORK, N. Y. cc ee 























Manufacturers of the TRANSFILE steel reinforced corrugated board file. 
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From the INDIANA DESK CO. Sheraton Suite 








Bn office and director's table, correct in 
every detail of design—harmonious and sturdily constructed for 
lifetime service. Made of genuine American black walnut, has 
richly figured striped top, paneled and reeded legs, antique 
English drawer pulls—lacquer finish rubbed to a smooth eggshell 
Ne. 3096 =——42x96 gloss or polished finish. 

ere ae Compare the INDIANA DESK CO. Sheraton for quality and 
No. 3066 36x66 price with any similar grade. Its superior value will help you 

sell. Write for details. 


papdhioon i tals INDIANA DESK CO., JASPER, INDIANA 


special order. 








No. 3096 42—48x96 














NEW INDIANA | [RYMVa(e) [9 AMM tag 
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OFFICE CHAIRS 
“STEEL- STRONG” PRODUCTS ARE SOLD 
THROUGH DEALERS ONLY..... 





Accounts in your territory are your accounts. 
You control them—earn and get full com- 
missions. We have no salesmen to pirate your 
customers and cash in on your missionary work. 
No competitor gives you that protection and that 
is why Steel-Strong franchises are valuable .. . 
secure . . . with the guaranty of Members of The 
Nat’l Ass’n of Stationers. 

Steel-Strong Products include Coin Wrappers, 
Bill Straps, Coin Trays, Tray Pans, Coin Bags, 
Currency Cabinets, etc. ... and each product 
has been developed to the highest efficiency. 
Write for liberal discounts and sales helps. 


THE C. L. DOWNEY CO., Cincinnati, Ohio 


STEEL-STRONG “PRODUCTS 





Modern Design 
Moderate Cost 
Serviceable 










No. 702 Comfortable 
restful For your customer who believes leather uphol- 
: stery is too expensive, suggest a New Indiana 
design Chair. This line fills an important part in office 
and furniture sales. It will support your reputation MANUAL 
and build up your profits. Check up on the 
sturdy New Indiana Chairs—upholstered, all wood, | COUNTER 
frame teachers, tablet, ete. Pool car service with 3 





Indiana Desk Co. desks offers saving in time 
and freight. 





BILL STRAPS 

















New Indiana Chair Co., Jasper, Indiana THE C.L.DOWNEY CO. -22)StARKS7: 


CINCINNATI,O. 
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their way to the Top o’ the Heap would bring them- 
selves to the notice of the Home Office executives. 


As a result of this contest, the company plans to bring. | “¥ GENUINE 
in all the winners, amounting to about ninety, for a | 
three-day get-together May 25, 26, 27 The program will | 


include business sessions, trips through the Syracuse, | V590 LEDGER OUTFIT 
Cortland and Groton plants, a clambake, banquet, etc. | 

During the contest a promotional paper, the Smith- $3.25 * Sheet Size 
Corona Star-Record, was issued at frequent intervals. List 534x9}4 


The format imitated that of a tabloid. The editor was 
a mythical character named Hy Clymer. 
<2 —_____— 

OXFORD OFFERS THREE DISPLAY PACKAGES 

Sales and interest in three important items of the 
company’s line are expected to be increased by three 
new display packages offered dealers by the Oxford 
Filing Supply Company, 340 Morgan avenue, Brooklyn, 
NW. 

A Red Fiber filing envelope display contains from 
forty to fifty envelopes which may be assorted in three 


4 the fastest moving LEDGER made! 


SS It's loose leaf—seven rings with an 

CORRESPONDENCE . | accommodation for 150 accounts— 
ING T a | 

el Leather Tab Index. 





The sheets are visible punched. 





Bound and Lined in Durable Imita- 
tion Leather. 


| The metal has the PRESS-TO Single 
| Trigger. 
| 


TRUSSELL MANUFACTURING CO. Poughkeepsie, N. Y. 











" Oxtovd. EXPANDING 
ms ENVELOPES 








THREE NEW OXFORD DISPLAY PACKAGES FOR 
DEALERS 






or four numbers selected by the dealer as most popular 
in his territory. The Oxford Speed-Index package con- | 
tains a complete outfit for the equipment of a one- | 
drawer file for correspondence filing and is primarily | 
for the counter. 
The third offering is the brief cover display package | 
containing ninety brief covers, assorted fifteen each 


Business Is Booming On 
Lyon “Posture Perfect” Chairs 


Because it features strong advantages, 
available in no other folding chair, the new 
Lyon “Posture Perfect” Chair is setting new 
sales records for dealers everywhere. List to 
the left shows the types of orders being 
secured by dealers who are telling their 
trade about this better folding chair. Get 


of the six attractive colors in the Oxford line. As the | the “Posture Perfect” story befere legical 
" A - ‘ | prospects in your vicinity . . . Industrial Concerns, Lodges, Undertakers, 
various colors are sold they may be either replaced Hotels, Clubs, Radio Stations, Baseball Parks. Our tested selling plan 
from stock or the assortment can be reordered. | shows exactly how to get the ball rolling ... arms you with effective 
| sales material that locates live prospects and helps you close profitable 
————— > o—_—___———_ sales. Write today for full details. 
| 
LEVY’S UNIQUE ADVERTISING PAYS LYON METAL PRODUCTS, INCORORATED 


Henry N. Levy & Company, Vicksburg, Miss., re- 2805 RIVER STREET AURORA, ILLINOIS 
cently inaugurated a novel series of advertisements 


by which the firm had greatly increased its business. 


FOLDING 
The feature of the plan is the manner in which it STEEL 
persuades the prospect to read a number of clever | 
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Polar Executive 
Summer Cushion 


VENTILATED HEALTH SEAT 
Sanitary, Comfortable, Cool and Healthy 
A heavy felt, non-shine top with ventilated holes. 


Made in one stand- 
ard size 19,” 
wide x 17%” deep. 


Two 
Inches 


thick 


The Health Seat Filling is of the new Latex Rubber- 
ized Curled Hair composed of 50% Air. 48 one-inch 
holes are moulded through entire filling giving addi- 
tional air cells. 

No. 350—Health Seat Cushion Brown, Maroon 
Pee I 5 GL Su eb Gek coda sscsccc . -85200 


Wholesale Only—All Prices Subject to Regular Dealers Discount. 
Complete Catalogue on Request of Our 100 Different Office Items. 


POLAR MANUFACTURING CO. 


401 N. BROAD ST., PHILADELPHIA, PA. 
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and interesting mailing pieces sent him. This is accom- 
plished by enclosing a five-cent cigar with a letter 
which invited the reader to “light up, sit back in 
your chair and read the ‘conversation’” contained in 
the communication. 





I.C. ALLEN 915 Mission St. 


NEW STORE FOR ART YOUNG.—Extending 
his activities to San Francisco, Art Young, 
owner of the Typewriter Export & Wholesale 
Company of California, recently opened a new 
store at 915 Mission street in the Bay City. Mr. 
Young, who also operates the Fred Guy & 
Young Company in Oakland, Calif., handles 
Royal portables and Regal precision rebuilt 
Royals. (Above:) Mr. Young. 


*— © 


ROYAL METAL ISSUES HELPFUL BROCHURE 

As a means of aiding business and professional peo- 
ple to choose correct reception room and office furni- 
ture, the Royal Metal Manufacturing Company, Chi- 
cago, has published an attractive eight-page brochure 
which depicts Royalchrome equipment in a business 
setting. 

There are six reception room suites illustrated and 
with each photograph appears a diagram showing the 
furniture arrangement on the floor as well as the price 
of each individual item. 


—>—e—_$__—. 


OLD TOWN MARKETING NEW CARBON PAPER 

The Old Town Ribbon & Carbon Company, Brook- 
lyn, N. Y., is now marketing a new standard sheet of 
typewriter carbon paper under the brand Hi-Test. 
Available in one finish only this sheet is said to be 
suitable for Noiseless as well as standard typewriter 
use. Features claimed for the sheet are freedom from 
curl, no stencilling, sharpness of write and durability. 
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the Ddeplicatom 
EVERYTHING 


tak wave 





NEW completely soldered non- 
leakable trenched drum. .. NEW 
adjustable receiving tray .. . 
NEW single simple adjustment 
for tension of impression roller 


. . . NEW ink pad and stencil 
clamp arrangement . . . NEW 
cylinder lock . . . NEW margin 


strippers . . . NEW brightly 
nickeled metal parts .......- 
Postcard to legal size ... 





a —,, 


_—_ 


FELL ORES 


Equipped to take any standard 
stencil . . . Simple device for 
lowering or raising printed po- 
sition . . . Instant removal of 
impression roller . . . Adjust- 
able side guides . . . Adjustable 
backstop . . . Inside inking... 
Equipped for counter attach- 
ment... Accurate registration 
.-» Fully guaranteed. 


AUTOMATIC 


HAND FEED 


DEALERS KNOW 
THEY CAN SELL 
SPEED-0-PRINT 
DUPLICATORS 


pith / 
Comper?’ 


This new achievement in 
duplicating machines 
Offers Speed, Simplicity 


and Convenience such as 








you have never known 






before in any duplicator. 
Check the Speed-O-Print 


Point for pointagainstany 
quality - 






built duplicator 
in the world selling at or 
near its low Price, and 
you will soon see why 
it has become America’s 


fastest selling duplicator 







THE SPEED-0-CABINET 


For beauty and 
utility the roomy 
SPEED-O-CABINET 
is the ideal base for 


your duplicator. 


Substantially made of electric 
welded steel construction — 
adequately reinforced — all 


joints and seams entirely 


welded. $ ] 8 ; ] 4 

















SPEED-O-PRI: 
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Add to your Sales...make extra profits 


e e e With these unconditionally guaranteed Investigate the profit possibilities Speed-O-Print 


Quality Products. Every original Speed-O-Print offers to stationery and office supply dealers 
sale leads to continuous and profitable repeat in every town and city. Write today for illus- 


business on Speed-O-Print Supplies. trated catalogue and full details. 


SPEED-0-PRINT CORPORATION...153 N. MICHIGAN AVENUE, CHICAGO 
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“THE ROMANCE OF RECORDS” 


Graduation exercises for the students who attended 
the National Blank Book Company school for junior 
salesmen and store clerks of Chicago stationers were 
held Monday evening, April 25, 1938. ‘Professor’ Wil- 
liam L. Schuster, Chicago branch manager for Na- 
tional, presided, outlining the course of study com- 
pleted during the fifteen weekly sessions on the sub- 
ject, “The Romance of Records.’ The first several 
weeks were devoted to materials used in the manufac- 
ture of record keeping equipment. The remainder of 
the course was concerned with applications of equip- 
ment to practical record problems. 


R. P. Towne Addresses Group 


R. P. Towne, sales manager of the National Blank 
Book Company, was formally introduced. He indicated 
that the principal reason for his presence in Chicago 
was to participate in the “graduating” ceremonies. 
Then, through the use of charts and a historical book- 
let, he traced the development of the National organ- 
ization from its inception nearly a hundred years ago 
up to the present. 

As an expression of appreciation to Bill Schuster, 
the class members pooled some of their financial re- 
sources and presented a leather traveling bag to the 
“professor.” 

o—- © 


WESTPHAL NAMED DITTO’S SALES MANAGER 

Arthur Westphal, for five years holder of a responsi- 
ble position with Marshall Field & Company, last 
month was appointed general sales manager of Ditto, 
Inc., Chicago, replacing A. N. Steele, resigned. 

Mr. Westphal recently resigned from the Marshall 











ARTHUR WESTPHAL 


Field organization where he was operating and per- 
sonnel manager of both the wholesale and retail divi- 
sions, and was general manager in charge of all real 
estate operations. Prior to that connection he was for 


fourteen years with Butler Brothers, large Chicago | 


general merchandise wholesalers, as general operating 
and personnel manager. 

In his new position Mr. Westphal will govern the per- 
sonnel and sales training of the Ditto organization and 
will direct the sale of Ditto products through the com- 
pany’s fifty-two sales and service branches and many 
dealers. 

DENSFORD OPENS PECOS COMPANY 

With a fine stock of office machines and equipment 
on hand, a new organization known as the Pecos Type- 
writer & Adding Machine Company, has recently been 
opened at Pecos, Texas, by J. W. Densford, Jr., son of 
the publisher of the Pecos Enterprise. 





It's Worth Much 
More Than Its 
PRICE OF $1.00 


® Easy Action 
@ Trouble-free Operation 
@ Evenly Aligned Dates 


®@ Flat-Sided Handle 


You need only to show the Zenith Self-Inking line dater 
to sell it. It has the appearance, action, speed, and 
precision of a much higher-priced self inker, yet it costs 
little more than an ordinary band dater without the 


self-inking feature. 


Write for quantity prices and discounts. 


THE SUPERIOR TYPE COMPANY 
3940 RAVENSWOOD AVE. 
CHICAGO, ILLINOIS 














Tue Hor of tue Season / 





the New 
LOW -PRICED 
HOME DESK 


for Full- 
Sized 


TYPEWRITER 











ERE’S a sure-fire home typewriter desk that will 
increase your spring sales and profits—the newest 


Already scores of 


North Star triumph in style and utility. 
dealers have reported that it’s the SALES SENSATION OF 
THE YEAR! 





Beautiful design and outstanding value in every 


SPECIAL 
INTRODUCTORY 
PRICE 


feature—combined with an amazing low price— 
make this new No. 463 Home Typewriter Desk 
the most profitable, salable item you can show 


to your customers today! 


WRITE FOR DETAILS! 


North Star FURNITURE CORP. 


1900 West Pennsylvania St. Evansville, Ind. 
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NATIONAL oaair case 





Made of top grain cowhide with Talon zipper fasteners 
around three sides, coming together at the top with a 
lock. Opens flat. Contents easily accessible. One side 
has five pockets and two patch pockets. Large flap 
separates the papers from articles. Other side of com- 
partment may be used for wearing apparel, etc. Easy 
carrying double handles. Colors, black or brown. Size, 


17 x 114”. 
e SEND FOR CATALOG 2 


National Brief Case Mfg. Co. 


512 S. Peoria St. Chicago, Ill. 








Attention Dealers ! 


Stock Quinlan Line 
Gelatine Duplicator Supplies 


We offer you a complete line of supplies for all makes 
of gelatine duplicators. Our products are backed by a 
guarantee to give complete satisfaction. This cuts down 


sales resistance. 
Here are the supplies we manufacture: 


Quinlan Rolls—Have the improved white gelatine 
which is not affected by varying climates. These 
rolls also have a new and stronger fibre backing 
and are sixteen feet in length—can be used on any 
make duplicator. 

Quinlan Duplicator Film—Guaranteed good results 
and not affected by changes in climate or tem- 
perature. 

Quinlan Duplicator Inks—Seven vivid fast colors 
including purple, red, green, blue, black, brown 
and yellow. 

Quinlan Hand Cleaner and Lotion—Removes dirt 
and stains quickly and completely, leaving hands 
velvety smooth. 


We also offer you high quality ribbons, pencils, carbon 
paper and duplicating paper. 

Write, phone or wire for full particulars of our line. Very 
attractive proposition for the dealer. 


QUINLAN INC. 


647-653 W. Randolph Street, Chicago, Illinois 
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6TH REGIONAL NSA MEETING 
(Continued from page 44) 
dealers and their salesmen, and manufacturers’ repre- 
sentatives, in rapt attention as they drew from their 
years of intensified sales experience successful meth- 
ods of training salesmen and improving selling tech- 
nique. 

In opening the meeting, at 7:40 p. m., Mr. Garvin 
introduced the N.S.A. Lecture Troupe, which he de- 
clared had covered 10,000 miles to this point in their 
tour of the regional meetings of the country. 

Slated on the program as the staff assisting Mr. 
Garvin were the following: Harold J. Hampton, N.S.A. 
president, Indianapolis Office Supply Company, In- 
dianapolis, Ind.; William F. Block, Victor Safe and 
Equipment Company; Joe Macek, National Blank Book 
Company; and L. E. Hooker, Commercial Furniture 
Company. 

Mr. Block was the first speaker. Under the subject 
“Selling and Its Requirements,” he dwelt upon the 
problems of distribution and operating methods of 
the commercial stationer and his salesmen. Mr. Block 
elaborated upon the reasons for the failures and suc- 
cesses among dealers and salesmen. 

“The stores that succeed have definite policies of 
carrying merchandise that will bring a profit,” Mr. 
Block asserted. One of the most important things 
they do is to keep a modern stock record. This he 
stressed as a great need among dealers. The success- 
ful ones also train their own salesmen, he said. The 
salesman who succeeds is an alive, alert, wakeful in- 
dividual who studies his own problems and learns 
his subject, he said. 


Training Salesmen for Selling 


In introducing Mr. Macek, Mr. Garvin averred that 
the salesmen constitute the great reservoir of to- 
morrow, which will provide our creators and busi- 
ness managers. 

Mr. Macek illustrated his talk on “Training Sales- 
men for Selling’’ with impressive projection slides. He 
described the sales course used by his company as 
one plan that will produce results. The slides graphi- 
cally presented much of the material covered in the 
course, including the professional qualifications of a 
salesman, finding the prospect and methods of reach- 
ing the buyer’s mind. Mr. Macek stressed the points 
that the salesman must study himself, his customer 
and market, and study his merchandise. 

The institute was outstanding not only for the ideas 
set fortn, but for the interesting variety of presenta- 
tions. 

Mr. Hooker’s talk, entitled ‘“‘Buyers on Parade,” fea- 
tured demonstrations of methods of interviewing two 
different types of buyers. His talk emphasized the 
importance of studying the buyers and catching their 
attention. “In selling, attention must be captured in 
the first few minutes of approach,” he said. “When 
this is done, the problem of interesting the buyer is 
simplified.” Mr. Hooker discussed the five different 
senses as the five different routes to the mind; sight, 
hearing, and touch, being the three most useable in 
selling office supplies and equipment. The most im- 
portant is the sense of touch, said Mr. Hooker. 

The concluding discussion was a dialogue between 
Mr. Garvin and Mr. Hampton, with the former asking 
questions about the president’s methods of conducting 
sales meetings and training salesmen. Mr. Hampton 
told about his salesmen’s interest in their weekly eve- 
ning meetings—their test sheet covering several items 














Exclusive “Dunlopillo” 
Cushions AIR-COOLED 


EXCLUSIVE—fresh and cool as the 
air that circulates through the mil- 
lions of inter-connected cells—so 
porous smoke can be blown 
through it. Soft, yielding but re- 
gardless of your weight—you 
can't hit bottom. Long life, pure 
latex, never sags. 


Removable Covers 
for cleaning— _. 





Through 
Dealers 











CRAMER 


1417-19 McGee St. = 
Kansas City, Mo. 


Sold Only 


Write for 
agencies 





Cramer Chairs are leading in preference for 
hundreds of dealers everywhere, the true 
form fitting chair ... the most practical devel- 


opment in posture chairs in 20 years! 


1, ONLY ONE MOVING PART. No bolts, 


clamps, wood—all steel construction. 


y a FINGER-TIP ADJUSTMENT. No tools 
needed. Simply adjust plunger, po- 
sition stays locked. 

3, NO SIDE UPRIGHTS to interfere in 
movement about desk. 


4, Two-inch, removable wheel, ball 
bearing casters—STANDARD EQUIP- 
MENT. 

Stenographic model shown—Cramer 
line includes Secretarial and Execu- 
tive chairs also. 







U. S. Pat. No. 2,954,557 
Other patents pending 





All Steel 
POSTURE CHAIRS 





available 





does jobs 
a punch 
can't 
do— 
Try 
it / 


OFFERS THIS 


display will be sent with it. 


Virginia & Bower Aves. 










THE TWIRLIT COUNTER DISPLAY 
INVITATION 


of appropriate thickness is there, ready for the first 


MITCHELL BINDER CO. 


Hagerstown, Maryland 


DRILL 


200 
series 
$6.25 

list 


Se is is P P s " : : i 
et up this display along with demonstrator and style pervades Tell City’s new Mod- 
TWIRLIT and let your customers prove that it can erne Group in genuine walnut. New con- 
drill 150 sheets at one operation. A pad of paper veniences have been built into the drawer 


arrangements 

prospect. are rounded 
TWIRLIT is made to drill one, two or three holes— You will 
$2.50, $6.25 and $10.75 list, respectively. Choice and of the 

| of four hole sizes from 1/4 to 13/32 inch. Order Tell City De 
your demonstrator TWIRLIT now, and the counter logue which 











e An ATMOSPHERE of pleasing comfort 


Tell City Desk Company 


and all edges and corners 


find a full description of this, 
other series manufactured by 
sk Company, in our new cata- 


will be mailed upon request. 


TELL CITY, IND. 
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MORE SALES—— MORE PROFITS 


SELLING STANDARD MERCHANDISE 
5 THAN 
_ UNKNOWN ITEMS 





MUNSON CUSHION 


KEYS ADVERTISED 
FOR YEARS ARE NEW LOW PRICED 


EASY TO SELL. Graphic Economy Duplicator 


With Advantages of Expensive Machines 
USE THIS DISPLAY 


TO SHOW YOU ARE Gelatin Rolls and Films for All Makes 
A MUNSON DEALER | of Duplicators 


HEKTOGRAPHS AND REFILL COM- 
POSITION IN ATTRACTIVELY LITH- 
TYPEWRITER OGRAPHED CONTAINERS. TWO 


GO800000QG00 |__| ann FOUR SURFACE OAK FRAME 
"MUNSON SUPPLY Co., 348 Hudson St., New York City rc) DUPLICATORS IN FIVE SIZES. 

Please send information about the New Key 

New Package and Counter Display to 


Watetie.<:. Cae te Ce oe ES = % Graphic Duplicator Co. 


Address — ; : . oceeecenceeccseccce wrseee - 148 LAFAYETTE ST. NEW YORK 
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|PERFECTION METALS 


| for ring books and post binders— 








a service for manufacturing stationers | tyted tn the tesdetn See SAE Odla- 
Your needs in various sizes of ring or post binder stakingly customed of fine leathers, frames 
metals can be quickly and accurately supplied from ! and materials, BRIGHT leather furniture 
our ample facilities. attracts the eye of every buyer. Comfortable, 


Many manufacturers and wholesalers can _ best 


keep their trade informed by means of loose leaf i Le a eg nt — segs ae baer 

catalogs. By using PERFECTION metals, you in a wide range of styles, the BRIGHT line 

can provide them with fast action binders, durable | offers the buyer a chance to find just the 

for lifetime service. The information is thus kept number to suit his pleasure—and at prices 
| 


up to date, complete and at low cost. Sales and to suit his purse. 
service manuals, too, are most efficient when in 
loose leaf form. 

Be sure to have our catalog on file. It will help now! 
you realize on many opportunities. 


LOOSE LEAF METALS CO., INC.) | Bright Chair Co., Inc. 


Get the new supplement to our catalog. Write 
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| Pacific Coast Representative 


6816-6824 Arsenal St. ST. LOUIS, MO. 
127-133 Bleecker St., New York, N. Y. 
S. & D. Loose Leaf Co. 427 San Pedro St. Los Angeles 




















MAY, 1938 


—their assigned talks—the assistance given new men. 
He described his method of turning slow-moving 
goods without cutting prices, and other practices that 
are proving profitable in the operation of his business. 


Cless Burras Chosen Governor 


At the close of the sales talks, Mr. Garvin turned 
the meeting over to Governor Fred Tracht, thanking 
Mr. Tracht and the others who had contributed to 
the success of the convention. It was then that Mr. 
Tracht read the reports of the nominating and resolu- 
tions committees. Cless O. Burras, of the stationery 
firm under his name in Oak Park, Ill., was unani- 
mously chosen as the new district governor, to take 
office upon confirmation at the national convention 
in September. 

A resolution was spread on the minutes disapproving 
the manufacture of products in many state prisons— 
particularly office equipment—that are being sold to 
state institutions in competition with commercial 
manufacturers and dealers. The resolution also ex- 
pressed thanks to J. S. Sprott, president of The Globe- 
Wernicke Co., for the work he has done in the cam- 
paign against this practice. 

Mr. Garvin also introduced a resolution from the 
floor, which was passed, thanking the Wis-Ill Club 
for its splendid cooperation and entertainment pro- 
vided the convention. 


ome © 


10 NEW CORRY-JAMESTOWN AGENTS NAMED 

The Corry-Jamestown Manufacturing Corporation, 
Corry, Pa., last month announced the appointment of 
ten new agencies in various parts of the country to 
have the exclusive representation in their territories 
of the Corry-Jamestown line of office furniture and 
equipment. 

The new agencies and their addresses are: 

Randle Office Supply Company, Valparaiso, Ind.; 
Typewriter & Adding Machine Exchange, Inc., 759 
Plankinton avenue, Milwaukee; Biller Typewriter & 
Supply Company, Green Bay, Wis.; Geo. Alf. Brown 
Company, 207 Fahien-Tehan building, Springfield, 
Ohio; Doubleday-Hunt-Dolan Company, Kalamazoo, 
Mich.; Downey & Guthrie, 110 South Wabash avenue, 
Wabash, Ind.; McCoy Printing Company, Battle Creek, 
Mich.; Concord Office Supply Company, 13 Snow street, 
Penacook, N. H.; S. W. Ford Drug Company, Oconto, 
Wis., and the Office Machine & Supply Corporation, 
Fort Wayne, Ind. 

— 2 —___— 


SAUTER ON TWO MONTHS’ BUSINESS TRIP 


Late in April, Robert Sauter, general manager of the 
A. W. Faber, Inc., Newark, N. J., began a journey that 
will probably last two months and cover several thou- 
sand miles. Mr. Sauter’s first stop was at the A. W. 
Faber branch office in Chicago. His next port of call 
was Los Angeles, where he planned to spend about 
two weeks before turning eastward to San Antonio, 
Texas, and then south to Mexico City. June will find 
Mr. Sauter back in the Southern States calling on 
dealers with the A. W. Faber territory representatives, 
if the latter’s schedule of coverage permits. 

The trip is a regular business visitation which Mr. 
Sauter makes about once every three years to branch 
managers and dealers in the territories named. 

While in Chicago he told a representative of OFFICE 
APPLIANCES that he believed that the last six months 
of 1938 would record a general pickup in business in 
the industry. 

















ANOTHER 


PROFIT) 
MAKER. 


Steel Telephone 





Directory Holders 


ADE in three standard sizes to accommodate 

all telephone books. Quickly and easily at- 

tached to desk or wall nearest the phone. Openings 

on both front and back afford ready access to book. 

Individually packed with screws for attaching. May 

be used in stock, order and shipping departments as 
utility holder for forms, orders, etc. 


Send in your sample order now and cash in on the 
profit-making possibilities of this attractive number. 


P. S. Did you get your copy of the new 
ASCO Catalog? 


Art Steel Co., Inc. 


300 East 145th Street New York City 









NQUIRIES 


solicited 


from progressive dealers in position 
to do justice to the sale and dis- 
tribution of a quality line of Type- 
writer Ribbons and Carbon Papers. 
For 35 years, the responsibility and 
resources of the manufacturer of 
CROWN Products have been equal 
to every emergency. 


Write in for samples and full par- 
ticulars. 


Crown Ribbon 
& Carbon Mfg. Co. 


Rochester, New York, U.S.A. 









































SPIRIT 
DUPLICATOR 
BorT LieES 


OF RECOGNIZED MERIT 


_____CARBON PAPER 
_____DUPLICATING FLUID 


HIGHEST QUALITY 
MODERATE IN PRICE 


AND PRICES... . 


INCLUDING A SELECT LINE OF RECORD RIBBONS AND CARBONS 


PHILLIPS PROCESS CO., INC. 


MANUFACTURERS 
194 MILL ST. ROCHESTER, N. Y. 
Cable Address PROTYPE 


____HAND CLEANSING CREAM 


IT WILL PAY YOU TO SEND FOR FREE SAMPLES 








Free! Free! 


Beautiful Display Stand for 
Chrome Mount Rubber Stamps! 


| A beautiful display stand offered FREE. Also your 

| mame engraved on handles FREE OF CHARGE. 

| A constant reminder to your customers where 
they have purchased their supplies—a most valu- 
able advertising feature. 


| 
DEALERS: ATTENTION 


Be the first in your 
community to fea- 
ture this new chro- 
mium stamp. Watch 
your sales grow as 
customers realize 
that your store takes 
the lead in introduc- 
ing the latest and 
most efficient office 
devices. The new 
B. & M. Chromium 
stamp will stimulate 
your business. OUR 
SERVICE: All orders 
received 12:00 
(noon) are complet- 
ed and shipped the 
same day. 


Write for cata- 
log and liberal 















ri 


RUBBER] 
STAMPS} 


Ask tor Chromium Mounts 
we NO MORE Teen theOrcianry, 
























discounts. 
| Bankers & Merchants Stamp Works, Inc. 


| 3215 N. Sheffield Ave. Chicago, Ill. 
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APPLIANCES 


OFFICE 


4750 U. S. Exports of Filing Fold- 
ers, Index Cards and Other Office 
Forms February, 1938 


EXPORTS 


United States Exports of Carbon 
Paper and Typewriter Ribbons 


February, 1938 4750 
9395 Filing 
9392 Type- folders, 
Carbon writer —— 
paper ribbons ana 
Countries Value Value ved 
Azores and Madeira forms 
Islands 27 
Belgium 75 929 Countries Value 
Czechoslovakia 150 
Denmark Austria... 63 
Finland 486 394 Belgium 155 
France 24 396 Czechoslovakia 955 
Germany 253 Denmark : 14 
Greece. . 71 27 Finland 661 
Italy 23 6 France. 33 
Netherlands 400 691 Gibraltar 5 
Norway 330 141 Greece ; 
Rumania 140 Ireland... 20 
Sweden 720 284 Ktaly.... a 10 
Switzerland 987 667 Malta, Gozo, and Cyprus. 9 
Albania 6 Netherlands a 950 
United Kingdom 3,616 4,282 Norway... ; 31 
Canada. . 1,468 1,503 Portugal. ; 132 
Costa Rica 22 17 Sweden seen 535 
Guatemala 152 108 Switzerland 662 
Honduras 179 138 Albania 17 
Nicaragua 13 5 United Kingdom 1,030 
Panama : 213 196 Canada....... 7,332 
Panama Canal Zone 200 British Honduras 4 
Salvador 166 Costa Rica 212 
Mexico 567 678 Guatemala 416 
Bermuda 43 Honduras 791 
Jamaica 74 78 Nicaragua 189 
Trinidad and Tobago 156 60 Panama. 1,214 
Other British West Panama Canal Zone.. 210 
Indies 45 Mexico ~ 882 
Cuba : 969 82 Newfoundland and Labrador 21% 
Dominican Republic 234 101 Bermuda...... ee 238 
Netherlands West Jamaica. . er 494 
Indies... 947 362 Trinidad and Tobago....... 79 
Haiti... 30 68 Other British West Indies. . 239 
Argentina 60 2,165 Cuba . ye : 837 
Bolivia 270 472 Dominican Republic 436 
Brazil. . 763 126 Netherlands West Indies 1,264 
Chile R82 886 French West Indies ss 
Colombia 681 1,302 cit> > ss ; 39 
Ecuador 83 191 Argentina 73 
British Guiana 4 Bolivia 27 
Carbon Paper—Total ..... 0 ccccccccccccsccccssccensacsccvescccvoessocs $155.01 
Typewriter Ribbons—Total .........ccccccccsccccsccccccccccscsccccess 178.43 
Piling Folders—Total 0... 2. casccccscccccccccsccvesseesscececessenseese 204.72 
—_ —_o—~ 0 


Shoplifting in London ° 
The South African Printer & Stationer commented on statistics pre- 
pared by the Drapers Chamber of Trade in London, indicating that Lon- 
don merchants suffer greatly from shoplifting. It is said that two London 
stores lose upward of a million pounds (sterling) each year. Two London 
stores each write off the sum of £5,000 annually, based on departmental 
losses. 
Clearing Cape Town’s Slums 
The British and South Africa Export Gazette states that Capetown 
plans the elimination of slums by the expenditure of £500,000 annually. 


Danish Student in Varitypography in New York 
The Coxhead News reports that Helmuth Knudsen, of Denmark, is a 
resident student in the school of varitypography in New York City. It is 
his intention to represent the Varityper in his native land. 
Calculator Aids Farmers 
Math-matics reports that an Ohio newspaper reported that 
Miss Clara Lugbill works for her father and uncles at a big live stock 
auction house, operating a Marchant calculating machine on sale days. 
In that period she has to operate the Marchant machine at top speed 
to keep up with the auctioneers. 
Bakelite Case for Calculator 
Bakelite News reports that the case of the S. W. 
is made of Bakelite. 
War Time Maps 
Printer made this comment on the newspaper 
“Who oversees the drawing of newspaper maps? 
a mort of maps. I am not 
hairline But I 


Marchant 


Allen Adder 


The 
Company 


A writer in the Irish 
maps of war locations. 
In the present strife and mayhem we need 


carping and I know that we cannot expect accuracy. 
merely wish to point out that following General Franco’s retreat from 


Teruel, I find that the unfortunate soldier is entrenching himself right in 
the middle of the Mediterranean. Perhaps the scale was wrong. 
I once found the Ethiopians strongly entrenched in the Persian Gulf.’ 


Japanese Imports of American Forest Products 

Commerce Reports states that Japanese imports of lumber from the 
United States include wood for the manufacture of pencils and of matches 
and piling. 

Foreign Commerce Yearbook 

The 1937 Commerce Yearbook, issued by the United States Department 
of Commerce, is ready for distribution. This is an annual compilation of 
all basie statistics. In its present form it provides in a single volume all 
the important basic material essential for a comprehension of current 
economic developments in foreign countries. Copies can be obtained from 
the Superintendent of Documents, Government Printing Office, Washing- 
ton, D. C., or from the co-operative offices of the Bureau of Foreign and 
Domestic Commerce. Price $1.00, bound in buckram. 


Statistical Abstract of United States 

The fifty-ninth issue of the Statistical Abstract of the United States is 
now available. Copies can be obtained from the Superintendent of Docu- 
ments, Government Printing Office, Washington, D. C., or through any of 
the district and coéperative offices. Bound in buckram. Price $1.50. This 
volume is a digest of data compiled by all statistical agencies of the 
United States government, as well as those of a considerable number of 
private agencies, as well as material compiled by several of the states. 


Brazil Increases Consumption Tax 
A Brazilian decree, effective April 1, 1938, provides for new basic con- 
sumption on domestic and imported products, which includes a number of 
items of American manufacture. These are writing machines, cash regis- 
ters, stencil duplicators. Merchandise now in stock in Brazil must be 
stamped in accordance with the new taxes prior to July 1, 1938. 
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Unground Ball Bearings for the 
Metal Office Furniture Industry 


(U. S. Patent 1,782,622. Canadian Patent 324,059. Other patents pending.) 


All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any desired 
shape. (No soft stampings used whatsoever.) For cradle 
| slides our ball bearings and rivets are in one unit for 
quick assembly. 95% of filing cabinet drawer slides in 
United States and Canada operate on “Kilian” unground 
bearings. Samples made to your specifications. 





Kilian Manufacturing Corporation 


107 North Franklin Street Syracuse, New York | 











GET THE OTHER 50% 


There are many type cleaners on the market today. 
Every one offers you a first profit. Clarotype offers 
you a second profit—a double profit—because it 
repeats. Use a bottle of Clarotype on your own 
typewriter and you will see why stenographers prefer 


it . . . and re-buy it. Offer Clarotype to all your 
customers and you will enjoy at least 50% more 
sales . . . and profits. Order today from your jobber 


or direct from The Clarotype Co. Inc., 16-F Hudson 
St., New York City. 


with 


CLARO-TYPE 


THE MODERN TYPE CLEANER 





THE BEST KNOWN— KNOWN AS THE BEST 
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“GAYLO” 


CORRECT POSTURE 
METAL FOLDING CHAIRS 


Ideal for offices, sales rooms, 
schools, churches, clubs, lodges, 
beauty shops, etc. Riveted 
at all joints, made of heavy 
COLD ROLLED steel. Com- 
fortable and rigid in construc- 
tion. Opens and closes 
quietly. Folds flat and stacks 
easily. Upholstered seat and 
back. Rubber tipped front 
legs. 


Baked Synthetic 
Enamel Finish. 





HMA 


Colors: Mahogany, Black, 
Walnut, Olive Green or 
Ivory. 


An investment in GAYLO 
superior quality equipment 
means service, economy 
and durability. Backed by 
an organization of many 
years of manufacturing 
experience. 


HATA AVTV ATAU 


THE GAYLO MFG. CO. 


= 820 NORTH MICHIGAN AVE. CHICAGO, ILL., U. S. A. 
Cable Address “"GAYLOCO” 
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NEW SALES 


WITH THE 


NEW MODEL 


\. more than ever before, 
with the featured folding and 
adjustable arm of the New 
Model, dealers can build a new 
high in profits and sales. Write 
for our portfolio “Sweet Busi- 
ness.” Gladly sent toall dealers 
interested in developing 
greater business. 





Tha Soa Manufacturing Corp. 
HALL-WELTER CO, INC. 


181 ST. PAUL ST. ROCHESTER, mM ¥. 
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SUPERDEX 
ROLL LABELS 











WARSHAW Superdex Roll 


8 PASTEL 
Labels made by our special scoring COLORS 
method always part evenly—pre- BUFF 
senting a neat appearance. They GOLDENROD 
are always uniform—well gummed nome 
for quick and secure application. GREEN 
Very attractive prices. Excellent MANILLA 
quality. Samples gladly sent on re- BLUE 

WHITE 


quest. 


WARSHAW MFG. CO.., Inc. 


| MAIN ST. BROOKLYN, N. Y. 
GUIDES PROTEX STICKONS 
INDEX CARDS MENDING TAPE 
FOLDERS GUMMED INDEX TABS 



















Like the 
1938 


| Automobiles 
| 


Universal 
OFFICE MACHINE 


THE MARK OF QUALITY STAND 


° ° ee 
— is the utmost in operating efficiency 
Moves noiselessly on 3-inch rubber tired casters, locks rigidly 
| in position with cam brakes. Mechanical equalizer adjusts for 
| any unevenness of the floor and the top can be adjusted for 
nearly all office machines now in use, holding them safely and | 
securely, operating shocks being aksorbed through rubber and 
felt. Side drop leaves 16 by 18% inches afford ample working } 
space. Weighs 40 lbs. packed for shipment. 

TUSCO is the apex of quality in office machine stands, above 
the profitless volume class. Retails at $24.50 up according 
to drop leaves desired and finish of steel work. For saving 
time and energy and promoting accuracy, recommend TUSCO. 


TUBULAR SPECIALTY MFG. CO. 
| 1940 STANLEY AVENUE DETROIT, MICHIGAN 
| REPRESENTATIVES: C. E. Ritter, 2451 E. 78th St., Chicago 
(phone REGent 1110); Western Wholesale Stationers, Ltd., 
307 E. Third St., Los Angeles, Calif. 
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COOL and COMFORTABLE 
Ventilated by 


REeEspiraTION 











U. S. Patent 
No. 2,025,712 


Don't wait for your customers to ask for a seat cushion 


before showing them a Respirator Cushion, but instead 
explain and demonstrate Respirator Cushions whenever you 
have an opportunity and you will be surprised at the num- 


ber of Respirator Cushions you will sell. 


A SATisfied customer and a SATisfactory profit for the 


dealer is a mutually SATisfactory transaction. 
Manufactured by 


L. M. BICKETT COMPANY 


WATERTOWN, WIS., U.S.A. 











NEW PRICES 
adding + billing + 
bookkeeping + 
calculating machines 


TYPEWRITERS CHECKWRITERS 


MIMEOGRAPHS DICTAPHONES 
AND OTHER OFFICE DEVICES 


Rough and Rebuilt Write for Latest Price List 


Reliable TYPEWRITER & ADDING MACHINE CORP. 


303 W. MONROE ST. CHICAGO, ILL. 











Make Your Bank Contacts Profitable 


SELL NATIONALLY ADVERTISED 
POCKET CHECK CASES 
and BANK BOOKS 


Get the facts about our local distribution plan 







that ties in with our National Advertising. 


Write for complete details today. 
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“2 HAMILTON AVENUE 


CQlereland Cir 





: oes a 
Lass Giooks & Pocket Gack Gases 
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RIBBONS AND CARBONS| 


| 
| 





San Francisco, Calif—-W. G. Huston, Pacific Coast manager for 
Mittag & Volger, Inc., returned from his Hawaiian trip March 19. While 
there he visited dealers in conjunction with the salesmen of “M & V” 
distributors, Alexander Brothers, Ltd., of Honolulu. 











TYRE WRIY E BS 


j San Francisco, Calif._Mr. and Mrs. A. R. Ames of Chicago were re- 
cent visitors at the San Francisco branch of the Ames Supply Company. 


Mrs. Dorothy Ames accompanied them. Accompanied by Earl S. White, PA p F R S 
manager of the San Francisco branch accompanied them, and they found 

much to see in the west. The trip included the Grand Canyon, Death 

Valley, some of Mexico, Southern California; also the Redwood Empire TYPEWRITER RIBBONS 


to the north, and other items of special interest in the Bay region. 








San Francisco, Calif...The many friends of F. G. Fink on the coast 


welcome his return to the local branch of the Underwood Elliott Fisher | Made right — Priced right in 
Company. Four and one-half years ago he left San Francisco to take 
charge of the company’s branch at Seattle. In addition he has been | Sold right. Here’s a ribbon 
in charge of the U E F offices in Portland, Ore., and Butte, Mont. 
He is thoroughly acquainted with the business and dealers in the and carbon proposition you 


office machine line on the coast. | i ‘ 
‘ . can turn into real profit. You 
Tacoma, Wash.—The Royal Typewriter Company, Inc., has established | 
i new branch here, in charge of Robert T. Owen. | can always count on our co- 


Warren, Ohio.—The Crosby-Mook Typewriter Exchange, Ine., has operation. 


been chartered with authorized capital stock of $5,000; incorporators 
Berly I. Vesevesey, L. D. Sewardd, Munson A. Sewardd, and others. 


AK. 
Fort Smith, Ark.—J. ©. Chandler, formerly of El Dorado, Ark., has EXCLUSIVELY for 


opened an agency for the Royal Typewriter Company at 4 South Sixth 
Street. Associated with him as a salesman is Phil Brad’ey, 2 typewriter | AN 

man formerly located in Hobson, Mont. o 

Complete details on request 


OTHER MACHINE S| ALLEN & COMPANY 














DEPT. M 
; : ! 11-13-15 Vandewatef St., 
San Francisco, Calif...0. H. Davison, of the O. H. Davison Company, ? New York. ew 


manufacturers representative, 788 Mission street will leave on an eastern 
trip about May 1. He will visit the several factories which he repre- 
sents on the coast. The trip will bring him to the Fulton Specialty 
Company, Elizabeth, N. J.; David Kahn, Inc., North Bergen, N. J.; and 
Neva-Clog Products, Inc.. Bridgeport, Conn. Walter Willoughby, of 
this organization returned recently from a successful trip through the 
Pacific Northwest and the mountain states. Richard Franchi has made 
the trade in the San Joaquin Valley 


Birmingham, Ala.—R. D. Helle has joined the local sales staff of the iii iw 


Dictaphone Sales Corporation branch. Mr. Helle, who is a graduate of 


the University of Alabama, will cover a city territory. STAINLESS STEEL FILE SIGNALS 
San Francisco, Calif... E. R. Boomershine. manager of the Duplicating 


Supply Company and the Pacific School Supply Company, has moved 


from 317 Market street to 297 Utah street, corner Sixteenth. 
: a | ea ARE COMPLETELY DESCRIBED IN THIS 
OF 
San Francisco, Calif.-The Rucker-Fuller Company, 5°9 Market street ACTUAL SAMPLES 
is making an exceptionally fine window of the “Skyscraper” desk. for 


which it is distributor. The franchise covers the northern California . — 


territory, with branehes at Oakland and Sacramento. a1) Saas 
HELPS YOU | 


TO BUY 
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3% STEEL FIRE SIGNALS 





SEND FOR 
YOURS 








PENS AND PENCIL S HELPs you eee , TODAY 


TO SELL 








€an Francisco, Calif._A sales conference was held April 16 by The 
| Parker Pen Company organization here. The meeting was held at the 
Palace Hotel. Executives participating in the meeting included C. L. 
Frederick, vice president and sales manager; James N. Black, assistant 
| siles manager, assisting the western division sales manager, Carl E. 
| Priest. 





You ean not fully appreciate 
how different these thin-gauge, 
highly polished, stainless file 
signals are from_ ordinary 
kinds until you have the actual 
samples at hand. That is why 
this “‘layout’’ is sent free to 
dealers —to assist them in 
making up stock, and to as- 


St. Catharines, Ont...The Wright Stationery Store, 150 St. Paul street, No. | No. 2 = prs wt, ga ca 
has been taken over by Joseph Rahan 4 complete line of com- Normal Tab deseri ying the line. you 
mercial stationery is handled.—SJL. Medium wish more than one card, No. 2V—Low Tab 


Window please say how many. Large Window 


TELL LL. 


San Francisco, Calif—R. L. Smith manufacturers’ representative, 900 10 PTD 
Battery street, has added the items of the Sun Rubber Company to 








San Francisco, Calif._L. O. McCoy, of MceCoy’s Pen & Pencil Service, 145 
Kearney street, has celebrated his twenty-seventh anniversary in the | 
pen and pencil business. 


St. Thomas, Ont..-The Byrite Shop is a new commercial stationery 
store opposite the Capitol theater. 











San Francisco, Calif...Harold Roehm, of the Eaton Paper Corpora- 
tion will make his annual trip to the Hawaiian Islands the latter 
days of May. 


San Francisco, Calif. G. R. Norton, manager of the Pacific Coast 
branch of the Eaton Paper Corporation, states that March business this 
year exceeded the heavy business done in 1937 





his activities. His territory includes California, Arizona, Nevada, New THE H.C. COOK CO.. 14 BEAVER STREET. ANSONIA, CONN. 


Mexico and El Paso, Texas 
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WEIGHT machines. 
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ATTENTION, HERMES FEATHERWEIGHT 
PORTABLE DEALERS! 


Get the exact spool and ribbon needed on the Hermes FEATHERWEIGHT portable! 
wound on Genuine Hermes FEATHERWEIGHT Gray Spools, matching the color and finish of the Hermes FEATHER- 
* These original factory spools will fit this machine perfectly, insuring proper ribbon movement. 


% Write for our attractive prices, mentioning that you are a Hermes FEATHERWEIGHT dealer. 
TYPEWRITER RIBBON MFG. CO. 
Tenth at Sansom Street, Philadelphia, Pa. 


(Order for Hermes FEATHERWEIGHT ribbons can also be filled 
promptly by the AMES SUPPLY COMPANY, NewYork—Chicago. ) 


% We furnish these ribbons 











THE CLEANSER 
that will sell! 


INK-OFF sells because it is different. Its 
very novelty makes it move. 

INK-OFF sells because its bright, shining 
package attracts attention. It repeats be- 
cause it’s GOOD. 


INK-OFF sells because of our clever sales 


plan. Send for full details today. 


KLETAM MFG. CO. 


CHEMICAL MFG. DIV. WILKES-BARRE, PA. 























zm Griprit LuBES 


Grippit’s package fits the hand, is easy to see on a cluttered 
desk . . . Grippit rubs off work and fingers and leaves them 
. . It is Peelable, 


clean . . . Grippit never wrinkles paper . 
. Write 


Waterproof, Transparent, Stainless, Non-inflammable . . 
for Free Tube and Profit Story to Harriman-Welts Products Co., 
200 Summer Street, Boston, Massachusetts 


AN INSTANT SUCCESS 


NEW RUBBER-COVERED '"KOIL-O-MATIK" 
AUTOMATICALLY Coils Cord Out of the Way 
RUBBER COVER prevents scratching of desks and furni- 


ture and abolishes dangerous “shocks” and ‘shorts.” 

“KOIL-O-MATIK” is the only RUBBER COVERED device that actually 
coils the cord out of the way. It prevents Kinks and Snarls and saves 
Time and Temper. Fits 
all cords and makes full 
length always available. 
Packed in very attractive 
individual box. 

PRICE 25c 
LIBERAL PROFITS. 
Write for full details or 

order now. 
FREE DEMONSTRATOR 
WITH FIRST DOZEN 


NEVERKNOT CO. fr% 


4525 Ravenswood Ave., Chicago 





Bt DESK PHONE 
SES TIME AND 

















For Sale 


700 
FIRE PROOF 
SAFES 


Reconditioned like 
new. 
Combinations guar- 
anteed perfect. 
All standard makes 
and sizes. 
Attractive wholesale 
- prices. 


] 
| 
| 
| 


L 


Dealer inquiries invited 


ACME SAFE CO., INC. 


44 WEST 29TH ST. 
NEW YORK CITY 








A SMART ITEM 
FOR 
SMART DEALERS 
ee @ 


THE ROCKIT ARCH 


priced, it meets 
“something 


Reasonably 
the demand for 
better” @ Attractive design 
@ Handsomely finished © 
@ Only one moving part © 
Arch rocks, not swings @ Pat- 
ented @ Fits standard boards 
and punchings. @ Sell the 
best and hold customers © 
Dealers write today for prices 
@ Territories for agents. 


ARMSTRONG & WHITE pittseuRGH,- 


—\\ 


ROCKIT “eeu 


FILE 





PENNA. 














ee 
s 


= 
- 
- 
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Best for You and 
Best for Business 


Clip-Ons 





Quality paper clips for all office paper 
fastening—ideal for current papers, 
filing and mailing. Low cost and can 
be used over and over. Good profit for 
the Stationer and value for users. Prices 
and samples on request. 


Clip-On Corp. Oswego. N.Y. 
SORE R REESE RES 


re 


< 
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SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors. 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
free trial basis. Nation- 
ally advertised| Write 
for details now! 






Simply tip 
the card 
and copy 


Meilicke. Systems, Ine. Chicago, lll. 
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NICKEL- 
PLATED 
STEEL 


Oakville’s Display and Maga- And ask about Oakville’s 
zine hooks are steel, with a 
protective nickel plate, pack- 
aged conveniently, hold 1 and 
2 Ibs., respectively. Ask aie to us. You'll like Oakville 


about them. . service. 


OAKVILLES® COMPANY 


Division of Scovill Niienibiiaiseibies pemerrean Waterbury, Connecticut 
Pins Clips Fasteners Thumb-Tacks "tak-a-Pins. Etc. 





complete Yellow Box Line of 
paper fastening devices. Write 





To DOMESTIC and 
FOREIGN DEALERS 


We present the opportunity for real profits when 
in the market for 


Select rough and rebuilt 


TYPEWRITERS @ ADDING, CALCULATING 
and BOOKKEEPING MACHINES 


Our stocks include thousands of machines. Our 
present scale of prices meets all competitive market 
conditions, 

Write for November price list. 


J. S. MORSE TYPEWRITER CO. 


529 BROADWAY, NEW YORK, U. S. A. 
CABLE: TYPEMORSE, N. Y. 














TECHNYGRAPH LETTERING GUIDES 


-AI3C BEFGHJ<LMN@I°RSTUV 


1¢/21S@@%eLlYSIZECIBZAXM 





Over 40 different guides from to and including 
34 inch. Made in AMBER COLOR and packaged in 
GREEN KRAFT THUMB-CUT JACKETS WITH A 
CELLOPHANE WINDOW. Are you selling these— 
if not, why not? Sell the best—they cost no more. 
Write us for circulars and prices. 


THE TECHNYGRAPH 


Techny, Illinois 

















N - cisamiiem UP PROFITS FOR YOU 


No. 2479 Double Ball Bearing Caster is in 
use in most of the country’s leading indus- 
i trial and professional offices and institutions. 
‘F-L It is a leader to sales of other Faultless floor 
ee #N Y protection equipment shown. Write for Cata- 
* #\Y log and facts about this profit-earning line. 
FAULTLESS CASTER CORPORATION , 


Evansville, Indiana 






















(above) Faultless Unbreakable Rockite 
and Ruberex Cups. Round or Square. 
(left) Faultless quiet Cushion Chair 
Glides are mounted in live rubber. 





New York Chicago San Francisco 
In Canada: Brown Brothers, Ltd., Toronto 2. 


pee eee: 
Model @ 3 Movement 


Model @ Lever 
Movement 


Model @]) 9 Movement 


WRITE FOR DISCOUNTS 








AMERICAN NUMBERING MACHINE CO. 
BROOKLYN, NEW YORK 








654321 
DR. SCAT- 


APPROVED AS THE BEST 


Sell your customers a Refinisher 
and Cleaner for the typewriter. 
Also used on the Rubber Platen 
—Type—Rubber Keys—Enamel 











—Nickel. 
SOLD NATION WIDE gn 
BY THE BEST DEALERS Rall 











Manufactured by 


DR. SCAT CHEMICAL CO. = 


Reg. U.S. Pat. Off. 
178 N. Franklin St. -!- Chicago, Ill. 

















The 
ADAMS 


Ideal BOOK RING 


THAT FLATTENED JOINT is there 
| 
| 





for a purpose—to keep the ring al- 
ways right side up. No need to hunt 


. p 
PATENTED 


— oa and fumble to find the place where 
| : : the ring opens, if it’s an Adams ring. 
Eight Sizes Here is the simplest, quickest-operat- 
H | Inside Diameters: ing and most satisfactory ring ever 
i invented for perforated sheets or 
ii No. 00, 34 in. No. 2, 1% in binders of all sorts. Allows binder or 
| No. 0, %in. No.3,2 in. sheets to lie flat when open at any 
il Ne. 0!,! in. Ne. 4, 2% in. point. The enlarged joint, nicely 

. , rounded and smoothed, keeps ring 


No. 1, 1% in. No. 6,3 in. 


Come also boxed assorted 
in seven sizes. 


right side up in position to be in- 
stantly unlocked. 

Order through your wholesaler. We also 
manufacture inexpensive loose leaf metals. 





p Heary T. Adams Mfg. Co. ae 
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“KONTROL” 
BOARD CLIP 


RD CLIP The new Clip that stays open 
until papers are arranged 


p.= 6 


KON TROL 
Bor 


Hard tempered black fibre- | 
board. Light weight. well- 


balanced, compact 


MEMO—NOTE-—LETTER 
LEGAL 
Cushman & Denison 
Mfg. Co. 


241-243 West 23rd Street 
NEW YORK 





MASTER 
SPEED 
hEYS 


Worth Investigating 


They create sales 
where no sales ap- 
pear to exist. Write 
for “How to go 
about it”. 





280 Columbus Place 
BROOKLYN, N. Y. 




















Sell Engraving 


Our prices are the lowest 
in the United States. 
We sell only thru Agents. 





LETTERHEAD SAMPLE BOOK FREE 


Social Engraving Sample Book mailed for deposit of $1.00 which is refunded 
after receiving $25.00 net of engraving or return of sample book 


NATIONAL ENGRAVING COMPANY 


BIRMINGHAM, ALABAMA 





























World’s Finest! 
SPEED—MO 


Sponge Rubber 


STAMP PADS 


Models for every office, 


factory, or industrial use. 





The No. 400 
FOUNTAIN BRUSH 
and CLEANER 
A wonder for 
cleaning type. 


removing spots. 





Send for 
NEW 
CATALOG No. 138 


RIVET-O MFG. CO. e 
62 Jason St. ORANGE, MASS. 





(xxxxXX XXXAXAAAAAAAAAAAALAIAAAAIAIAIIII: 


@ WANTED 


Dealers 


TU BUY aso sen 


Addressographs, Multigraphs, Mimeo- 
graphs, Adders, Typewriters, Check 
Writers, Dictaphones. Big Profit—No in- 
vestment. Write 


ee 20, 


XXXXXXIXIXXXXXXXXXXXXXXXIIXIXIXXIIIIE: 


XXXIITIAAAIITXAXXXIXXIIXIIX 
XXAAIAIAIAAIAIAIAAAXAXIIIIXX 


. 


cz 


. 
















Card-cases, any size; loese-ieaf envelopes, punched: 
menu covers, factory record protectors, ‘ag holders, 
bill-fold envelopes, stamp containers, ete. Made of 
acetate (slow-burning) transparent cellulose. We 
build to fit your particular need. Write us for details. 


MARKILO COMPANY, Mfrs. 
'633c S. Racine Ave Chicago, U.S A. 




















A Necessity 


INK 
H. A. ERADICATOR 


For removing 
ink from paper 
or white cloth. 
Keeps records 
clean and clear. 
Look for the 
stars around 
the figures 
1 and 2 on 
the front of 
the box, for 
genuine 
| hee 


H. A. INK ERADICATOR COMPANY 
1707 Zerega Ave. Cable: “ERADICATOR” New York, N. Y. 
wer 






Stationers 





Manufactured for over 30 





years by 














ane 2 2 on We ane 


PEN’ RULED - PRINTED - LITHOGRAPHED 





Let us help you solve those special order problems in car- 
bon copy books, unusual record and accounting sheets, 
loose leaf sets, numbered work, Lithographed Business 


Stationery. 
Quality Work - Attractive Prices -Dependable Service 


Write for samples—Send all special copy for pricing. 





STATIONERS MANUFACTURING CO. 


800 E. MONUMENT AVE DAYTON, OHIO 











vee meme 8OF 
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Efficient and economical. 
Will keep  correspond- 
ence and papers always 
on hand and properly 
arranged. The most ef- 
ficient desk file on the 
market. Made in four 
sizes. A very profitable 
item for stationers. 
















Stanley R. Bristow 
24 Central Ave.West Orange.N. J. 


Cy ts Se FES 


REPLACEMENT PARTS for Adding 
Bookkeeping and Caleulating Machines 








Over 500 items now available from 
stock. All new parts manufactured 
in our own plant. 

Fast Service .. . Quality Parts Only 
Write for our new revised catalog. 


CLOYES GEAR WORKS 


17214 Roseland Rd. N. E. Cleveland. Ohio. 
CABLE ADDRESS ‘“‘CLOYESGEAR” 














r § 72 assorte 
, TZ ase to ene 
jer for only ! it, keep it ac 


FREE ire a When you f° OORE Push- 
















one F kets. ‘ 

? t pac i yi “ er 
dow-tron eri it ceive Nationally eae 
tive vd Pushless hang and offices: 


pins @ 13,546,645 omes 


tised os jobber today- _PIN co. 


A., PA- 










; PHIL 
113 BERKLEY STREET, 





Have You 


a Friend—., business acquaint- 
ance who might like to keep in touch 
with office equipment by reading 
Office Appliances? If so, send us 
the name, address and business and 
we will send a sample copy with our 

compliments. 


THE OFFICE APPLIANCE COMPANY 
20 NORTH WACKER DRIVE, CHICAGO, U.S.A. 








Seats JUS eee eee eee 
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A complete dealer service 


Steel filing equipment—Steel desks and ta- 
bles—Cupboards and wardrobes—Steel book 
shelving — made-to-order steel equipment— 
Steel office chairs—Fireproof equipment— 


and filing supplies. 
Write today for catalog and prices 


Browne-Morse Company 
MUSKEGON . MICHIGAN 


F. B. 


LOOSE LEAF 
HOLDER 


Fastens the transferred sheets in a 
neat, compact binding, easily 
handled and referred to. Accommo- 
dates any size of sheet or distance 
between centers; interchangeable 
posts of various length provide 
capacity to meet your requirements 

dozen sets, f.0.b., 

$ 3 50 ew York. Write for 

sample and details 


F. B. Mfg. Co. 


1228 Intervale Ave. 
NEW YORK, N. Y, 

























Easy to put in use 
Safe and Secure 
Quick Reference 








oe eee ee ee ee oe ee ee oe es 


1 The “Aluminum” Pocket Seal 
and other MARKING DEVICES 








2 
_— = 





SPECIMEN IMPRESSION LEVER SEALS 


MEYER & WENTHE- CHICAGO 


OFFICE & FACTORY - 24to30 S. Jefferson St. 
LOOP STORE - 31 North Clark Street 
WEST SIDE STORE - 30S. Jefferson St. 


Pe ae oe oe eee eee ee ee ee ee ee ee ee ee ae ae ee ae a a ae a ae a a oe ee 


2 ee ee ee a a as 


= 
~ 
= 
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a 
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: 
4 
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iH 
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i POCKET SEALS 
My 
? 
i 
F 
o 
4 
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—— ee 











Se ~ 2 


ad * 
ne ER. 
LOOK for the CREEN LINE | 


WRITE OR TYPE SUBJECT ON 
CUT TO SIZE -MOISTEN ano 


CEL-U-DEX CORP., srooxtyn, n. v. 
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DESIGNED for Efficiency 
BUILT for Durability 

TESTED for Accuracy 
GUARANTEED for Satisfaction 


pure 


| Ib. capacity 
POSTAL SCALE 


, . Vand VY Y and then ¥ again. 
That describes our method of testing 
scales for accuracy. And because of 
our rigid testing and adjusting re- 





quirements, you may rest assured 
that every MITE scale that you sell 
will be and remain, as accurate as 


the eye can see. 


Manufactured by 
MARVEL SCALE CO., INC. 
3010 W. Wells St., Milwaukee, Wis. 


IF YOUR JOBBER CANNOT SUPPLY YOU, ORDER DIRECT AND SEND US HIS NAME 


LIST $1.50 

















GE EBES ic aa gob 





Made in Made in 
3 SIZES 6 COLORS 
| inch wide all transparent 
1'/y inch wide Clear—Red 
2 inches wide Blue—Green 
Packed 25 to the Pink—Yellow 
box. Inserts in each box 














A removable, adjustable celluloid tab with perfect 
spring grip. Can be used on any guide, folder, or 
index. Write for samples and prices. 


GEORGE B. GRAFF CO., 


CAMBRIDGE, MASS. 


64 WASHBURN AVE., 











You can Actually Staple 
from 2 sheets up to 

a Pile of Paper 

This Thick (*%%” ) 


with the New 


ACME No. 1 


Heavy Duty 
Hand Stapler 








COMPANY 


1643-1647 Haddon Ave. 
CAMDEN, N. J. 

















et 


Carbons & Ribbons 


—products of high 
quality giving better 
service—easier to sell 
land resell. Better 
| typing—-better letters 

result from use of 
| Codo Carbons and 
| Ribbons. If you are 
| interested in the op- 
| portunity offered as 
| distributor of truly 
| Satisfactory mer- 
| chandise, let us hear 
| from you. 


Codo Mfg. Corp. 


Coraopolis, Penna. 





Are You 


interested in 
trade doings in 


GREAT 
BRITAIN 


A 


If so, there is only one way of keeping 
abreast of the times and that is by the 
regular monthly receipt and perusal 


of the 


BRITTO 
OTATIONER 


—a monthly journal for the Stationery 
and Allied Trade whose editorial pages 
are unique for news, instruction, orig- 


inality and general interest. 


oman SEND US THIS COUPON ="=-=== 


To the Proprietors THE BRITISH STATIONER, 
Grand Bldg., Trafalgar Square, 
LONDON, ENG. 


Send to the address below FREE SPECIMEN COPY of ‘The 
British Stationer’’ for examination. 


Name 


(Please attach your business card or letter-head) 


Address 


Date 











New York Chicago 





| 
| 














et Ba 
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THE PERFECT 
OFFICE 
CUSHION 


Fine Quality 
Popular Priced 


Convertible for summer service 
















Bentson 


700 


Designed and Equipped for Mod- 


ern Business #2 
. - STATIONERS—when summer sales ery “help”, be prepared 
All Standard Sizes beforehand. Stock this fast moving and profitable item. 
; F ; Compare the “Perfect” line of sponge rubber office chair 

Quality Exterior and cushions. We will be glad to send full details and prices. 


Moderate Cost | A ree will —_— you it is profitable to keep “Con- 
| vertible”’ in stock. 
You can recommend Bentson | e 
700 without qualification for all The Perfect Rubber Seat Cushion Co. 
general office filing. Rigid frame, 1412 Unity Street Philadelphia, Pa. 


easy operation, handsomely fit- 
ted and finished — durable. Its 
splendid reception by the trade 
enabled us to extend production 
to provide five, four, three and 
two drawer letter and legal cabi- 
nets. Check, card and ledger 
sizes also available, all 2614 in. 
deep. Drawers move on cradle 
type suspension slides, ten case 
hardened rollers to the drawer. 
Baked enamel finishes; olive 
green and natural wood grain 
mahogany and walnut lacquered. 
Solid bronze hardware. 














Sell More 
Hanson 
Scales! 


There is a wide market for 
shipping, postal anJ air 
mail scales—and there is a 
Hanson for every scale use. 

Hanson scales are me- 
chanically perfect and the 
Hanson merchandising plan 
helps the dealer build 
profitable distribution. Send 
for Bulletin No. 5. 





See the Bentson catalog or write 

us for full details. 70 Ib. 
Heavy Duty 
Parcel Post 


| Bentson Mfg. Co. Aurora, Ill. —_ 


HANSON SCALE CO. 


Est. 1888 
$17.50 525 N. Ada St., Chicago 























FILE 


ADDING MACHINE 
POCKETS CORPORATION 




















still lead the way to [RRB Vereen Ors NEW YORK CITY 
greatest filing satisfac- [| 


tion. 






































Sturdily constructed 
from first-quality red- 
rope stock, their lasting 
serviceable qualities 
make them the cheap- 
est buy in the long run. 






y RAND 

? MAK-UR-OWN 

ALL TRANSPARENT 
INDEX TABS 


ALVAH BUSHNELL CO. | Write now for samples and prices 


925 Filbert Street PHILADELPHIA | [HE VICTOR SAFE & EQUIPMENT COMPANY, Inc. 


NORTH TONAWANDA, N. Y. 







Vertex” Pockets will 
satisfy your customers 


























164 


OFFICE 





APPLIANCES 


Does he mean right by our Nell? 





ROYAL DOES 


@ The trouble with promises is—they are so easy to 
make—and so hard to keep! 

Royal prefers promises based on performance— 
prefers to do—then promise. 

That is why Royal refers you to 1937—points out 
that dealers made more money on Royal Portables 
last year than ever before in the history of the Com- 
pany—invites you to share. 

That is why Royal representatives ask you to look 
at Royal Portable advertising—to see for yourself 
that it is 100% for the dealer—designed, put in the 
magazines to bring cash into his store. 


“YOU KNOW WHERE YOU STAND 
WHEN YOU DEAL WITH ROYAL” 


says William W. AI- 
bright (right in photo) 
of J. E. Albright & Co., 
832 Broadway, N. Y. 
“One of the advan- 
tages of selling the 
Royal Portable is the 
Company itself. Royal 
doesn’t blow hot one 
day—cold the next. 
Royal is for the dealer.” 





.. and Albright’s able service foreman, B. Cohen, adds, 
“I like the way Royal does things. Royal Portables are built 
right—and priced right. They sell easily—and they stay sold!” 


witt ROYAL irs DEALER FIRS: 


Backs every promise with 
i O O % Dealer Cooperation! 


Check over Royal’s point-of-sale material—displays, 
booklets, etc. Here again Royal stands supreme in 
the job it does for dealers. 

—And the Royal Portable itself—the finest port- 
able made, priced for your profit. 

Yes, Royal is for dealers, believes in them, pro- 
tects and promotes their best interests—and Royal 
performance over the years proves it! 





If you wish further information, address: Royal Typewriter 
Company, Inc., 2 Park Avenue, New York City. World’s 
largest company devoted exclusively to typewriters. Fac- 
tory: Hartford, Conn. 





/ 


a 





























Underwood Typemaster Portable 
Champion Model, retailing at $64.50 





Underwood Typemaster Portable 
Universal Model, retatling at $54.50 








DEALERS FIRST 


In the Underwood Portable 
sales policy the Dealer a/ways 
comes first. 

Underwood Portables are 
sold “over the counter” through 
Authorized Underwood Port- 
able Dealers. All Underwood 
promotional activity is designed 
to send customers into the 


Dealer's store. 











SAYS JACK KINDRED 


OF THE ADA TYPEWRITER CO., 


i. Dealers enthusiastic 
about the new Underwood 
Typemasters? Well, read what 
Jack Kindred says about them 
and rest assured while you're 
doing it that his statement re- 
flects the opinion of responsible 
Dealers who have seen and tried 
these new Underwood Port- 


ables. 


“The ease and speed of opera- 

tion, high quality print work, 
new modern design, and de- 
pendable service make them 
by far easier to sell than any 
other portable typewriter on 
the market today. Both the 
Champion and the Universal 
models are mighty fine type- 
writers.” 


If you are not already stocking the 
complete Underwood Portable line, 
write headquarters at once. There's 
an Underwood Portable Typewriter 
for every purse and purpose, each 
representing the same high standard 
of Underwood quality, each supreme 
in sturdiness, writing qualities and 


ease of operation 


ADA, OKLAHOMA. 








SEVEN BIG 
TALKING POINTS 


1 New Sealed Action Frame 
providing quieter operation 
and maximum protection 
against dust. 


2 The Champion Keyboard 
... kinder to typing finger-tips 
... saves broken fingernails. 


3 “Tuned to the Fingertips” 
...two adjustment features as- 
sure supreme ease of touch. 


4 100 per cent Typing Visi- 
bility. 
5 Complete accessibility to 


type-bars and ribbon spools. 


6 Keyboard Controlled Rib- 
bon Shifting Device. 


7 Back spacer on left hand 
side—normal typing position. 











Portable Typewriter Division 
UNDERWOOD ELLIOTT FISHER 
COMPANY 

Typewriters. . Accounting Machines. 
1dding Machines .. Carbon Paper. . 
Ribbons and other Supplies 
One Park Ave. New York, N. Y. 
Sales and Service Everywhere. 


Underwood Elliott FisherSpeedsthe World's Business 











